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Designed for you by the makers of 


famous Hackney quality LP-Gas Cylinders 


LZZzzg LP-Go05 Systems 











Shoulder Filling for Your Convenience—Filling valve and other 
fittings are grouped on the shoulder of the tank, where they are 
always easy to see and easy to reach without stretching. Elimi- 
nates strain on the filling valve and line. 


Designed for Your Security and Peace of Mind—Hackney Systems § 

are designed and built in strict accordance with safety require- This convenient arrangement of 
ments of 1949 or 1950 ASME Code, and NBFU Regulations. valves and fittings is fully protected 
Made of selected steel and rigidly inspected after every forming by the seamless, streamlined hood. 
and welding operation. Completed tanks are hydrostatically 

tested and thoroughly cleaned and dried. 


Made in Many Sizes to Meet Your Needs—499, 640, 855, 995 

and 1135 gallons (W.C.)—and other sizes—to meet your needs All models carry Underwriters’ 
for quality systems for commercial and industrial customers, Laboratories approval. 
domestic installations, farms, contractors and other heavy users 

of LP-Gas. Send today for full information. 


PRESSED STEEL TANK COMPANY Hackney 


Manufacturer of Hackney Products 


1487 S. 66th St., Milwaukee 14 ¢ 52 Vanderbilt Avenue, Room 2099, New York 17 
227 Hanna Blidg., Cleveland 15 © 936 W. Peachtree St., N.W., Room 112, Atlanta 3 
208 S. LaSalle St., Room 790, Chicago 4 ¢ 552 Roosevelt Bidg., Los Angeles 17 
18 W. 43rd St., Room 13, Kansas City 11, Mo. 

Downingtown Iron Works, Inc., Division, Downingtown, Pa. 


CONTAINERS FOR GASES, LIQUIDS AND SOLIDS 
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VAPO-GAS COMPANY 


Distributors of 
2392 KING STREET 
COCOA, FLORIDA 


November 21, 1952 


Rockwell Manufacturing Company 
Pittsburgh, Pennsylvania 


Gentlemen: 

We wish to advise you that after many years of experimenting in the LP-Gas 
business, We find that by using Rockwell LP-Gas meters, we have mate’! 
benefited our service, both to ourselves and to our customerse 

been brought about as follows. 

or a small amount 


1. We find that the customers are better able to pay f 
heavy load once 


of gas once & month, rather than paying for a big, 
every four monthSe 

act that they do not have to buy 
on their initial 
4 with that. 


We find that the customer likes the f 
a large storage tank to use LP-Gas. This cuts down 
investment and naturally, they are very well please 
We find that by having metered service, we can get more for our g@Se 
gas sales price per gallon, therefore, bene~ 

This is materially realized when one 

ne dif ferential between our metered 
lion price is around eight (8) cents per 


s price and our regular €' 
than pays for itself. 


gallon. Therefore, the metered service more 
While the cost of installation is greater to us as @ company, still 
we find that {t enables us to warrant the customer that they are 

getting all the service they paid fore any complaints 
of underweight or short filling of cylinders 


All in all, we find that the metered gas service is greatly superior to 
the tank truck operation, where gas is sold in bulk by the gallon. 
believe that our customers are better satisfied and are more 
than they would be to one of our competitors or to ourselves, 
gell gas on the gallon basis in bulk. 

Yours very truly, 


VAPO AAS 





Modern Vapo Gas Company 
plant at Bonaventure, Fla. 
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Ilinois 


I have a brick home, one-story 
ranch type, well insulated, with hot 
water heat, baseboard radiation. We 
have a Weil-McLain round boiler, 
size 5-W-25, Series D, with a coal 
stoker. The house was built in 1948 
and 1949. 

Recently I have been thinking of 
converting to L. P. gas since we use 
gas range, water heater, and clothes 
dryer. 

Can we use a conversion burner 
successfully and economically in this 
round boiler? 

V.L.M. 


A conversion burner should be applic- 
able to your Weil-McLain boiler. This 
company may also have a gas burner com- 
plete with controls which will replace the 
coal stoker and which they use on the gas 
fired boilers they produce. They may have 
some suggestions for changes in the brick- 
work or baffles when converting to im- 
prove the operation and efficiency. It is 
suggested you write them, too. 

The gas will be burned more efficiently 
than the coal even with the stoker. How- 
ever, we cannot give any relative costs 
without knowing the fuel prices. There 
are many other advantages of gas such as 
better control, especially in mild weather, 
greater cleanliness, less maintenance, less 
noise, less power required, no labor for 
coal and ash handling and elimination of 
coal storage space which can be used for 
other services.—Ed. ° 


We have a question which you may 
already have answered in your fine 
publication and which’ we over- 
looked. 

From.time to time we have cylin- 
ders that develop pin hole leaks in the 
welded seam. Naturally, welders are 
reluctant to apply an open flame on a 
cylinder that has had propane gas in 
it. Therefore, what precaution should 
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be taken before attempting to repair 
one of these cylinders? 
D.A.H. 


It is recommended that the repair of 
cylinders which leak at the seams be done 
in shops and by personnel experienced and 
authorized to do such work. Rewelding 
on a tank affects the metal and old weld 
so that it should be retested after such 
work is done. This may entail returning 
them to the original fabricator. 

Often these sand hole or pin hole leaks 
can be satisfactorily and effectively stop- 
ped by peening with a round nose punch. 


California 


Would a vented space heater with 
a thermostat control fired with L. P. 
gas be harmful in any way to flowers 
or plants in a small greenhouse? My 
customer further asks what size 
heater (that is, Btu) would be re- 
quired to keep a greenhouse 12 x 15 
x 9.ft. high ceiling at a temperature 
of 75° F. The walls are glass, wood 
roof and cement floor. 

AM. 


We do not know of any reason why a 


vented space heater would be harmful to 
flowers in a greenhouse. Care should be 
exercised to provide an adequate supply 
of fresh air so there is no danger of 
“spilling” products of combustion into the 
greenhouse from the draft hood. 

From the description of the greenhouse, 
it would appear that there are (12 + 12 + 
15 + 15) X 9 = 486 sq. ft. of glass in the 
side walls and 12 x 15 = 180 sq. ft. of wood 
roof. The loss of heat through the glass 
walls will be about 1.13 Btu per square 
foot, per degree Fahrenheit difference be- 
tween inside and outside temperature, per 
hour. The rate of heat loss through the 
wood roof will be about .48 Btu per square 
foot per hour on the same basis. At this 
rate the heat loss per hour will be 635 Btu 
per degree of temperature difference be- 
tween the inside and outside temperatures. 

We do not know the coldest temperature 
which may be expected at your customer’s 
greenhouse, but for the purpose of this 
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example assume it to be 25° F. Then the 
maximum temperature difference which 
may be expected is 75° — 25° = 50° F. 
The maximum heat loss by radiation 
through the glass walls and ceiling will 
be 635 X 50° = 31,750 Btu per hour. How- 
ever, this is not the entire load since no 
allowance has been made for infiltration 
through cracks around doors and windows. 

There are several ways of calculating 
this loss. One way is to measure the total 
length of the cracks around all doors and 
windows and allow a certain loss per unit 
length of crack. Another way is to allow a 
certain number of air changes per hour 
and calculate the heat required to heat 
the fresh air entering, while a third meth- 
od is to determine the total area of all 
doors and windows and allow .5 Btu loss 
per square foot per hour. (This last figure 
may vary slightly depending on conditions 
of windows and their tightness.) 

For convenience, and since information 
about the windows is limited, the third 
method will be used to calculate the heat 
required to overcome infiltration losses. 
From the second paragraph, 486 sq. ft. of 
windows and doors are in the greenhouse. 
The temperature differential is taken as 
50° F., then 486 sq. ft. x 5 Btu x 50° = 
12,950 Btu per hour. 

The total heat loss from the greenhouse 
under the conditions given is 31,750 + 
12,150 = 43,900 Btu per hour. The heater 
must have an output rating equal to or in 
excess of this rate. Since the efficiencies 
of most vented space heaters fall between 
75 and 80%, the input rating of the heater 
should be 55,000 to 60,000 Btu per hour 
or more. 

We also refer you to an article entitled 
“Careful Sizing of Heating Equipment 
Essential to Satisfactory Installations,” by 
E. G. Johnson, which appeared in the July, 
1950, issue of “Butane-Popane News.” This 
material will provide you with additional 
information on space heating problems. 
—Ed. ' 


Norway 


We are taking the liberty asking 
your help in figuring out ‘a technical 
question which is of interest to us. 
We refer to the 2nd edition of the 
“Handbook for Butane-Propane 
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For Farm Milk H 

or Farm ouses, 
The WATER-AIR provides even working 
temperatures; no more frozen pipes, icy floors 
or chilling conditions. Constant temperatures 
and piping hot water make the WATER-AIR 
an all around milkhouse health conditioner. 
Best of all, both heat and 30 gallon hot water 
service are provided automatically by this 
space saving appliance. 


or 100 Other Uses ___. 


New Additions, Cottages, Motels, Clinics, 
Resorts, Garages and Service Stations are 
but a few of the many places where 
WATER-AIR services are demanded. 
The automatic room air temperature 
control can be placed anywhere heat is 
desired. eadiahs small size ductwork can 
be attached to the heated air outlet, to 
direct the heat flow wherever needed. 


EXCLUSIVE DESIGN—Red Arrows show how air travels around the entire tank 
from bottom air inlets to the tank top. Tank heated air is then blower driven 
down the internal air tube to the finned Heat Exchanger, located directly over 
the 25,000 B.T.U. Burner. Burner and Heat Exchanger function automatically, 
providing over 120 Cubic Feet per Minute of torrid breezes whenever desired. 


SHIPMENTS MADE DAILY—WRITE FOR INFORMATION or ORDER TODAY! 
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Gases,” pages 22-26. A calculation is 
given there relative to the quantities 
evaporated in a propane-butane mix- 
ture of 75 lbs. propane and 25 lbs. 
butane. Upon applying the formula 
given, it is found out that after 60% 
of the butane has evaporated, only 
9286 lbs. propane remains. 

How would the situation be if we 
had a mixture of 95 lbs. propane and 
only 5 Ibs. butane? 

We have found out, using the same 
formula, that when half of the butane 
has evaporated (i. e., 2.5 lbs.), there 
is only 2.9 lbs. propane left, which 
gives not far from a 50-50 mixture. 
The calculation seems to indicate that 
if propane-butane do not form ,an 
azeotropic mixture, there will always 
be some pure butane left in the cyl- 
inder, provided the temperature is 
below the boiling point of butane. 

Although the commercial propane 
we are getting in this country is sup- 
posed to contain a very low percent- 
age (3-4) of butane, we have not 
found so far that any liquid butane 
has been left in the cylinders re- 
turned to us from customers, al- 
though the temperatures prevailing 
inthis country during the winter sea- 
son as a rule goes far below 32° F. 

Is it possible that the propane, 
drawn from the cylinder, mechanic- 
ally tears with it the small quantity 
of butane in the form of minute drops, 
fog, or whatever we want to call it, 
thus allowing the cylinders to be 
emptied absolutely? Probably the 
speed at which propane is drawn 
from the cylinder makes some dif- 
ference? 

We would very much like to hear 
your opinion on this matter. 

R.V.K. 


It is difficult to give an explanation for 


the apparent variance from the theoretical - 


calculation of the amount of butane re- 
maining in a mixture of butane and pro- 
pane when it approaches its end point. 
This is especially so when the heat source 
temperature is below the boiling point of 
the liquid butane. 

As you may well appreciate, actual de- 
velopment in processes quite often do not 
follow the theoretical formula or pattern 
expecied. This variance is more likely to 
occur, we believe, where there is a de- 
cided predominance of one component. 

In your case there is less than 5% bu- 
tane, and, as you theorize, there may be 
a mechanical carry-over of butane with 
the propane as it evaporates. 

Also the matter of partial pressure of 
gases may have some effect upon the rela- 
tive evaporation rate of butane in the mix- 
ture. Evaporation, rather than the boiling 
of butane from the liquid may be tied in 
with the actual vaporization. As we all 
know water evaporates quite rapidly at 
temperatures well below the boiling point. 

Experience in the colder climates of this 
country where temperatures go far below 
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the boiling point of butane is the same as 
yours. With 5%, or even a little more, 
butane in the mixture, no difficulty is ex- 
perienced with butane remaining in the 
cylinder. Sometimes some oily ends from 
pentanes, oils or odorants build up over a 
long period of time, but this is not the 
same thing as we have discussed here.— 
Ed. 


South Dakota 


We have a KB6 International truck 
we have changed over to propane, 
and are not getting very much power. 

Is it possible to plane fhe head on 
these, and if so, how much can be 
taken off to give the proper compres- 
sion ratio for propane? ; 

We are operating at about 5000 ft. 
altitude. 

Also, is there any way to cool the 
manifold on this model? 

If this takes a special manifold, 
could you give us the address of a 
company that makes one? 

pias 64 

It is possible to improve the perform- 
ance by planing the head of this engine, 
but it is really preferable to install high- 
altitude pistons. If you can secure these 
through, the local Harvester agency we 
would suggest that you ask for 10,000-ft. 
altitude pistons. If they cannot be secured 
from that source, your local auto parts 
store can order them from an independent 
piston manufacturer. These pistons will 
raise the compression to_approximately 
8:1, which is more than you could possibly 
secure by planing the head. 

Ellis Manifold Corp., Los Angeles, has 
these manifolds in stock.—Ed. 


’ 


Please refer to your “Butane-Pro- 
pane News” in your July ’52 issue 
on Page 4. 

We have an aluminum case gas 
meter like the one pictured on Page 4, 
Model 28-50. 

It reads 604 therms. Can you tell 
us how to read it so that we will know 
the number of gallons? 

Please send us some kind of ref- 
erence as how to read the gallons. 

W.ELK. 


The conversion of therms into gallons is 
impossible without knowledge of the Btu 
content of the fuel that is being metered. 
One therm equals 100,000 Btu. One cu. ft. 
of propane releases 2521 Btu, while 1 cu. 
ft. of normal butane releases 3267 Btu. Mix- 
tures of propane and butane vary in Btu 
content in proportion to the relative 
amounts of each fuel in the mixture. So 
the meter would need to pass 39.6 cu. ft. 
of propane, but only 30.6 cu. ft. of butane, 
to record 1 therm. 

One gallon of propane contains 91,300 
Btu, or 0.913 therms, while 1 gallon of 
butane contains 103,000 Btu or 1.03 therms. 

Counters can be furnished which, by the 


use of suitable gear ratios, register cubic 
feet of gas, gallons, therms, calories, or 
whatever measure is desired. In order to 
calibrate the meter correctly, it is neces- 
sary to know the characteristics of the fuel. 

Therefore, it is not possible for us to 
give the exact information necessary to 
convert your meter reading from therms 
to gallons. You can obtain the information 
from the American Meter Co., by writing 
to their nearest district sales office, includ- 
ing the meter serial number and all the 
information on the name plate of the 
meter. If you know which district or 
branch office the meter came from, write 
to that office.—Ed. 


South Dakota 


Could you send me information on 
a temperature correction meter for 
LPG? And if they will pass state law 
requirements? R.H.A. 


There is no L. P. gas liquid meter which 
has an attachment to compensate for tem- 
perature. Some vapor meters can be pur- 
chased with both temperature and pres- 
sure compensation attachments. They are 
generally considered legal, but they are 
usually quite expensive.—Ed. 


Alberta 


We have an account that has Chev- 
rolet trucks with GMC 278 engines 
converted to propane, and whenever 
the engines are warmed up we have 
difficulty starting them. If we push 
them just a few feet they will im- 
mediately fire and take off. 

We have completely changed and 
renewed all the electrical system, in- 
cluding the starter motor. It seems 
that whenever the spark plugs are 
cleaned the equipment starts easily 
for a few days, then we are back to 
pushing again. 

S.G.W. 


Diagnosing at long distance is difficult, 
but your letter contains two clues which 
may lead to the answer. 

A coil that is working close to the limit 
of its capacity will sometimes provide igni- 
tion while it is cold, but fail to produce 
sufficient voltage after it is heated up. We 
suggest that you have these coils tested on 
an instrument equipped with a coil heater, 
and if a considerable drop is shown, try 
a super-coil, such as a Mallory, on one 
engine. 

The fact that the hot starting trouble 
occurs a few days after the plugs are 
cleaned indicates that there is enough 
fouling to build up resistance. The com- 
mon causes of plug fouling are the use of 
too cold plugs, operating under a rich 
mixture, and fouling with carbon from 
oil, Tracing these causes out is simple. 
The air-fuel-ratio analyzer will tell if the 
carburetion is right. Oil consumption fig- 
ures will tell you if the fouling might 
come from excess oil getting into the cyl- 
inders. If the fuel and oil conditions are 
normal, try hotter spark plugs.—Ed. 
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Editorial Comment 


TO THOSE OF OUR MOTOR FUEL ENTHUSIASTS who may have become 
troubled over the recent publication of a widely distributed 
adverse report regarding the use of propane as motor bus fuel, 
we would like to bring a word of comfort. There are those in the 
bus business who do not agree with the above reports. The nice 
-- and convincing -- circumstance is that their facts and 
figures cover a total of nearly 800 buses, all of which have 
been in regular daily service for approximately three years in 
three major city transportation fleets in Chicago, San Antonio, 
and Wichita. 

Their findings were presented Nov. 5 at the National Fuels 
and Lubricants Meeting of the Society of Automotive Engineers. 
All three reports agree on the fundamentals, which are brought 
out in the report on the Chicago operation in this month's 
Power Department, on page 126. Some of our smog-ridden cities, 
like our own Los Angeles, might give serious consideration to 
the fact that propane powered buses are being used on the down- 
town routes in Chicago, and that the diesel and gasoline buses 
are being relegated to the outlying areas where the halitosis 
from their exhausts will offend fewer cash customers and voters. 





THE OFFICE OF THE STATE FIRE MARSHAL OF KENTUCKY has 
offered to send an'‘inspector to make an investigation of any 
fire where L. P. gas has been installed. This is the outcome of 
recent court awards of damages against L. P. gas operators who 
had supplied the customers, under circumstances where neither 
the gas nor the installation were at fault, but which facts 
could not be proved months later at the time of the court 
action. Following such an investigation, a record of the 
inspection, with statements of eye witnesses and other persons 
concerned will be filed in the Office of the State Fire Marshal 
for preservation and future reference.This will make it impos- 
sible for the customer, who says at the time of the fire, "The 
gas wasn't to blame; the fire started in the front of the house" 
to change his mind ten months later after discovering that the 
operator was covered by liability insurance. This is an offer 
that is open to any L. P. gas operator in the state, but the 
inspection will only be made on request. This appears to be a 
very valuable service to the L. P. gas distributors as well as 
to the insurance companies carrying the liability. It may not 

be new, but we recommend it as very good. 
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Merry Christmas 


STAINLESS STEEL 
FITTINGS 


Ze) aaa leleliy) FOR ANHYDROUS 
PETROLEUM GAS AMMONIA 





2 


Free Engineering and 
Planning Service fc. 
Bulk ; 


YOUR COMPLETE SUPPLIER — Manufacturers & Designers of Ammonia & LP Gas Control & Handling Equipmen! 
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Can You Reduce the Cost of Insurance? 


OPERATORS IN THE 82% EXCESS 
PROFITS TAX BRACKET can afford to 
skip this, but it-will be of interest to those who 
feel that insurance rates in the manual are too 
high, and particularly to those who are griped 
because they are forced to pay even higher than 
manual rates for their casualty coverage. 

We have been getting rumors over our private 
grapevine that casualty companies are becom- 
ing more open minded on the subject of liability 
coverage for the L. P. gas industry. We learn 
that certain insurers believe this coverage can 
be provided on a sound insurance basis at rates 
considerably below those now printed in the 
book, if the risks can be properly pre-selected. 
The practical problem is the mechanics of pre- 
selection of desirable risks. 

There is no problem about the proper basis 
for pre-selection. That has been known since 
the beginnings of the insurance industry. The 
desirable risk is the one whose operating facili- 
ties and operating practices are maintained at 
high standards of safety, as evidenced by com- 
petent inspection of facilities and investigation 
of practices, and confirmed by records of low 
accident frequency and microscopic loss ratio. 
Insurance companies are the world’s most suc- 
cessful gamblers—they leave so little to chance. 


Safe Operation Will Be a Factor 


But to get back to you and your pocketbook. 
These casualty companies are not talking about 
peanuts. They are thinking in terms of reduc- 
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ing the net insurance costs of their selected 
risks to one-fourth or even one-third BELOW 
MANUAL RATES. In all the discussions we 
have heard, one point stands out like a light- 
house—the emphasis on safety throughout the 
distributor’s operation. 


It Is Not Just a Dream 


And lest you think this is just wishful think- 
ing, in the January issue we will give you a 
complete factual report on an insurance pro- 
gram that is returning the kind of savings 
mentioned above to a sizeable group of opera- 
tors who have evolved their own method of 
providing pre-selected desirable risks. Signifi- 
cantly, these operators have been giving safety 
programs and safety training of employes the 
“full treatment” for several years. 


Short “Range” Selling 


Noting a nice shiny electric range in the ap- 
pliance showroom of one of our good LPG dis- 
tributors, we took occasion to rib him about 
following a short range sales policy. You know 
the story—if you sell a gas range you make a 
small profit on the sale of the appliance, and 
you have a chance to make a continuing profit 
on the sale of gas. But if you sell an electric 
range, you make only the small profit on the 
appliance sale, and your competitor, the utility 
company, makes all future profits on the cus- 
tomer service. 


Aearl Beco 
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TYPE 722V ‘‘\WORKHORSE” 
SUPER DELUXE 


Recommended for 500 and 1,000 
gallon tanks. Capacity 680 cfh 


1.700,000 BTU) or nr 


TYPE 932 ‘‘HUSKY” 
SUPER STANDARD 


r 250 to 500 
330 cfh 


TYPE 922 ECONOMY 


k sizes of 250 
y 190 cfh 


© Above—Factory No. 1. Over 260,000 sq. ft. 
of floor space. The industry's most modern plant. 
Here the world’s largest production of pressure 
control equipment is made possible by Fisher's 
unequalfed research, design, engi ing, testing 
and facturing facilities. 

© Left —Factory No. 2. Over 70,000 sq. ft. of 
floor space. A major unit in Fisher's continuing expan- 
sion program of ii d facilities and production. 
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PART I @ The Right 





Mental Attitude 





How To Make A SUCCESS 


as an LPG Salesman 








The money is all there, but you don’t get it by dreaming. You’ve got to know 


how to go out and bring it in. 


An expert in the selling field opens up 
his book of knowledge and experience 
and shows you his “secrets of selling”’. 
Currently devoting half of his working 
week to public relations and sales 
training, the author spends the balance 
of his time on the “firing line”’. This 
part-time selling effort consistently 
produces from $10,000 to $12,000 worth of 
tank and appliance sales per month. In 
this first article in a series on the 
subject of “selling”, Mr. MacKrell tells 
you the secret of his success. 


DECEMBER, 1953 


By James MacKrell 
Mandeville, Louisiana 


F there were many roads leading 
to a successful life many of us 
might miss the right one, but always 
remember there are not many roads 
to success BUT JUST ONE! 

The only rule for success is: first, 
find a human need, and, second, sat- 
isfy that need. 

In the LPG industry, that rule is 
simple because we deal with some of 
life’s essentials: 


1. In order to be healthy and hap- 
py, families must cook. 

2. L. P. gas is the most efficient 
and cheapest fuel in rural areas for 
cooking. 

3. People must be warm in cold 
weather and cook in hot weather, in 
order to be happy. 


4. LPG is the answer to that prob- 
lem. 


5. To be healthy and happy, people 
must have a satisfactory method of 
storing perishable and left-over 
foods. 
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you are selling the basic fundamentals to every-day living 





6. We have the answer to that one, 
too—refrigeration. 

We are not selling or servicing 
luxury items or specialty items but 
basic fundamental essentials to mod- 
ern every-day living. 

Remember well this point—let it 
get past your conscious mind and 
down deep into your sub-conscious 
mind until it permeates all your 
thinking: 





Nothing Is Work UNLESS You 
Would Rather Be Doing 
Something Else. 


Think that one over for a while. 
You can go on and on, doing what 
you really want to do, at an exilarat- 
ing pace until you collapse from 
sheer exhaustion, but you never 
grow tired of what you like to do. 
It’s paradoxical but’ it’s true; you 
grow tired in the way, but never tired 
of the way. 

You’ve got to get and keep the 
right mental attitude about effortless 
selling. This can only come from a 
genuine love for people—a sincere 
personal interest in their desires and 
wants. It isn’t a drudge or dread to 
call on a prospect or cold-canvass a 
home if you have the right mental 
attitude before the door is opened 
and you meet someone face to face. 

This is a golden opportunity; these 
people will be made more comforta- 
ble; they will be happier, healthier, 
more prosperous—because of the 
service you can and will give them. 

The danger of a kerosene explosion 
and fire will be eliminated. You may 
be the means of saving a child’s life, 
or an entire family’s life. Or you save 


these people the back-breaking toil of. 


carrying wood in the rain and cold, 
or in the blistering heat... 

This is wonderful—believe me—if 
you will only remember that you are 
going to render these people a service 
that is a daily blessing to be enjoyed 
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by them for the rest of their lives. 
There is no effort required—in fact, 
if you make a job of this it is wasted 
energy. 

You are going to stop in for a rest- 
ful few minutes of pleasant visiting. 

You are going to find out how these 
folks live—their problems, their de- 
sires, their hopes and their ambitions 
and when you leave, their homes will 
be a better place in which to live be- 
cause of you and your visit with 
them. 

If you visit right, in a quiet, confi- 
dential, friendly manner, you won’t 
have to sell—they will buy from you 
— maybe not today— maybe they 
don’t have the money, but if you visit 
right, when they do get the money, 
they will look you up. 

You learn this kind of effortless 
selling by learning the law of self- 
lessness! If you have your mind on 
the profit this sale will make you, 
you are doomed to failure before you 
start. The trouble with most sales 
people is they are chronic sufferers 
from acute, malignant ego-itus. Their 
puny little lives of miserable failure 
revolve around a very small center— 
themselves. Their every sentence 
starts with “I.” I am going to make 
so much—I am going here or there— 
I am going to do this or that, and the 
salesman who fits this picture is on 
the way out. 

















The Greatest Word In Our 
Language Is “Belonging.” 


Regardless of the size of your vo- 
cabulary there is one word that 
means more to you than any other, 
and that is the word “BELONGING.” 

Think with me a moment and con- 
sider the following points: 

1. Every joy, every happiness, 


everything and anything that has 


ever brought you a moment’s enjoy. 
ment has come from and only from 
the things that BELONG to you. 
2. Every heartache, tear, grief that 
has come to you in the past or will 
come to you in the future has come 


. ONLY when belonging fails. 


3. There’s a lot of money in the 


-banks and in the world, but the only 


money that can do you any good is 
the money that belongs to you. 

4. There is a lot of health and 
energy in the world but only that 
health and energy that belongs to you 
can do you any good. 

5. There are a lot of cars in the 
world but the only one that helps or 
hurts you is the one that belongs to 
you. 

On and on we could illustrate this 
—only the things that belong to us 
can help us enjoy life. If you will 
meditate on this a while you will dis. 
cover why BELONGING is ow 
greatest word. The job that “belongs” 
to us is what we get paid for. 

You, as a salesman, have prospects 
that belong to you and no one else. 
For various reasons, that we will con- 
sider later, they are yours. If you 
realize they belong to you and you 
go after them and serve them, then 
belonging to you will bring you suc- 
cess. 

If through any reason you fail to 
reach those who belong to you, you 
will suffer—loss of your commission; 
they will suffer—loss of your service. 
Remember they are yours—they be- 
long to you. Resolve to get every one. 


Selling Is Strictly a Matter of 
Attitude — the RIGHT Attitude. 


It is well to remember that what 
is success to one man would be fail- 
ure to another, so here is where we 
define success for an LPG Salesman. 

Whatever else success may mean, 
it must first mean a genuine desire 
to put company interest ahead of per- 
sonal convenience —in the certain 
knowledge that only as the coripany 
remains strong and grows can the 
salesman remain solvent and grow. 
Success must mean a livelihoc( suf: 
ficient to more than adequatel; meet 
the standard of living to which the 
salesman aspires. 

Beyond this point I cannot 0 be 
cause each of us differs greatly in his 
needs and satisfactions, but surely, 
if we are able to provide for our loved 
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ones and ourselves, if we feel from 
day to day that because of our labor 
we are getting ahead, we can enjoy 
the fruits of successful selling. 

So with a clear mind, filled with 
the right attitude, let’s take a careful 
look at the mechanics of selling. 

First—who are prospects and sec- 
and, how de we get them? 

If you watch a champion in any 
field it seems that everything he does 
looks easy whether it’s on the base- 
ball field, in the football stadium, the 
golf course or the prize ring. The 
champion works with precision and 
ease, doesn’t he? Why does it look 
easy? It’s because the champion 
knows what he is doing and why he 
does it exactly that way. 

And that is exactly the separation 
line between the successful salesman 
and the failure. The successful sales- 
man knows what he is doing and why 
he does it exactly that way. 


Qualify Your Prospect 


In the field of selling I have 
watched and listened to many a 
would-be salesman go into his sales 
pitch the moment someone came to 
the door, without first finding out 
whether this person was a suspect, a 
prospect, or one who could not buy a 
tank and range if they were selling 
for $25 each. 

For example, I would like to own 
a Cadillac, but I’m neither a prospect 
nor a suspect for one because my 
personal obligations at this time 
make buying a Cadillac impossible. 

A prospect for a tank, range, refrig- 
erator, deep freeze, or whatever we 
are selling, must meet at least these 
requirements: 1. There must be a 
genuine need; 2. There must be a 
financial ability to satisfy that need, 
either in cash or by a good credit 
reputation. 

So the wise salesman must sepa- 
tate the sheep from the goats long 
before he goes into his sales pitch. 

Remember what I said about hav- 
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ing the right mental attitude before 
the door is opened. You are here to 
serve these people, if you can. So to 
find out whether they are prospects 
or not you are just going to visit with 
them for a few minutes. Be perfectly 
honest. When the door opens and you 
say “Good morning,” don’t spoil it 
by saying, as I have heard some say, 
“Good morning, it sure is hot, ain’t 
it? I’m from the John Doe Gas Co.— 
you don’t want to buy a new stove, 
do you?’ Naturally, they will say no. 

I have heard quite a few salesmen 
start off something like this: 

“Good morning, my name is Joe 
Doakes and I’m with the John Doe 
Gas Co. I have a catalogue here full 
of good things for your home. I wish 
you'd take a look at the pictures. You 
might see something you want.” 

Selling is like telling the truth. 
Why lie when it’s so much easier to 
tell the truth? So why not go at sell- 
ing, too, the easiest way? 

But remember, we are not trying 
to sell as yet. We want to find out 
whether or not these folks are pros- 
pects, so when the door opens say 
something like this: 

“Good morning—I’m Joe Doakes, 
your representative for the John Doe 
Gas Co. I’m just visiting this morn- 
ing, trying to get acquainted with 
you folks in this neighborhood, be- 
cause we are sort of like the fire de- 
partment. You may not need our 
service today, but when you do need 
us you'll want us to come in a hurry.” 

Just use any opening that comes 
natural, to start a visiting conversa- 
tion. And get inside the home as 
quickly as possible. A good rule to 
follow is to ask for a drink of water; 
that’s almost certain to get you into 
the kitchen at once. Immediately 
start asking about the family; where 
the father works, how many children 
—their likes and dislikes, and then 
start talking about what the house- 
wife likes to cook best of all. 


Use Your Eyes and Your Head 


While this conversation is taking 
place, without asking, notice the kind 
of stove, refrigerator, washing ma- 
chine, hot water heater, deep freeze, 
etc., which is in the house. 

After you have visited a few min- 
utes you should inquire what the 
prospect might need in way of an 
appliance. Ask what she intends to 


buy next. Always remember: every 
home intends to buy something next. 

Then ask the direct question: 
“How long do you think it will be 
before you are ready to get this?” 
From her answer to this question, 
you can determine whether or not 
this home is a real prospect or a sus- 
pect. If she is a prospect, go directly 
to your sales pitch. If not, graciously 
but quickly excuse yourself, make a 
record for a future call and move on 
to your next call. 


Ways To Get New Prospects 


The very first thing each morning, 
before you call on any of your pros- 
pects for the day, make five calls on 
old users. Just start out on any road 
of your choosing. When you see a gas 
tank in the yard pull in and find out 
who lives there. Ask them to let your 
truck fill their tank. I’ve made many 
a call like this, and not one time have 
I found a discourteous answer. Then 
visit with these people and take a few 
minutes to find out what they intend 
to get next. If you spend the first 
hour and a half of your day visiting 
five homes for about 15 minutes each, 
you will never run out of prospects. 

Advertising has its place, and com- 
pany policy has its place. And five 
prospect calls the very first thing 
each morning has its place. Suppose 
you leave the office around nine each 
morning and you make five ealls of 
15 minutes each. By 10:30 you have 
one to five live new prospects and the 
day still ahead of you to call on defi- 
nite prospects that should be expect- 
ing you. $ 


How To Use Analytical Selling 
and Make It Produce Results. 


Every sale is the result of faith. 
The word “faith” comes from the 
Greek, which means, when trans- 
lated literally, a condition that affects 
a human being intellectually, emo- 
tionally, volitionally—in other words, 
it’s something that is of the head, 
the heart, the hands. Let me illus- 
trate: A good friend of mine bought 
a new car last week—no salesman 
called on him—he just went out and 
bought it. Now notice these three 
steps in his thinking. 

First, intellectually—he had con- 
vinced himself his old car was costing 
him too much to own and operate. 
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The horn wouldn’t blow, the carbu- 
retor wouldn’t carb, the rear end was 
shot. He needed new tires and every 
month of late there had been a minor 
repair bill. He must have economical 
transportation to handle his job. 

Second, emotionally—this new car 
filled him with personal pride. Its 
gleaming white sidewall tires and its 
beauty of design thrilled him emo- 
tionally. He looked at the car, then 
looked at me and said, “Isn’t that the 
prettiest thing you ever saw?” I 
agreed with him. He was genuinely 
happy with his new possession. It 
completely satisfied an emotional 
spot: in his heart. 

Third, volitionally — once he was 
convinced he needed it and he would 
thoroughly enjoy it, his hands moved 
—he signed the sales contract, we 
got in it and drove away. 

Now every sale that requires a 
sales contract fits those three steps. 
Why make them hit or miss, acci- 
dently, when the easiest way is to 
lead the prospect through them pa- 
tiently, deliberately and successfully, 
so let’s make a chart on Analytical 
Selling: 

1. Intellectually— 
(a.) Attention 
(b.) Interest 

2. Emotionally— 
(a.) Desire 
(b.) Pride 

3. Volitionally— 
(a.). Action 
(b.) Close 

From this it is plain that the focal 
point is DESIRE. The desire to own 
and enjoy is either present before 
you start talking to the prospect, or 
a desire is created with varying de- 
grees of effort on your part as a 
salesman. 

Remember, good salesmen are fast 
thinkers. Most prospects are not— 
which means they can’t be hurried, 
pushed or shoved into a sale. 

Think of every thing you can say 
which will claim your prospects’ at- 
tention and interest. Appeal to their 
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head—this is safe—it’s convenient— 
it’s economical. It’s clean, it’s quick. 
Hammer away at their head — get 
them to say “yes” again and again. 


Get them to agree with you just as ‘ 


many times as you can. Once you 
are certain, and you will be certain by 
the number of times they have said 
yes as they agree with you on just 
these two points, start letting them 
have it with straight, hard, body 
blows to the heart. 


Appeal To Desire and Pride 


Appeal to “Desire” and “Pride.” 
How pretty it will look—the beauty 
of design of the range—the security it 
gives—how proud they will be when 
the neighbors come in or the children 
come home. Get them to say “yes” to 
as many questions as you can think 
of on pride and desire. 

And now for the close. Remember, 
all prospects are shy of an order 
book. Keep it in your briefcase. 
Carry a large scratch pad. And after 
they have taken steps 1 and 2 with 
you many times—lead them to step 
3—Action. It’s very easy. Just say, 
“Now let me show you something,” 
and start figuring the job. Put down 
the cost of the tank, gas, outlet and 
range and add it all up. Figure and 
add the sales tax. Figure the 10% 
minimum down payment and deduct 
whatever your trade-in is from the 
down payment. Then determine the 
exact amount of the monthly pay- 
ment. Once this is done go over each 
item carefully with the prospect and 
then say these magic words—“Do 
you understand all this? Now—does 
this sound all right to you?” They 
will say—“Yes that sounds all right.” 
Then get your order book out and 


start writing the order, handing them © 


your figures for them to call off to 
you while you write up the sale. 

I can’t think of any profession that 
holds the opportunities for real serv- 
ice and profits as the LPG industry. 
Let me close with this illustration. In 
December of 1951 we placed a sales- 
man wanted ad in a local weekly 
paper at one of our branches. The 
manager and myself were talking of 
our prospects for a new salesman 
when a tall, gaunt, man walked in. 
His blue serge suit was so old and 
shiny it looked as though it couldn’t 
survive one more trip to the cleaners. 
We were both impressed with his 
sincerity and eagerness. He was 
about 40 years of age. They were ex- 
pecting a child—he was broke—his 


old Hudson was a wreck. All he had 
in his favor was eagerness, since rity, 
and determination. But that is al] 
any person needs to become a good 
salesman if he is willing to learn, 
The branch manager asked him io go 
into the next room and turning to me 
he said—“Well, what do you think?” 
I said, “Let’s give him a trial.” So he 
called him back in and hired him. 


Know Your Product Well 


I had been working with a new 
man one day and then riding with 
another the next day, but for some 
reason I wanted to do a better job 
with this man so I told the manager 
I wanted to work with him at least 
one week. The first day we spent at 
the office—we talked of nothing but 
our products and services. We in- 
spected tanks, bulk: plant and the 
products we sold. We spent the next 
day writing Joe Doe orders, again 
and again, until he could write an 
order for anything we sold single or 
in combinations: without making a 
mistake. 

The next three days we spent cold- 
canvassing and selling in his terri- 
tory. I outlined each selling step as 
it was being taken. The following 
Monday he went on his own. This 
man has now been with us for 18 
months and during this entire period 
he has a record average of $6000 a 
month installed. He has a new Hud- 
son. He won over and above his com- 
missions in sales contests a new re- 
frigerator, automatic washer, range 
and deep freeze. In December 1952, 
including his yearly bonus, he had 
exactly $1000 for Christmas. He vis- 
ited me a few Sundays ago and told 
me that this year — 1953— he was 
putting $275 a month in the bank in 
a savings fund toward a new home. 

Would you call this man a success- 
ful LPG salesman? 

In what other field of endeavor 
could a middle aged man, with no 
previous selling experience zrow 
from abject poverty to financial se- 
curity in 18 months? 





Watch for succeeding «r- 


ticles in this interesting and 
educational series of selling 
which will appear in future 
issues of BPN.—Ed. 
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Office and salesroom of Reliance Gas Co., Kaufman, Tex., is located near main business 
district. Note radio tower for two-way radio communication rising at rear of building. 


Delivering More Fuel Per Mile 





Is Dealer's Guide to Bigger Profits 


E you think competition is rugged 
up your way, you should take a 
look at the situation around Dallas. 
There are 25 operators delivering gas 
to consumers in an area 30 miles wide 
and 75 miles long, beginning at the 
southeast city limits, and centered on 
Kaufman and Athens. 

Under such competitive conditions, 
a distributor’s customers are likely 
to be badly scattered, which makes 
routes long and relatively unproduc- 
tive, and tends to keep operating 
costs high. Yet even under these con- 
ditions, it is possible through careful 
planning and the. elimination of 
wasteful practices, to conduct a gas 
distributing business at a profit. 

We had called on A. A. Pickens, of 
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By Carl Abell 


Butane Supplies, Inc., wholesalers of 
LPG and other commodities required 
by the industry, in Tyler, Texas, to 
get a report on the results of the ade- 
quate storage campaign which he had 
conducted for the Texas Butane 
Dealers Association. 

“The results were just what you 
would expect,” explained Pickens. 
“Some dealers did a good job, and 
some did nothing. We can look 
through our ledger sheets on our own 
customers, and just by noting which 
are taking their discounts regularly, 
we can call off the list of our dealers 
who conducted successful tank cam- 
paigns. Don’t misunderstand me. 
They are not taking discounts just 
because they got their customers’ 


tanks sized properly. They are able 
to take their discounts because they 
are well managed. Sizing tanks is 
just another evidence of good man- 
agement. The day is past when any- 
one who can drive a truck and install 
a kitchen stove can make money in 
this business. On the other hand, effi- 
cient management will still make a 
fine profit. Now, you take Reliance 
Gas Co., over in Athens and Kauf- 
man—” r 

The details were so interesting that 
we took a detour through Athens and 
Kaufman to look at the situation at 
first hand. r 

Reliance Gas Co. operates two main 
branches, each with an attractive ap- 
pliance store and office located in the 
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shopping district, and storage in ex- 
cess of 30,000 gallons located on the 
highways outside of Athens and 
Kaufman. In addition, they have a 
small storage installation, with four 
2650 gallon tanks, near Forney, on 
the main highway between Dallas 
and Shreveport. The plants are clean 
and well painted, and good use is 
made of the tanks for advertising. 
Five bulk trucks are in regular serv- 
ice, and like many Texas distributor- 
dealers, they operate a transport to 
bring in their own fuel, and to a lim- 
ited extent for direct deliveries to 
large consumers. 

Jack Blanco, president of the com- 
pany, manages the branch at Kauf- 
man, and Tom Sharp, secretary, man- 
ages the Athens end. Personnel is 
pared to the core, and with the ex- 


President Jack Blanco okays credit of 
customer for one of his drivers over two- 
way radio. Kardex form at right provides 
easy reference when information about 
customer is needed in a hurry. 


ception of the drivers and the sales- 
man who divides his time between 
the two branches, every employe 
does more than one job. Each office 
has a bookkeeper, who also serves as 
cashier and as special dispatcher in. 
relaying customers’ calls to drivers. 
The service men make all installa- 
tions, and take care of maintenance 
of the buildings and all equipment ex- 
cept the trucks, which are serviced in 
outside shops. 
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Customer delivery record form provides complete service history of each account 
for one year and is maintained in portable ring-binder for quick reference. 


The three features which enable 
the company to operate at a good 
profit in spite of tough competition, 
as explained by Blanco, are the meth- 
od of routing and scheduling deliv- 
eries to hold down delivery costs, the 
Kardex customer ledger system 
which saves half of the bookkeeping 
time and keeps credits under control, 
and a monthly report which is made 
up immediately after the 10th of each 
month, and which combines a rough 
balance sheet and a summary of vital 
operating statistics. 

The monthly report is a sort of 
guide chart for the operation. The 
balance sheet end reflects compari- 
sons with the previous month in pur- 
chases, sales, inventory, collections, 
accounts receivable, cash on hand, 
operating expenses, and surplus. It is 
skeletonized to show only the items 


which are subject to change from 
month to month. Since the taking of 
physical inventories requires time 
and entails considerable expense, ac- 
tual inventories are taken only every 
third month. During the intervening 
months, the inventory is estimated 
quickly by comparing the stock of 
appliances with the list which consti- 
tutes what the managers regard as 
the ideal stock of these items. Pipe, 
tubing, and fittings are likewise esti- 
mated in a similar manner. 


Controlling Operations 


The end of the report showing op- 
erating statistics deals only with gas, 
and its delivery. Such important 
items as gallons delivered and miles 
operated by the bulk trucks are in- 
cluded. From these two figures, the 
number of gallons delivered per 
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To: RELIANCE GAS COMPANY 
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truck mile is calculated. This figure 
is probably the most important entry 
on the sheet when it comes to plan- 
ning and controlling the operation. 

A gallon of gas costs a certain 
amount, layed in at the storage plant. 
This cost is fixed—it varies only with 
price changes originating with the 
producer. To this must be added the 
cost of overhead, which changes with 
volume, and changes slightly with 
administrative changes in manage- 
ment, procedure. For a given volume, 
the overhead costs are quite stable— 
they are sometimes called “fixed 
costs”. While some slight savings may 
be made from time to time, there is no 
way in which the overhead costs can 
be changed radically. Promotional 
costs and delivery costs vary directly 
with the wisdom and judgment of the 
management. Since delivery cost is 
the largest single item of operating 
expense after the purchase of fuel, it 
is the point on which the Reliance 
Gas Co. management has concentrat- 
ed its efforts for control. The figure 
that shows gallons delivered per mile 
of truck operation on the monthly re- 
port reflects the effectiveness of the 
operational control. 


Figuring Profit Per Mile 


A gallon of gas at the storage plant, 
plus its share of the overhead costs, 
represents a certain figure, and leaves 
aceriain margin to cover the variable 
charges arising from delivery, and 
to provide a profit, it is hoped. The 
driver is paid a salary, which is in- 
cluded in the fixed charges. It costs 
so much per mile to pay the direct 
operating costs of the delivery truck. 
Knowing the margin available in the 
selling price of the gallon of gas, after 
accounting for purchase price and 
fixed costs, it'is easy to figure how 
many gallons must be delivered per 
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mile to pay the operating cost of the 
trucks. 

_ As a hypothetical example, let us 
suppose that the operator must deliv- 
er 10 gallons per mile to pay the de- 
livery cost. He must plan his oper- 
ation to deliver more than 10 gallons 
per mile in order to make a profit. 
The first 10 gallons delivered in that 
mile pays the cost, and the margin on 
any additional gallons delivered 
represents the “net”. Thirteen gallons 
per mile will make a nice profit, but 
16 gallons per mile will double it. 

There are four possible methods of 
increasing the gallons delivered per 
mile—(1) securing additional custo- 
mers along the route; (2) increasing 
the fuel consumption by customers 
already served on the route; (3) in- 
creasing the size of the dumps by the 
use of larger tanks serviced less fre- 


quently; and (4) discontinuing serv- 
ice to customers who cannot be 
served economically because of high 
mileage required to reach the loca- 
tion. 

With these points in mind, the 
route can be analyzed, and a plan set 
up to increase the gallons delivered 
per mile of route. More appliances 
per home are definitely part of the 
picture. Sizing of tanks is important. 
Concentrating sales effort on pros- 
prective customers located on the se- 
lected route, but now served by com- 
petitors, is frequently called for. 
Through it all, the buying ability and 
habits of the various customers need 
tobe known. * 


Close Contact with Customers 


And with the intense competition 
in the territory, experience showed 
the need to keep the drivers in close 
contact with the customers, as a 
means of protecting against loss of 
accounts to competitive dealers. In 
the opinion of Jack Blanco, the prob- 
lem called for a different system of 
records than was then in use. Some- 
thing that combined a delivery guide, 
a customer record, and a visible con- 
trol system was needed. Experience 
with the Kardex customer ledger 
system indicated special advantages 
to be derived from a system which 
worked in the same manner. 


The Wilson-Jones Ring Visible 





Business reply en- 
velope form is left 
by driver when de- 
livery is made and 
customer is not at 
home. Copy sug- 


Dear Customer: 
Today we delivered into your tank 
You may deduct $............ from the amount shown on the 
enclosed delivery ticket if paid on or before 
. (providing all previous gas bills are paid in full). 
PAY IT TODAY—GET IT OUT OF THE WAY. 
~ When you take your discount we both save money, 
Use this envelope in making your remittance. 


gallons of L-P Gas. 








gests. prompt pay- 
ment so that cus- 
tomer may take 
advantage of dis- 
count saving. 





2-Way Radio Equipped Trucks 
ROPER RANGES 
SERVEL REFRIGERATORS 
PERMAGLAS WATER HEATERS 
SMITHWAY PROPANE SYSTEMS 


RELIANCE 


GAS CO. 











binder seemed to offer a practical 
means of providing a portable adap- 
tation of the visible file system. A 
form was developed, using the Wil- 
son-Jones standard blank sheets, 
about 3 by 6 inches, which showed 
the complete delivery history of one 
account for a complete year. 


Complete Data at Fingertips 


The customer’s name and the de- 
tails of the storage tank are typed on 
the visible margin of the card, using 
the information supplied by the driv- 
er. The example shown in Fig. 1 indi- 
cates that customer Ivy B. Jones has 
a 150-gallon tank. “B” shows that it 
is an old tank originally made for bu- 
tane, and that only butane should be 
used in filling it. “U” indicates that 
it is an underground installation. If 
the code letters were “P” and “A”, it 
would indicate a propane tank locat- 
ed aboveground. The delivery record 
shows that the tank is adequate for 
30 day service for the customer’s 
present appliances in the middle of 
winter, with a suitable reserve of fuel 
to cover emergencies which might 
render the tank inaccessible for a 
period of more than two weeks. From 
the record, it is also apparent that if 
this customer owned one more major 
appliance, he would require a larger 
tank. This would be a propane tank, 
and would be installed aboveground 
unless Mr. Jones insisted on having it 
buried for the sake of appearance. 


The last two columns on the cus- 
tomer’s sheet show whether the driv- 
er collected cash or entered a charge 
for the delivery. If the customer 
habitually pays cash, but is absent at 
the time of delivery, a charge slip is 
left without question. If charges are 
frequent, the driver calls the office on 
his two-way radio phone, and asks 
about the credit status. The girl in 
the office pulls out the Kardex draw- 
er containing the customer’s ledger 
card and locates the name on the vis- 
ible margin. If there is a red flag in 
the holder, it tells at once that the 
customer is in arrears, and how many 
months. She checks the record by 
merely flipping up the preceding 
cards, and tells the driver what to do. 
If there is no red flag in the holder, it 
tells at once that the customer’s pay- 
ments are current, so she instructs 
the driver to write the charge slip. 


On account of the need to maintain 
close personal touch with the custo- 
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mers as defense against competition, 
it is the company’s plan to have the 


drivers call to make deliveries ap- 


proximately once a month in winter, 
and every second month in summer. 
When the driver enters his delivery 
record, or checks the tank and finds 
that no delivery is necessary, he also 


marks a cross through the abbrevi- 
ation for the month in the visible 


margin. If any month that should 
show a cross is blank on any custo- 
mer’s sheet, the manager, on his per- 
iodical inspection of the route book, 
looks for the reason. This is generally 
apparent on inspection of the deliv- 
ery record. If not, the driver is ques- 


page was devoted to each customer, 
The old method was so bulky that a 
complete book was required for each 
route. With the present visible sys. 
tem, the one book replaces the dozen 
formerly required by each driver. An 
“out of gas” call can now be serviced 
and recorded at once, thus eliminat- 
ing many omissions which formerly 
occurred. : 

The visible system with complete 
records of customer history has been 
a great aid in consolidating the routes 
to build up gallonage and reduce de- 
livery miles. The two-way short wave 
radio phones with which all company 
vehicles are equipped have helped 


_ Bulk plant at Kaufman, Tex., appears in background as Reliance delivery and 
‘service trucks parade along road in foreground of picture. 


tioned. Since the sheets are arranged 
in the book in the order of their oc- 
currence on the routes, the complete 
service history of each route, and any 
irregularities in service, are apparent 
almost at a glance. 

The binders hold 21 sheets in frorit 
of each guide page. If the route in- 
cludes more than 21 customers, the 
record is continued to the next guide- 
page division. The total capacity of 
the binder is about 450 customer 
sheets. No driver’s routes include 
that many customers, so the single 
book serves for all of that driver’s 
delivery records. This is a marked 
contrast with the route book system 
previously used, in which a complete 


further in this mileage reduction, and 


have eliminated considerable over- 
time pay. Before the radio equipment 
was installed, “out of gas” calls which 
came in after the driver had made his 
mid-day phone call to the office gen- 
erally had to be held in the office 
pending his return in the evening, 
and then a special trip to the custo- 
mer’s home had to be made. These 
calls are now relayed to the driver 
immediately, and he arranges his 
schedule to make the delivery with 
the least waste of time, and by ‘he 
most direct route. 

The two-way communication sys 
tem also enables the managers to 
maintain closer contact with all 
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phases of the operation throughout 
the day. If at the office, they can call 
any driver at any time. With the man- 
agers’ cars equipped with phones, all 
radio conversations between both of- 
ficcs and all operating personnel 
come through on the speakers, and 
either manager can call his own ‘or 
the other office. A further saving ef- 
i fected by the intercommunication 
system comes from the elimination 
of long distance phone charges be- 
tween the two offices. The availability 
of unlimited interoffice communica- 
tion without extra cost also results in 
a reduction of the number of trips 
from one office to the other which 


ly used would improve their load bal- 
ance position, and reduce delivery 
mileage. Offsetting this to some ex- 
tent, in their estimation, is the great- 
er likelihood of losing customers on 
account of less frequent contact and 
the greater temptation for competi- 
tors to “sharp-shoot” with special 
prices for large fills during the slack 
season. They feel that with the cus- 
tomers’ tanks worked up in size to fit 
their present delivery practices, they 
have achieved the most favorable 
condition under the present status. 


Market Could Diminish 


Another future problem which faces 
this territory is the probability that 


Appliances Are Demonstrated 


A good display of appliances is 
maintained at each sales room. Out- 
lets at close intervals along the walls 
make it possible to keep many of the 
demonstration appliances connected, 
so live demonstrations can be made 
for hot prospects. One of the out- 
standing features in each showroom 
is a Servel Icemaker, which is in con- 
stant service turning out ice, and re- 
frigerating cold drinks. 





NOW! 


2-WAY RADIOS 
a 


Yes, all of our five delivery trucks are now equipped with 2-Way Radios 
so we can relay your order to the truck nearest you in a matter of seconds. 


were formerly made for conferences 
between managers. Most of these 
trips no longer seem to be necessary. 


the L. P. gas market will not expand. 
There is actually more chance that it 


For SPEED be sure to direct all daytime calls to our transmitter locations 


Balancing Load 


The territory served by Reliance 
Gas Co. presents certain problems 
which make a good winter/summer 
balance impossible, and which limit 
expansion. There are very few farms 
large enough to justify conversion of 
gasoline tractors to L. P. gas. The one 
exception is a 7,000 acre farm served 
from the Kaufman branch, on which 
a total of about 45 tractors, trucks, 
and power driven units have been 
converted. Deliveries are made into 
| the customer’s own storage tank, 
which has sufficient capacity to take 
a full 3500 gallon transport load at a 
time. The Kaufman branch also 
serves a number of cotton gins, which 
consume fuel heavily for a short per- 
iod in the fall and early winter. They 
are also generally able to serve from 
six to eight oil well drilling outfits, 
from whichever branch is most con- 
venient. This goes on the year round, 
hence offers no means of balancing 
seasonal loads. Other than these, most 
of the company’s gallonage goes into 
domestic consumption. 

In order to make the most favor- 
able possible showing, and boost the 
winter allowable, customer tanks are 
filled to capacity just prior to Sept. 1, 
which is the dividing point on which 
the winter/summer ratios are calcu- 
lated. Correspondingly, fuel is al- 
lowed to go down to’the safe mini- 
mum at the other end of the winter 
season, 

The managers recognize that larg- 
er capacity tanks than those present- 
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will diminish. Natural gas is plentiful 
and cheap in the Dallas area. A 20- 
inch main passes through the long 
dimension of the Reliance Gas Co.’s 
territory, and utility service is now 
available in every town. The L. P. gas 
market is strictly rural. Up at the 
Dallas end of the territory, there is a 
fringe surburban area beyond the 
mains which is now being served by 
the LPG dealers, but which will in- 
evitably be supplied with utility gas. 
This transition zone will no doubt 
continue to creep out from the city, 
but it offers an unstable market, and 
entails much expense in connection 
with installing and moving tanks for 
temporary service. 

In order to continue the company’s 
growth, the Reliance managers rec- 
ognize that they must engage in con- 
sistent and effective sales promotion 
work. They are using various adver- 
tising media to attract new prospects. 
During 1951 and 1952 they deter- 
mined, at considerable expense, that 
the results obtainable through radio 
and newspaper advertising in their 
territory did not justify the cost, be- 
cause in order to reach their rural 
customers they had to pay for too 
much circulation among townspeople 
who were not prospective users of 
L. P. gas. The backbone of their cur- 
rent advertising is direct mail, which 
is sent out by means of an address- 
ograph from the Kaufman office. For 
mailing pieces, they sometimes pre- 
pare their own cards or circulars giv- 
ing sales points on their own business. 
They also mail numerous pieces ob- 
tained from the manufacturers of the 
appliances which they sell. 


2671 in Kaufman and 2733 im Athens. 


Just another Reliance service, of course at no extra charge. 





OUR TRUCKS ARE AS NEAR AS YOUR PHONE 





Reliance Gas has found direct mail to be 
most valuable type of advertising. 


The full time salesman, who di- 
vides his time between the two 
branches, works in close coordina- 
tion with the two managers, who di- 
rect his efforts along planned lines to 
build up volume of gas sales along the 
consolidated routes, so deliveries per 
truck mile may be increased. The 
drivers’ primary job is to deliver gas 
and make collections, but they also 
turn in prospect cards on customers 
who could or should have more ap- 
pliances. 

The managers feel that they are 
making substantial progress toward 
their goal of increased profits through 
intensive development.of the market 
in their territory, and in reducing op- 
erating expenses. The business is 
growing slowly but steadily. At the 
beginning of 1953, they set an objec- 
tive of reducing the operating ex- 
penses a total of $22,000 for the year. 
Elimination of the unproductive 
forms of advertising is helping to 
reach this goal, but even more pro- 
gress is being made by a studied ef- 
fort to do the things which increase 
the gallons of fuel delivered per mile 
of truck operation. As the result of 
both approaches, they are ahead of 
schedule for the first five months of 
the year. 
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I missed you! 

No one answered when I called. but te 
attached post card can get me back ina 
hurry « «. to tale cate of any of you: needs. 
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Ie necessary. In case of emergency. all me. 
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Telling and Selling 
Is Key 
To Success 


By Alex W. Bealer, III 


HEN Consolidated Gas Co. of 

Atlanta, Ga. was formed from 
five successful independent L. P. gas 
dealers the move consolidated much 
more than bulk plants and office 
equipment. It consolidated policies 
... in service, delivery, accounting 
and SALES. 


Sidney L. Stapleton, Consolidated’s 
genial and capable general sales man- 
ager, likes to summarize the sales 
policy of this growing company with 
a quotation he picked up years ago. 
“The elevator to success is out of 
order,” he tells his salesmen, “You'll 
have to use the stairs!” 


Success to Sid Stapleton means but 
one thing: a satisfied customer. And 
since customers become satisfied 
from the combined efforts of sales- 
men, service, delivery and accurate 
billing, Consolidated feels that every 
person working for the company has 


A continuous advertising campaign is used to ‘‘tell and sel 


a definite sales responsibility. It all 
starts with the salesman, however, 
and Consolidated salesmen are sold 
on the idea of climbing the stairway 
to success one step at a time. The 
only equipment needed, the tools of 
the sales trade, are plenty of facts— 
about the LPG Industry, about LPG 
appliances and equipment and about 
Consolidated Gas Co. With facts on 
hand about every aspect of the L. P. 
gas business Sid Stapleton feels that 
any salesman can find his quota of 
customers. 


Accordingly, the first step taken by 
a Consolidated salesman is learning 
the facts himself. Through classes 
within the division and branch of- 
fices, and from representatives of the 
many companies who supply Con- 
solidated, he learns all he can about 
what he is selling. Fortunately, the 
facts about L. P..gas are so intensely 
interesting, that only the most un- 
imaginative of men can fail to build 


ge 


the advantages 


of LPG. Samples of newspaper ads and other promotion material is shown 
below and on opposite page. 
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up tremendous enthusiasm about his 
product. Of course, the more enthusi- 
asm he displays in his sales tech- 
nique, the easier the job he has in 
presenting facts to his prospective 
customers. 

The next step toward a sale is to 
approach the prospect with as im- 
pressive an appearance as possible: 
neat dress, friendly manner and con- 
fident air. Consolidated salesmen feel 
that the thousands of satisfied cus- 
tomers they are already serving in 
Georgia, plus widespread advertis- 
ing, has introduced their company to 
most of the potential market in the 
state, so they like tp present them- 
selves immediately as representa- 
tives of Consolidated Gas Co. 

With such important preliminaries 
out of the way they then start telling 
the prospect facts. First they explain 
just what LPG is, where it comes 
from, of what it consists. Cost of LPG 
is compared with other fuels and 








Sidney L. Stapleton, general sales mana- 

ger of Consolidated Gas Co., is a popular 

speaker at LPG gatherings throughout 
the south and middle west. 


NFPA figures are quoted to assure 
the prospect that gas is the safest 
fuel used today. 

No sales approach can hope to be 
successful without telling what the 
prospect can himself gain from the 
product. After explaining the basic 
facts of L. P. gas, Consolidated sales- 
men tell what LPG can do for the 
homemaker, thé farmer or the indus- 
trialist. Its versatility is defined in 
terms of better and easier cooking, 
dependable, clean heat, cheaper, 
more efficient tractor fuel, even, con- 
trolled heat for tobacco drying. In 
regard to appliances and equipment 
that furnish these qualities to the 
customer, honesty is the best policy, 
always. Nothing is claimed for any 
equipment sold and serviced by Con- 
solidated that cannot be backed up 
by performance. 

After telling what LPG can do for 
the prospect, the Consolidated sales- 
man assures these advantages by ex- 
plaining Consolidated’s dependable 
service, statewide storage facilities, 
factory installation methods. Compe- 
tition is not knocked because Con- 
solidated feels that its salesmen can 
better spend their time giving posi- 
tive facts about their company. 

Price is not considered an import- 
ant factor in selling gas or appliances. 
Consolidated’s policy is to charge a 
fair price which they can justify by 
furnishing the very best service 
available in the state. A few custom- 
ers may be lost by the low prices of 
competition, but Consolidated’s man- 
agement knows that the competitor 
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who does not make enough profit 
from his sales to support necessary 
follow-up service can hardly expect 
to keep his customers very long. 
This policy of not selling by price 
is also most advantageous to the 
salesmen. Earlier this year Consoli- 
dated was able to purchase a number 
of appliances at a considerable dis- 
count because of a new model being 
brought out. These were sold, un- 
usual as it may seem, at the regular 
price, however. Instead of pocketing 
the difference themselves, though, 
Consolidated passed on the extra 
profit to the salesmen. As a result, 
all of the appliances were sold in a 
short time, customers got their 


sales in all divisions and branches, 
During the spring and summer 
kitchen appliances and cylinder in. 
stallations are pushed all over the 
state, and tobacco curing is emp)ia. 
sized in those branches which lie in 
Georgia’s rich tobacco growing belt. 
Heating and storage, of course, are 
played up in the fall and early winter 
months, while the last contest of the 
year is generally designed to sell 
stock on hand to make room for new 
models. 

To relieve monotony and stimulate 
interest in the competition, Sid 
Stapleton tries a different method on 
every contest. Some are based on 
dollar sales per salesman, others on 


No opportunity is overlooked for advertising the name of the company. Promi- 
nent display space is used effectively as may be seen on this large trailer which 
travels throughout the company’s territory. 


money’s worth, Consolidated got a 
larger profit through larger volume 
of sales for the period. Salesmen were 
given a real incentive for climbing 
the stairs to success. Also, sales of 
the appliances were a means for 
bringing many new gas customers to 
the company, which is the main 
reason any LPG dealer stays in busi- 
ness. 

Continual incentive for the sales- 
men of Consolidated is provided 
through sales contests which follow 
one another from season to season 
throughout the year. Most of Con- 
solidated’s contests run for from one 
to three months, depending both on 
what can be. sold most easily at dif- 
ferent times: during the year and 
what needs to be sold. 

Usually during the first months of 
the year tractor conversions are 
stressed in those divisions which 
have a heavy farm trade, and gas 


a point system which gives more 
credit on those items Consolidated is 
particularly anxious to sell. Every 
contest has a statewide winner, but 


’ in Consolidated’s first year a couple 


of the contests provided secondary 
prizes within divisions, to keep inter: 
est alive in many salesmen who 
might figure early in the contest that 
they had no chance for the first three 
prizes. Monthly prizes have also 
proved to be a powerful sales s‘imvu- 
lant for new salesmen who join the 
company in the middle of a contest. 

Consolidated’ is not all picayunish 
in the choice of prizes for its coniests. 
Management reasons that if it is to 
spur the salesmen to maximum e‘fort, 
a big spur must be used, and all 
prizes, which are announced at the 
beginning of each contest, are well 
worth working for. So far they have 
ranged from a sizable check, on which 
the company pays tax, toa trip for the 
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winner and his wife to Havana, Cuba, 
to a new Chevrolet. Whenever pos- 
sible, Consolidated ties in its contests 
with similar competitive devices of- 
fered by appliance manufacturers, 
such as the big travel contest offered 
by Servel Refrigerators last summer. 

While some aspects of Consoli- 
dated’s sales contests may seem ex- 
travagant, no one can deny that they 
have been overwhelmingly success- 
ful. During the past year sales of ap- 
pliances and gas, and. of utmost im- 
portance, acquisition of new custom- 
ers, have reached an all time high for 
all divisions. 


Advertising, coordinated closely 
with sales objectives and efforts, has 


W. B. Wright, vice president in charge of 
sales and advertising, likes to roll up his 
sleeves and show how to make an effec- 
tive demonstration of LPG appliances. 


also played a part in increasing Con- 
solidated’s business. Allen, McRae 
and Bealer, an Atlanta advertising 
agency with several years experience 
in the LPG field was chosen to work 
up an advertising program under the 
direction of W. B. Wight, vice presi- 
dent in charge of advertising and 
sales. Soon after the consolidation 
had been effected, a statewide cam- 
paign was launched to familiarize 
potential customers throughout 
Georgia with the new name, Consoli- 
dated Gas Co., and “GloGas,” which 
is Consolidated’s own brand name 
for the L. P. gas it sells. 

In addition to this statewide cam- 
paign, which was institutional in a 
nature, ad mats were also prepared 
on appliances and cylinder installa- 
tions for use in daily and weekly 
newspapers in the territory, with 
Space for local addresses and phone 
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numbers. Also, a variety of radio 
spots were prepared for use on local 
stations. Television and outdoor ad- 
vertising have been tried to a lesser 
extent. 

Of more down to earth help to 
salesmen was the printed material 
explaining the company and its prod- 
ucts. These have been used for give- 
aways and for direct mail pieces. 
Then, too, Consolidated has taken 
full advantage of printed material 
and ad mats furnished by appli- 
ance manufacturers. The advertising 
budget has been helped greatly by 
the addition of cooperative advertis- 
ing funds, which amount to nearly 
$20,000.00 a year. 





Carl Coslick has the challenging job of 

making salesmen out of ‘“GLOGAS” de- 

livery men, an important phase of Con- 
solidated’s successful program. 


Consolidated’s advertising has 
been successful and has done the job 
for which it was intended: furnish- 
ing maximum support to salesmen. 
It is considered strictly a sales tool, 
and advertising plans are presented 
to branch and division managers 
periodically during the year for sug- 
gestion and comment. 

Probably the most novel aspect of 
Consolidated’s sales policy is the in- 
clusion of every employe in the 
sales effort. As was mentioned in last 
month’s article, Carl Coslick was re- 
cently appointed to work with C. G. 
Haugabook, vice president in charge 
of gas purchasing and delivery, in 
working up a program which is mak- 
ing salesmen out of “GloGas” de- 
livery men. 

Consolidated figures that the deliv- 
ery man on his truck will see at least 
ten customers and prospects a day, 


which is a most conservative. esti- 
mate. This being so, think of the 
number of contacts made by just five 
delivery men in the course of a year. 
Surprisingly enough, just five drivers 
can meet over 12,000 people in a 
year’s time, which is not to be 
sneezed at. Although many of these 
are already customers, constant proof 
of interest in their welfare keeps 
them satisfied customers, and their 
purchases of additional appliances in- 
creases their gas load just that much 
more. 

It may be said that salesmen are 
born, not made, but Carl Coslick has 
mapped out a program of instruction 
and inspiration that is doing much to 
give the lie to this time-worn axiom. 
Through frequent trips to branch of- 
fices for training sessions and the 
enthusiastic cooperation of branch 
managers, each of whom is responsi- 
ble for sales in his office, Coslick is 
making definite progress in his pro- 
gram. The results are apparent in 
increased gas sales. 

Office employes also play a part 
in getting more customers for the 
company. Consolidated’s salesmen 
are the front line troops in the sales 
picture, but the girls who answer 
phones, keep books and type are en- 
couraged to give maximum support 
at all times. Not a contest is devel- 
oped without including a lucrative in- 
centive for the office personnel, usu- 
ally in the form of a commission on 
every prospect furnished a salesman 
which turns into an actual sale. Since 
Consolidated’s non-sales employes 
are as enthusiastic about the com- 
pany as any salesman, most of the 
prospects they name are already 
more than half sold when the sales- 
man calls. 

Thus, selling in Consolidated Gas 
Co. is everybody’s business, and it 
continues long after a new custom- 
er’s first purchase. Service, fuel de- 
livery, billing, the manner in which 
letters are typed and telephones are 
answered, all form an integral part of 
Consolidated’s sales program. Such 
concerted effort has not only in- 
creased business and profit but has 
paid an extra dividend from the satis- 
fied customers themselves. A large 
percentage of inquiries and new sales 
come from the friends and neighbors 
of customers. 

The whole cycle from satisfied cus- 
tomers to more satisfied customers is 
thought of as the wheel of fortune 
by everybody in Consolidated GasCo. 
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Servicing Control Equipment 


By Carl E. Smith 


Manager of Service Division 
Minneapolis-Honeywell 
Regulator Co. 


Minneapolis, Minnesota 


No thermostat can do a good job 
of temperature control unless it is 
located where it will measure the 
temperature of the room properly. A 
thermostat should be located on an 
inner wall in the living room where 
people in the home spend most of 
their time. It should be located about 
five feet from the floor where it can 
best control temperature and so that 
it will be at eye level for changing 
the temperature settings. 

There are several poor thermostat 
locations to avoid. If possible, it 
should not be mounted on a wall 
near the kitchen where it would pick 
up extra heat and result in the rest 
of the house being underheated. It 
should not be in an entrance hall, be- 
hind an open door, or behind furni- 
ture. Concealed pipes or ducts in the 
wall must be avoided so as to elim- 
inate sources of heat that would tend 
to satisfy the thermostat below the 
temperature setting and cause the 
house to be chilly. For the same 
reason it should not be mounted 
where it will be in the direct rays 
of the sun or where it will receive 
warm air directly from a register, 
convector, or radiator. You may find 
occasionally that the housewife has 
rearranged the furniture and moved 
a lamp or radio or some other source 
of heat immediately below the ther- 
mostat. This location must also be 
avoided, or appliances removed. Cold 
air sources—such as cold outside 
walls, outside doorways, or the prox- 
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imity to large or drafty windows 
should also be avoided. : 


Selecting the Location 


A good general rule for you to fol- 
low is to look for two or three good 
locations before you discuss the loca- 
tion with the customer. Pick out two 
or three in your own mind and then 
ask the customer to choose. This will 
avoid letting the customer select a 
poor location that you would have to 
try to argue him out of (Fig. 1). 

When installing a thermostat in a 
new home, use new cable unless you 
know for sure that the existing cable 
was only recently installed and is in 
good condition. The hole in the plas- 
ter through which the cable runs to 
the thermostat should be plugged to 
prevent drafts from affecting the 
thermostat. The wiring should be run 
carefully and the connections made 
color to color if it happens to be a 
three wire system. Be especially care- 
ful to make good splices as many 
nuisance. service calls or erratic op- 
eration result from poor splices. It is 
a good practice to scrape wire well at 
the ends and solder splices. This’ is 
especially important in the case of 
self-powered systems. 

On some installations, where there 
is reason to believe that the customer 
will later prefer an electric clock 
thermostat instead of the manual 
model, many dealers gamble the 
minor cost of pulling up two addi- 
tional wires to provide low-voltage 
power for the clock, should the home- 
owner decide to convert to automatic 
day-night control. 

It is always advisable to install the 
thermostat first and let it reach room 
temperature before checking the op- 
eration of the system. Before putting 
the cover on the thermostat, check 


the heater plug and make sure it is 
the right one for the valve. Otherwise 
you would get complaints of short 
cycling if too much heat is developed. 
On the other hand, if too little heat 
is available because of the wrong 
heater plug, you will lose the value 
of the heater action which will result 
in wide swings in temperature. 

Honeywell has a convenient slide 
rule that shows at a glance which 
heater plug is recommended for 
many of the most common Honey- 
well controls and those of other 
make. These slide rules are available 
free of charge. , 

In checking out the system, if a 
longer on-time is needed (such as on 
one pipe steam to insure complete 
steam distribution on each burner 
operation) widen the thermostat dif- 
ferential about one-half degree at a 
time until ample heat distribution is 
assured. Some thermostats, including 
the new Honeywell Round model, 
T86, have adjustable heaters thal 


. electrical resistance can be varied, 


to match the type of primary control 
used. 


Thermostat Calibration 


Because of the difference in con- 
struction between different types of 
thermostats, you should study the 
instruction sheet in order to find the 
location and use of the adjustments 
for calibrating the thermostat ii one 
gets out of calibration (Fig. 2). In 
general, thermostats that have heat- 
ers give shorter and more frequent 
burner operations. They are cali- 
brated to start the burner when the 
room temperature falls to the scale 
setting and to stop the burner when 
the room temperature plus the heater 
action raises the temperature of the 
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thermostat by the amount of differ- 
ential. The actual operating differ- 
ential of a thermostat that is in 
proper adjustment and has the right 
heater element in it, is always con- 
siderably less than the mechanical 
differential that you would measure 
by starting and stopping the burner 


when you move the temperature set- . 


ting up and down scale. 


Calibration Adjustments 


While the different makes and 
models vary, here are the steps you 
take to calibrate most thermostats: 
move the temperature setting up 
scale slowly until it starts the burner. 
If the thermostat is in calibration, it 
will start the burner when tempera- 
ture indicator reaches the same set- 
ting as the temperature reading of 
the thermometer. If the “on” point of 
the thermostat does not agree with 
the thermometer, set and lock the 
temperature setting lever or dial to 
agree with the thermometer reading. 
Then turn the calibration adjustment 
slowly until it starts the burner. Un- 
lock the temperature setting lever or 
dial by loosening the screw. Until 
you learn how to calibrate any par- 
ticular model, you should read the 
manufacturer’s directions in the in- 
struction sheet that comes with the 
thermostat. 

Remember: don’t let heat from 
your hands or breath get on the sensi- 
tive temperature element. 


Customer Instruction 


Unless your company has periodic 
service on the jobs that it sells, you 
should give the home owner some of 
the simple instructions on the use 
and care of the thermostat. The 
homeowner, generally unfamiliar 
with his heating system and controls, 
is more aware of his thermostat than 
any other portion of his heating sys- 
tem. If it is an open contact type, you 
may want to show him how to clean 
the contact at the beginning of the 
heating season. You should caution 
him definitely against the use of any 
abrasive material in cleaning the con- 
tacts or of springing the delicate bi- 
mets! or metal bellows used as a tem- 
perature sensing mechanism. A hard 
surface writing paper or: business 
card moved back and forth between 
the contacts is the best material for 
him to use. Some thermostats are 
Provided with a plastic shield to 
minimize dust, lint and other foreign 
matter from depositing on the con- 
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Fig. 2—Typical thermostat calibration procedure (Honeywell TM81). 
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’ Fig. 4—Mechanism of a semi-automatic clock thermostat (Honeywell TM8Q1). 
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PART 2 © Servicing Control Equipment 





tacts. If the customer’s first-aid treat- 
ment does not clear up the thermostat 
trouble he needs your help. 


Protect Thermostat From Dirt 


You should also tell the home- 
owner to protect the thermostat dur- 
ing decorating and remodeling, par- 
ticularly, if it is an open contact type 
of thermostat. Many thermostats re- 
turned to the factory for repair were 
needlessly damaged by a spot of paint 
or plaster on the contact. This is a 
good point to keep in mind in case 
the house is still under construction 
where dust, paint and plaster could 
get into the contacts. If it is a magnet 
type thermostat, steel wool may fall 
into the thermostat when the painters 
are preparing the surface. Get the 
cooperation of the workers to protect 
the thermostat. It will save you many 
a service call and keep a satisfied 
customer. The new Honeywell 
Round (T86) thermostat uses a mer- 
cury switch to assure positive, dust 
free contact operation for the life of 
the thermostat. 


Mount Switch Controls Level 


When installing a thermostat or 
other controls using mercury 
switches, it is essential that special 
care be given in mounting the device 
in a true up-right position. This en- 
ables the tilting action of the mercury 
switch to respond properly to the 
action of the temperature sensing 
mechanism. Mercury switch thermo- 
stats, just like all other thermostats, 
should be checked for calibration un- 
less the device is reconditioned or 
new. In such case, it has already been 
carefully adjusted at the factory. 


Electric Clock Thermostats 


The electric clock thermostat is 
similar to the ordinary manual ther- 
mostat except that it is designed to 
lower the temperature setting for 
greater comfort during normal sleep- 
ing hours. In the morning, when the 
family arises, they are assured a 
thorough distribution of warmth 
throughout the house because of ex- 


tended burner operation during the © 


morning pick -up period. It also pro- 
vides fuel savings. Heating authori- 
ties agree that automatic day-night 
control offers fuel savings from about 
10 to 21 percent, depending on local- 
ity, type of construction, efficiency of 
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Fig. 5-A—Electronic Weathercaster with cover removed. 


the heating system, and family living 
habits. 

Wherever the homeowner is recep- 
tive to this automatic feature, it is to 
the advantage of the customer as well 
as your company that the clock ther- 
mostat be sold along with the rest of 
the control installation or as a re- 
placement (Fig. 3). 

It is advisable to let the electric 
clock thermostat reach room tem- 
perature before starting the system. 
Select suitable mounting locations 
agreeable with the customer as out- 
lined previously. Most clock thermo- 
stats have a wall plate that is at- 
tached to the wall and provides plain- 
ly marked terminals for the lead 
wires for the thermostat and clock. 
The clock thermostat itself then 
screws into place on the wall plate, 
automatically making contact for the 
low-voltage clock circuit (from the 
clock transformer), and the thermo- 
stat control circuit. 

Before placing the cover on the 
thermostat, and setting the system 
into operation, it is advisable to re- 
view the manufacturer’s instruc- 
tion literature, double-checking that 
every device, including the clock 
thermostat is installed according to 
instructions. 

Check your installation manual or 
other material to verify that the ther- 
mostat heater plug is suitable for the 
gas valve used in the system. The 


Honeywell TM848 and TM850 Chron- 
otherms use a universal heater in 
the clock circuit which is independ- 
ent of the type of valve used. 

Be sure that the clock transformer 
is of the type recommended by the 
manufacturer, and is of the voltage 
and frequency used in your area. It is 
extremely important to use the right 
transformer for the electric clock so 
as to get the right amount of off-set 
and to avoid possible damage to the 
clock itself. In no case should you 
use the transformer that operates the 
gas valve, to also operate the clock. 
This may possibly damage the clock 
and can lead to several types of 
trouble, depending on how the con: 
nections are actually made. For ex: 
ample, it may cause the valve to go 
cpen immediately, with no control 
whatever from the thermostat, or it 
may put a dead short on the trans: 
former, and so on. By using the sepa- 
rate transformer provided for use 
with the electric clock thermostat, 
you can avoid trouble. 


Calibrating Clock Thermo: iats 


An important point to remem er is 
that electric clock-type thermostats 
are calibrated at the factory to ake 
allowance for the heat from the «lock 
motor. If it is necessary to chec « the 
calibration, you should be sur= the 
clock has been running with the 
cover on at least two hours. A good 
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Fig. 5-B—Electronic manual thermostat with cover removed. 


policy is to review the manufactur- 
er’s instruction sheet or service man- 
ual for proper calibration procedure. 

Be sure to tell the owner how to set 
the clock if there has been a power 
interruption. Never try to turn the 
hands themselves because the twelve 
hour dial on the clock must be syn- 
cronized with the twenty-four hour 
dial on which the fingers are located 
for setting the nite and day-time set- 
tings that lower and raise the tem- 
perature. In re-setting the electric 
clock, the home owner may set it on 
the wrong twelve hour cycle. Show 
him the little indicator in the face of 
the clock which indicates if it is on 
the night or the day cycle. 

Finally, you should instruct the 
customer on how to set the tempera- 
ture indicator and how to change or 
Postpone the night set-back if he so 
desi: es. 

Another point that you should 
Stress with the homeowner is that 
the | >w-voltage transformer installed 
for ‘he clock is not to be used for 
other low-voltage electrical devices 
such as door bells or electric trains 
Mos:, manufacturers have a simple 
instruction booklet attached to the 
clock thermostat that will simplify 
your job of instructing the customer 
in its operation. It is always a good 
Plan to point out the instructions in 
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the book as you go over the details in 
your verbal instructions. 


Installation and Servicing of 
Manually Set Day-Nite 
Thermostats 


Another convenient and fuel-sav- 
ing type thermostat is the manually 
set day-night model that has a me- 
chanical spring-wound timer to ad. 
just the night set-back period accord- 
ing. to personal requirements each 
night (Fig. 4). At a pre-determined 
time, morning pick-up of the heating 
system is established for the follow- 
ing day. While this device is not fully 
automatic, it combines most of the 
convenience of the clock model ther- 
mostat, and affords all of the com- 
fort and economy. 


This model is installed similarly to 
the ordinary manual type thermostat. 
Because its timer mechanism is me- 
chanical, it requires no clock trans- 
former or special wiring. Calibration 
and servicing is similar to conven- 
tional manual thermostats, except 
that it must be noted that on the 
TM801 a separate temperature ad- 
justment for night operation is lo- 
cated under the cover. The thermo- 
stat can be maintained at the lower 
temperature setting for periods up 
to 11 hours, day or night. A positive 


_ “off” switch is built in to provide 


complete shut-down of system if de- 
sired. This switch feature can be 
easily removed when “off” feature 
is not required. 


Summary 


Now let’s go over some of the com- 
mon service calls that were listed at 
the beginning of this article and see 
where the thermostat might be in- 
volved. 


First—no heat. Check the fuse for 
the burner to make sure it is okay. 
Then, check the thermostat. If it is 
an open contact thermostat be sure 
that the contacts are clean. Look for 
a broken wire or a poor splice some- 
where. These are sometimes tricky to 
find. If the trouble turns out to be 
something that is not simply a dirty 
contact or broken wire you can find 
it more quickly by using a process of 
elimination. Jumper the thermostat 
terminals at the valve to see if the 
valve operates. Then jumper the ter- 
minals at the limit control and finally 
at the thermostat. This will tell you 
if the trouble is in one of the units 
or the wiring between the pair of 
units involved. 

Second—burner won’t shut off. Is 
the thermostat stuck in the closed 
position for some reason? Is there a 
short circuit in the wiring? 

Third—poor regulation of tempera- 
ture. The first thing to check is the 
calibration of the thermostat, follow- 
ing the instructions for the particular 
type of thermostat involved. If it ap- 
pears to be in calibration but is giving 
poor control of temperature, recheck 
the location very carefully. You r-y 
find that it is being affected by keat 
or cold from one of the sources men- 
tioned when we discussed location. 

Poor regulation of temperature 
will result if the wrong heater ele- 
ment is used. Thermostats with 
proper heater elements are usually 
furnished along with the valves that 
come with the burner, but it would 
be wise for you to check it against 
the chart on the instruction sheet for 
the valve or against the heater ele- 
ment tables that are available. The 
new Honeywell T86 thermostat uses 
an adjustable heater and will give 
proper results when it is set on the 
scale to match the type of valve 
involved. 

(The next of this series of articles 
will cover the installation and serv- 
icing of limit controls and safety 
pilots.—Ed.) 
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LPG Saves Money With Controlled 
Heating for Asphalt Aggregate Plant 


By Fred M. Burt 


Overall view of 80-ton/hr. asphalt aggregate mixing plant. Aggregate from left feeds into inclined dryer, thence up elevator 
for feeding into mixer above truck, where it blends with hot asphalt in automatic weighing and mixing process. 


HE modern trend in asphalt pav- 

ing plants is to eliminate steam 
boilers with their high first cost, 
maintenance cost, and high attend- 
ance and operating cost. 

In the old plants, the major part 
of the boiler capacity is used for 
atomizing steam for the oil burners 
on the aggregate drier and heater, 
which involves a relatively short 
period of daytime operation. Usually 
the steam is used also for heating the 
asphalt storage tanks. 

With properly heated fuel oil, the 
firing of the aggregate drier and 
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heater can readily be handled with 
gas burners, using propane or natural 
gas, the former in this instance. ° 

The installation herein described 
is used to displace the steam for the 
asphalt storage tank heating. It also 
serves to heat the fuel oil for the ag- 
gregate drier and automatically con- 
trols its temperature without need 
of supervision. Higher efficiencies re- 
sult throughout, in addition to the re- 
duced first cost, maintenance, and at- 
tendance costs. 

Sky Line Quarries, close to Lower 
Crystal Springs Reservoir in the pen- 


insula south of San Francisco, is a 
combined operation of quarrying ag- 
gregate for concrete, plus a black mix 
plant for asphalt concrete (asphalt 
aggregate). In the asphalt aggregate 
plant, this revolutionary new system 
has been installed for heating and 
heat maintenance of asphalt i six 
10,000 gal. and one 5000 gal. under- 
ground storage tanks. It was ‘lesig: 
nated and installed by Heat anc Con- 
trol, Inc., of San Francisco, ti pro 
vide a very close heat control long 
with marked fuel consumption ccon- 
omy. In full daily operation, th« fuel 
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pil! runs at no more than $200 per 
month, for propane gas, figuring it at 
10 cents per gal. A 1000-gal. propane 
tark is used for fuel storage. The 
fucl usage is sufficiently low that no 
vaporizer is required, the storage 
tank absorbing sufficient heat from 
the atmosphere in this climate so that 
no heat exchanger is required. This 
illustrates the fact that only a very 
simple system is required for the use 
of propane gas in such a heating ap- 
plication, with vapor pressure rela- 
tively high due to the fact that the 
boiling point of propane is very low. 


80 Ton Per Hour Capacity 


The capacity of this hot asphalt 
mixing plant is 80 tons per hour. The 
asphalt, of course, is delivered hot in 
insulated tank trucks and is dis- 
charged into the various insulated 
storage tanks (Picture 1). In each 
tank, hot oil circulates through the 
asphalt in 2-in. pipe lines to impart 
heat to the asphalt as required to 
maintain it automatically at any de- 
' sirable temperature up to 300° F. The 
heated circulating oil is a heat trans- 
fer oil of the type supplied by most 
of the major oil companies. It is 
maintained at a temperature of about 
400° F. 

For oil circulation, there are two 
50-gpm Gould Pumps, one active, the 
other a standby (Picture 2). Three 
Bryant Coil Cage Burners, each with 
a firing input of 200,000 Btu/hr, fire 
into the bases of three 22-ft. high 
heating chambers. The hot products 
of combustion are carried upwards 
in 4-in. diameter center pipes, with 
vents at the tops. Heat is transmit- 
ted to the oil which surrounds these 
combustion chambers in a 6-in. diam- 
eter outer pipe which has weather- 
proofed, 2-in. thick Fiberglas insula- 
tion. The total of 600,000 Btu/hr heat 
input provides for a minimum .of 
400,000 Btu/hr heat output. The oil 
pressure in the heating system, as 
indicated by a gauge at the pumps, 
should be maintained at about 20 psi. 
A heat control at the burners pro- 
vides for the proper fuel input to 
maintain the proper oil temperature 
(approximately 400° F). 

Besides the heat control at the 
burners, the tanks have Partlow ther- 
mostats and General Controls hydro- 
motor valves, combined with a pip- 
ing system which provides for either 
the fiow of hot oil through an asphalt 
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Oil heating units with pump housings below and expansion tank at left. Oil 

returning from asphalt tanks is pumped upwards through heater at right, over 

and down in next one, then back up in third,.to leave at top, entering hot oil 

line enroute to tanks. In background, on bank, is aggregate production oper- 
ation: quarrying, crushing, conveying and screening. 


tank or by-passing the same in order 
that the pre-set, desired asphalt tem- 
perature may be maintained in each 
of the tanks. 

Another advantage of this heating 
system is that insulated hot oil lines 
can be run to supply heat for the fuel 


oil heater, for the aggregate drier, or 
to any other point where heat trans- 
fer is desirable. From each of the 
asphalt storage tanks, 2%-in. lines 
run to the mixer. Valve arrange- 
ments allow for pumping the asphalt 
from any one, or more, of the tanks. 


Vertical oil heaters (far right) with pipes running from them to feed heat trans- 
fer oil into each asphalt storage tank (buried) and return oil for re-heating; 
note pipes from tanks to AC mixer, to carry hot asphalt. 








SAFETY Keynotes Design 
of Rebuilt Bulk Plant 
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Fig. 1. Main storage tanks shown at left — 19,000-gal., 
24 /000- gal. At right can be seen four of the 16 one thousand- gallon tanks. 


By Ernest Fair 


Field Editor 
Butane-Propane News 


ROBABLY most LPG bulk plants 

have grown step-by-step into their 
present forms and no doubt many 
distributor-dealers would welcome a 
chance to redesign their plants to 
care for the enlarged operations not 
foreseen when they first started in 
business. 

This opportunity came to Tri-Gas 
of Springfield, Inc.,* Springfield, Mo., 
when an accidental fire destroyed its 
storage facilities. 

“Considerable benefit resulted,” re- 
calls L. C. Fritts, president and gen- 
eral manager, “as it put us in a posi- 
tion to start from the ground up and 
build the kind of bulk storage plant 
we have always wanted, and to work 
into it some of the ideas we had 
dreamed up—with the insurance 
company carrying part of the load.” 

The result is shown in the accom- 
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panying pictures where everything is 
aboveground and easily accessible, 
and where a number of ideas have 
been developed to permit speedier 
and safer handling of gas as well as 
insure safer. storage. 

Only the smallest of buildings are 
used where weather protection is de- 
sired, and each unit of the plant has 
been kept separate from the other. 
Three main tanks (19,000-gal., 6000- 
gal. and 24,000-gal.) and sixteen 1000- 
gal. tanks are all connected with pip- 
nig above the ground. Every joint of 
the piping is welded and all valves are 
ACF plug types insuring free flow 
at all times. 

The sixteen 1000-gal. tanks are set 
up away from the main tanks and 
serve an auxiliary purpose. These are 
shown to the right of the main tanks 
in Fig. 1. On the extreme right is 
the bottled gas building and what 
office space is needed, as well as a 
storeroom for tools and small equip- 
ment. © 
. This unit has been built on-con- 
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6000-gal., and 


crete blocks to truck bed level to 
reduce lifting of the heavy metal 
“bottles.” The building has an all- 


Fig. 2. Electric switches and telephone 

are located in this metal cabine: at 

sohulder level where operator can keep 
eye on any part of the plant. 


*This is the second article covering the 
operations of Tri-Gas of Springfield, Inc. 
The first appeared in the July issue and 
covered their “Metered Gas” plan. 
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weather canopy and is constructed 
of sheet metal. 

The small building in the center 
houses the pumping unit which is 
controlled by a pressure switch 
mounted on the pump house wall, 
mzking the installation explosion- 
proof, according to Mr. Fritts. When 
pressure in a car drops to 20 lbs. this 
automatic switch cuts off the Brun- 
ner compressor. 

“We built this feature into the 
pumping unit as a safety factor 
against such explosions,” Mr. Fritts 
explains, “because it’s almost impos- 
sible for any human being to keep his 
eyes On a pressure gauge, the pump, 
lines and a car at the same time. In 
this way the man doing the unload- 
ing doesn’t have to keep his eyes 
constantly on a pressure gauge and 
can do a better and smoother job of 
moving the gas from the railroad 
cars.” 

Another safety feature and one 
providing a sizable reduction in 
building costs was the installation of 
electric switches, meters and a tele- 
phone in a metal cabinet*at shoulder 
level shown in Fig. 2 and to the left 
in Fig. 1. From this cabinet, inci- 
dentally, the operator can keep his 
eye on any part of the plant while 
he answers a telephone call. The 
cabinet is mounted on a heavy metal 
pipe which provides a ground for the 
electrical units. Circuits are all en- 
closed in conduit and lead to the 
ground so that there are no wires 


Fig. 4. Menthol sight gauge regulates drip of alcohol 
from alcohol injector unit into feeding lines. 


overhead anywhere within the stor- 
age plant area, which assures an ad- 
ditional safety factor. Two metal 
doors on the cabinet can be closed 
and locked at night to prevent van- 
dalism. 

The alcohol-injector unit designed 
for the Tri-Gas plant installation is 
shown in Fig. 3. Its use equalizes 
the pressures in the feed lines 
through the use of a cyclops shown 
in Fig. 4 which regulates the alcohol 
flow from the 23-gal. tank above. The 
Superior menthol sight gauge being 
pointed out in Fig. 4 is connected as 
shown to the feeding lines and may 


Fig. 5. Heavy pipe rail imbedded in ground prevents trucks from backing into 
header installation when loading. Filling hose are long enough to reach trucks 
and short enough to hang without touching ground. 
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be regulated to adjust drip desired. 

Fig. 5 shows truck filling post and 
arrangement of fixtures directly be- 
hind the heavy pipe rail imbedded 
in the ground to prevent trucks back- 
ing into the header arrangement. 
Hoses on filling posts are the exact 
length required to reach the trucks, 
and, being shorter, hang free, which 
results in less wear on hose and 
valves since they never touch the 
ground. 

The two hose and header pipe 
leading to them are painted different 
colors, with red for liquid and green 
for vapor gas so that no mistake can 
be made in loading. Gauges for each 
line are mounted on a board above 
eye level which can be read easily 
from either the ground or atop the 
truck being loaded. Switches to con- 
trol pumps in loading are affixed to 
a panel at the right over which a “No 
Smoking” sign is painted. All are 
enclosed in a box which can be 
locked. 

Ample space for movement of per- 
sonnel or vehicles is provided 
throughout the entire area without 
crowding, as may be seen in Fig. 1, 
and access from two sides is elimi- 
nated by a heavy woven wire fence 
mounted on metal posts and top rails. 

Consumer tanks are unloaded from 
the same trackage on a dock now 
under construction on the opposite 
side of these tracks so that they may 
be handled easier and not interfere 
with any unloading or loading of gas, 
and also to prevent any tanks which 
may slip from falling into the stor- 
age units and damaging them. 
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Let’s make SAFETY Everybody’s Business 











Suggested Program for Safety Meeting 


1— Take the roll of those present. Note the absentees. 


2— What has happened in connection with the safety suggestions and improvement 
projects suggested at past meetings? Give progress report, extending credit to 


those entitled to it. 


3 — New business — invite additional suggestions for improvement of plant and pro- 
cedures from safety standpoint. Schedule action on those selected for adoption. 
4— Discuss “Let’s Make Every Fuel Delivery Safe”, which appeared in the Novem- 


ber issue. 


5— Announce date, study assignments, and special assignments for the Fire Pre- 
vention and Fire Control meetings which wili be the next two on the schedule. 
We suggest that you invite people in from the local and county fire departments 
to participate in these programs. They might give valuable help, particularly in 


giving demonstrations. 


DISCUSSION GUIDE FOR 
“Let's Make Every Fuel Delivery Safe” 


This is strictly your baby—there are no outside 
sources of information which know as much about 
it as the people who are doing it every day. 

The greatest hazard in connection with any of 
these operations that-are repeated constantly is 
that the men on the job may become so accustomed 
to doing the operations safely and seeing nothing 
happen that they may relax their vigilance and 
fail to notice things that:are going wrong. We sug- 
gest that you try to offset this possibility by de- 
veloping in your men the habit of taking a quick 
look around the location where fuel is being de- 
livered to see that everything is right. 

Why not, right here, with the help of the em- 
ployes, draw up a check list of things about which 
the driver should be sure before he starts to change 
cylinders or connect the hose to the bulk tank? 
Every experienced driver can tell of incidents that 
have occurred in his work that either caused trouble 
because he had not noticed them, or didnot cause 
trouble because he saw them and took 'the correct 
action. 

As the result of this discussion, your organiza- 
tion can have its own check system for quick in- 
spection of customer locations. We suggest that it 
be drawn up in detail, made part of the records of 
this meeting, posted on the bulletin board, and 
copies supplied to each man who is now or may 
soon be engaged in delivery work. 

Problems 2 and 3, which appeared on page 86 
of the November issue, relate to a situation which 


may not be present in your community. We sug- 
gest that you give it full consideration anyway, 
because it may become a problem in your territory 
at any time, and it is a good idea to be prepared to 
handle it. We consider that there is no known way 
to handle this situation as safely on a “cash and 
carry” basis as through a trained and safety con- 
scious dealer’s organization. Why not draw out the 
ideas of the staff on ways and means for best han- 
dling the problem when and if it arises in your 
territory? 

In connection with problem 5, if you make bulk 
deliveries, why not establish a “step-by-step” pro- 
cedure, if you have not already done so, speeifying 
the order of the various operations involved in 
making the delivery into the customer’s tank. A 
standard procedure which might be written else. 
where could be wrong for your operation due to 
differences in-equipment on various bulk delivery 
trucks. The sequence should be right for your par- 
ticular trucks, and the men will remember and 
follow it more faithfully if they work it out fo: 
themselves, undetstanding the reason for each step 


‘and its place in the sequence. ' 


Do you have a similar step-by-step proceduré’ fo: 
unloading fuel into your storage, and for logdin: 
the bulk trucks? If not, it is a good idea to set i 
up. At various places we have seen these proce: 
dures, written up and sealed against the weather 
posted where they will do the most good near th: 
controls in bulk plants. 
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The Prevention and Control 
of L. P. Gas Fires 


IQUEFIED petroleum gas is the 
. safest fuel there is, as long as it 
is kept properly confined, and burned 
under control. The trouble starts 
when it escapes from confinement, 
and burns without control. This as- 
signment will be devoted largely to 
discussion of how to keep the gas 
from getting out of confinement, and 
what to do about it if it does. 
In beginning the study of the pre- 
vention and control of L. P. gas fires, 
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By Carl Abell 


it will be useful to review the first 
assignment in this Safety Series, so 
you may have clearly in mind the 
nature of LPG, and will understand 
how it will behave in relation to any 
fire in which it is involved, either as 
a cause or as it is affected by the 
heat of fires from outside sources, in 
the inception of which it had no part. 


L. P. gas is, as you will recall, com- 
posed of butane or propane, either 
separately or as a mixture, and some- 
times containing a little iso-butane. 
These are petroleum products, with 
characteristics which place them in 
the interval between gasoline and 
natural gas. In the free state, and at 
temperatures above freezing, all of 
these ingredients are gases. Butane 
has a boiling point of 32 deg. F. Above 
this temperature it is normally gase- 
ous, but at lower temperatures it be- 
comes liquid. The boiling point of iso- 
butane is 12 deg. F., while that of pro- 
pane is—44 deg. F. They are liquefied 
at the point of production for con- 
venience and economy of storage and 
transportation, but may only be held 
in liquid form at normal tempera- 
tures by confining them within closed 
steel containers. Since the pressures 
that these products develop increases 
as temperature rises, it is necessary 
to provide containers of high 
strength, capable of withstanding the 
pressures developed as the result of 
any normal temperatures at which 
they may be stored. 

In order to prevent the containers 
from bursting under the pressure 
that might be developed if exposed 
to abnormally high temperature, 
they are designed with approxi- 
mately four or five times the strength 
required for normal storage pres- 
sures. It is conceivable that under 
conditions of extreme heat the in- 
ternal pressure might become suf- 
ficiently high to burst even this 
over-strength container. Should this 
happen, the entire contents of. the 
tank would be released instantane- 
ously, causing the worst possible con- 


dition from the standpoint of fire 
hazard. To prevent the tank from 
bursting, it is equipped with one or 
more pressure relief valves, which 
open at pressures below the limit of 
the tank’s strength to discharge part 
of the tank contents, and thus main- 
tain pressures within the safe limit 
of the container. 

From the standpoint of fire hazard, 
the tank is going to lose some of its 
contents if it gets too hot. The pres- 
sure relief valve is there to prevent 
the loss of all of the tank contents, but 
we also take precautions to install 
it so any possible escape of fuel will 
be held to the lowest limit. The relief 
valve is installed in the vapor space 
of the tank so only vapor will be dis- 
charged. Allowing liquid to. escape 
would release many times as much 
fuel, and multiply the hazard tre- 
mendously. It is the hazard of dis- 
charging liquid instead of vapor that 
makes filling tanks beyond the legal 
“filling density” a highly dangerous 
practice. No LPG tank should ever 
be over-filled under any conditions. 


VAPOR PRESSURE OF BUTANE PROPANE EME 
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propane affect the design and safety re- 
lief valve settings of containers. 
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L. P. gas will burn only when 
mixed with air in certain proportions. 
The flammable limits, within which 
combustion will take place, are given 
in table 1. Since most L. P. gas is a 
mixture of butane and propane, we 
must consider that the range of 
flammability includes the highest and 
the lowest limits for these products. 

If you ever need to fight a fire in 
which LPG is involved, or must han- 
dle a situation in which gas has 
escaped but has not been ignited, you 
are not going to wait to analyze the 
mixture of air and gas to determine 
their proportions. But you must 
realize that no gas that escapes into 
the atmosphere is ever safe until it 
is diluted beyond the lowest limit of 
flammability. The flammable mixture 
will burn if ignited, and the mixture 
that is “too rich to burn” must pass 
through the flammable range before 
it can be regarded as harmless. It is 
on the flammability characteristics 
that most of the successful methods 
of prevention and control of L. P. gas 
fires are based. 





Table 1 
Flammable Limits of L. P. Gas in Air 
Given as % of Gas in Air-Gas Mixtures 
Propane 
2.4% 
9.5% 


Butone 
1.8% 
8.4% 


Lower limit 
Upper limit 


GAS-AIR 


Detecting L. P. gas after it has 
escaped is important in preventing 
fires and explosions. In the vapor 
state, it is almost invisible. Like any 
other volatile substance, its rapid 
evaporation produces a refrigerating 
effect, causing condensation of atmos- 
pheric moisture, which is visible at 
the point of escape, and appears 
much like a jet of steam. This fog 
may linger and drift with the escaped 
gas, gradually disappearing into the 
air. As an aid in detecting the gas, 
odorants are used to give it a dis- 
tinctive and unpeasant odor. This 
odorant is so powerful that the nor- 
mal individual can detect escaped gas 
by its smell in concentrations as low 
as one tenth of the lower limit of 
flammability. The odorant is a warn- 
ing—if you can smell it, be careful. 
You can not tell from the odor 
whether or not the gas is present in 
flammable quantities, so the only 
sensible course is to consider that it 
is dangerous until you are sure that 
it has been shut off at the source and 
diluted below the danger point. 

All L. P. gas is heavier than air. 
Propane is 1.5 times as heavy, and 
butane and iso-butane have twice the 
weight of air. When released into 
atmosphere, they tend to settle to the 
ground, and unless rapidly dispersed 
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High vent stacks are used on large stor- 

age tanks to encourage dispersion of dis- 

charged gases below flammable limits 
before reaching the ground. 


by moving air, they will flow down 
hill either along the surface, or into 
basements or any other hollows that 
may be in the direction of the drift. 
In these respects the behavior of 
L. P. gas is identical with that of gaso- 
line vapor. In still air, the dispersal 
into the atmosphere is quite slow, but 
the mixing process becomes more 
rapid as motion of air increases. Like- 
wise, the discharge from the top of a 
vent stack permits rapid mixture as 
the escaped gas makes its way to the 
ground. It is this mixing action of 
moving gases that makes it advisable 
to vent large storage tanks up into 
the air by means of stacks connected 
to the pressure relief valves. 
Summarizing briefly, these are the 
characteristics of liquefied petroleum 
gas which produce fire hazards, and 
determine our procedure in prevent- 
ing fires from occurring and fighting 
those which:do occur: the gas is 
highly volatile, and is held under 
pressure; it will burn if it reaches a 
source of ignition while mixed with 
air in flammable proportions; its 


’ rapid evaporation produces a refrig- 


erating effect; it is odorized as a 
warning that it may be present in 
dangerous quantities; it may travel a 
considerable distance from the pcint 
escape in hazardous concentration, 
either down-wind or down hill. 
You will recall that in previous 
assignments we called attention to 
many rules, regulations, and precau- 
tions which, if followed, would mini- 
mize the chances of escape of ‘uel 
under normal conditions, and other 


.regulations regarding thé location of 


storage containers that would mini- 
mize the possibility of allowing ‘uel 
lost in filling tanks or changing cylin- 
ders from getting to sources of igni- 
tion while still in sufficient concentra 
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tion to be flammable. Let us briefly 
review some of these provisions 
which directly affect fire hazards 
which may be of value in preventing 
or controlling fires: 

No L. P. gas container of any type 
should ever be filled beyond the 
proper level. If exposed to excessive 
heat, an overfilled tank may dis- 
charge liquid fuel instead of vapor 
through the pressure relief valve. 

No propane or butane-propane mix- 
ture should ever be stored in a bu- 
tane tank (80 to 125 psi working pres- 
sure). The safety relief valve is set to 
protect the tank, and the normal 
pressure of the propane or mixed 
fuel may operate this valve at normal 
atmospheric temperature on a warm 
day. Working pressures of 200 psi 
or higher are necessary for propane 
storage. 

All house piping should be pres- 
sure tested and found free from leaks 
before the gas is turned on at the 
cylinder or the tank. 

Manual shut-off valves are re- 
quired at the cylinder or tank, and 
ahead of every appliance. (The latter 
are frequently omitted.) 


Pipe ends must be capped immedi- 
ately upon removal of an appliance, 
and the gas valve at the storage con- 
tainer should never be opened unless 
and until it is certain that all uncon- 
nected pipe ends are capped and. all 
appliance valves are closed. 

Portable room heaters should not 
have built-in gas cocks—the gas 
should be controlled at the wall or 
floor by a suitable valve so designed 
and located that it will not be turned 
on accidentaly. 

Cylinders and other small contain- 
ers may not be mounted within 5 
feet of an opening into the house that 
is below the horizontal level of the 
cylinder valve. 

Bulk storage tanks must be in- 
stalled outside specified minimum 
distances from buildings already in 
existence, or from lines of adjoining 
property upon which buildings may 
be placed. 

This last regulation serves a double 
purpose — it eliminates the chance 
that fuel lost when the filling hose is 
disconnected might get to a source 
of ignition in a building before it is 
diluted below the limit of flamma- 
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bility, but more important, it isolates 
the tank from sources of immediate 
heat in case a fire should start in an 
adjacent building, and provides space 
in which fire fighters may work to 
provide protection. For these same 
reasons we have regulations against 
the proximity of incinerators and 
open fires, and against allowing 
weeds to grow or combustible trash 
to accumulate around cylinder or 
tank installations. 


Protective Values 


Other important requirements to 
aid in preventing the escape of haz- 
ardous amounts of fuel from contain- 
ers are the automatic protective 
valves which must be included in 
the equipment of stationary storage 
and mobile vehicle tanks. The nature 
and action of these valves will be 
covered in detail in a future assign- 
ment. (Those required on mobile ve- 
hicle tanks were described and illus- 
trated in the Power Department of 
the November ’53 BUTANE-PRO- 
PANE News. See page 146.) For the 
purposes of this lesson it is sufficient 
to know that on all tanks now ap- 
proved for these services, every 
opening through which an amount of 
gas that would be difficult to control 
if ignited, except the pressure relief 
valve, must be fitted with an internal 
automatic closure that will function 


to prevent the escape of large quanti- 


ties of fuel in case the manual ex- 
ternal valve should be broken off, or 
if a service line or filled hose should 
accidentally become broken off or 
disconnected. 

Domestic type tanks of less than 
1200 Gallons capacity having vapor 
withdrawal service outlets of not 
over 5/16 in. internal diameter, 
which are fitted with manually con- 
trolled valves mounted directly at 
the tank, and followed immediately 
by a regulator, are allowed exception 
to the above requirement by Pam- 
phlet 58. Liquid outlet lines of not 
more than % in. inside diameter, 
similarly protected by manual valves 
and regulators, are also allowed the 
same exception on domestic type 
tanks of less than 1200 gallons net 
water capacity. While some state 
codes may not agree with these ex- 
ceptions, the matter is introduced 
here to indicate that in most localities 
we can not expect automatic closure 
of the service outlet in tanks of this 
class. The effect of the regulator is 





to limit the flow of fuel, which may 
be stopped completely by closing the 
manual valve at the tank. 

From the above discussion it will 
be seen that the recognized standards 
for the design and installation of L. 
P. gas equipment, and the established 
regulations for handling the product, 
have been planned and developed 
primarily with the idea of preventing 
fire if possible, and providing a means 
of controlling the escape of gas if the 
containers are exposed to fire. It em- 
phasizes the fact that “fire preven- 
tion” is not some miraculous opera- 
tion that we perform just as a fire 
becomes imminent—it is something 
that is an integral part of every op- 
eration performed in connection with 
the storage, transportation, handling, 
and use of L. P. gas, and the core of 


Tank from wrecked truck — liquid out- 
let valvé knocked off. Excess flow valve 
closed at once, preventing escape of fuel. 


the problem is prevention of the 
escape of the gas. 

Unfortunately, conditions some- 
times arise which cause the escape 
of gas. Cases of mechanical failure of 
approved storage and control units 
which result in escape of gas are ex- 
tremely rare. The most frequent 
causes are accidents of God or man, 
human carelessness, or just plain ig- 
norance. When gas does escape, we 
are either going to prevent a fire, or 
fight one. There is no other alterna- 
tive—and since prevention is the 
preferable course, let us consider the 
steps that may be taken to prevent 
fire when gas is escaping. 

There are five fundamental safety 
procedures which should be followed 
—at once. They are: 

Stop the escape. 

Prevent accidental ignition. 

Prevent entrance of gas into lower 
portions of buildings. 

Clear people out of the danger 
zone. 

See that the gas is dispersed. 
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The first two procedures will gen- 
erally be taken care of first, but the 
order in which the third, fourth, and 
fifth steps are taken will vary with 
circumstances, such as the location 
of the point of escape, proximity of 
buildings, vehicular traffic in the 
vicinity, and many other conditions, 
including the seriousness of the leak. 


Behavior of Escaped LPG 


We know that escaped L. P. gas 
will behave in certain ways, and we 
base our preventive program on 
those facts. It is heavier than air, so 
we know it will be concentrated at 
ground level if escaping out of doors, 
and along the floor below an indoor 
leak. It will drift down-wind or down- 
hill in the open, and will flow into 
basements and other low spots if op- 
portunity offers. It will burn if it is 
exposed in flammable proportions to 
any source of ignition sufficiently hot 
to start combustion — and this may 
include open fires, matches, burning 
tobacco, pilot lights of appliances, 
sparks from electric switches or mo- 
tors, automotive ignition systems, 
hot exhaust pipes, and any number 
of other sources of heat. It will dis- 
perse slowly in still air, and much 
more rapidly in moving air. The dan- 
ger zone will be more localized in 
still air, and more concentrated. In 
moving air, the danger zone will be 
extended, with possibility of a flash- 
back all the way to the source of the 
escape. 

So whether the point of escape is 
in defective house piping, a bulk 
plant or bottling house, or a vehicle 
involved in a traffic accident, the pre- 
ventive measures are the same—stop 
the leak, prevent ignition, prevent 
the gas from getting where it could 
explode if ignited, keep people out 
of the danger zone, see that the gas is 
properly dispersed. 

The ways to accomplish the first 
steps are quite obvious, but the dis- 
persal of gas is sometimes a problem. 
In small confined spaces, such as 
kitchens and basements, natural ven- 
tilation is the principle means. Fan- 
ning the air toward a door or window 
is a safe means of aiding dispersal, 
but the use of an electric fan should 
never be attempted, as the fan motors 
are open to the air, and the commu- 
tators almost always spark. 

Where large volumes of escaped 
gas must be dispersed in an outdoor 
location, the high pressure stream 


from a hose is one of the safest and 
most effective aids. If there is any 
movement of air, the gas should be 
approached from the windward side, 
and the stream played through the 
‘area where it is known or suspected 
that the gas is lying. If you have ever 
cleared the leaves off a lawn with 
a stream of water, you no doubt 
noticed that swinging the nozzle rap- 
idly from side to side did almost no 
good, while moving the stream slow. 
ly along the surface developed 
enough force in the moving air to 
drive the leaves away ahead of the 
stream. The same principle will apply 
to dispersing gas with a hose—the 
object is not to get the gas wet, but 
to drive air through it and dilute it 
to non-flammable proportions in the 
shortest possible time. Where possi. 
ble, it is always desirable to cali on 
the fire department for assistance 
with the dispersal of any really large 
volumes of gas. In case the gas should 
ignite before it is completely dis- 
persed, the presence of the fire de- 
partment at the scene may prevent 
extensive property damage, and 
might even save lives. 

The next possibility to be consid- 
ered is a fire in L. P. gas pouring out 
of an opening, either in a storage con- 
tainer or in the piping connected to 
a container. The necessary steps are: 

Stop the flow of gas. 

Extinguish any fire that the burn- 
ing gas may have ignited. 


Types of Extinguishers 


Fire extinguishers should always 
be available at bulk plants, bottling 
houses, and on transport trucks, de- 
livery vehicles for both bulk and bot- 

_ tled. gas, and on service trucks. The 
regulations generally require ex- 
tinguishers suitable for Class B fires 
(those occurring in flammable liq 
uids), where a smothering (exclu- 
sion of oxygen) effect is essential. 
There are several types of these ex- 
tinguishers, and since their mos: fre- 
quent use will be in controlling Class 
A fires (those in ordinary combusti- 
ble materials), they should be se 
lected with this dual use in mind, so 
they will be effective for prelimi:ary 
control of Class A fires, but suitable 
for Class B fire control if needed. 

In controlling fires in escaping L. 
P. gas, one fact should be thorouzhly 
understood, and should always be re 
membered in the emergency: W1en- 
ever escaping L. P. gases are burning, 
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Big Butler truck tanks give you delivery capacity to serve more 
customers with each trip. By reducing costly backtracking to 
reload, you drive fewer miles, especially when supplying large com- 
mercial installations and big home systems. You can soon see the 
difference on the speedometer and in your bank account! 


Butler balanced design gives you great strength without useless 
dead weight. As a result, you can haul big loads over most unim- 
proved roads. Butler free-flow, three-way piping—to, from, or 
between systems—saves minutes every time you unload. This 
helps you make more deliveries in a day. 

Let Butler engineers show you how a Butler truck tank, matched 
to your individual roads and routes, can reduce your costs and 
boost your profits. Deluxe designs in 1200, 1600, 1800 and 2000 
gallon capacities. Write for more facts, today! 
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no attempt should be made to ex- 
tinguish their flame unless it is posi- 
tively known that by doing so, access 
may be gained to a known shut-off 
valve which will stop the flow of gas. 
So long as the gas is burning, it is 
destroying itself, and rendering itself 
harmless. This is insurance that the 
gas will not accumulate in quantities 
great enough to cause a larger fire or 
possibly an explosion if reignited mo- 
ments later. Under all other circum- 
stances, the only way to put out a 
fire in burning L. P. gas is to close a 
valve shutting off the flow to the 
point of escape. This should always 
be the first step in fighting a gas fire. 
Any good class B extinguisher will 
put out an L. P. gas fire of ordinary 
proportions, but the proper tech- 
nique is to put out the gas fire by 
turning off the gas, and then using 
the extinguisher to put out any other 
fire that may have resulted from the 
ignition of the gas, or that may be 
burning in the vicinity of the L. P. 
gas container. 


Overheating Hazards 


We now come to the third situa- 
tion, in which L. P. gas is escaping, 
and may be burning, as the result of 
overheating of the tank or cylinder. 
Overheating the container causes the 
pressure relief valve to open and dis- 
charge part of the contents of the 
tank. If ignited, this gas burns like 
a torch. If the tank has been properly 
designed and installed, this torch 
burns harmlessly in the air. The ex- 
hausting of part of the tank contents 
causes rapid evaporation of liquid to 
replace the vapor that has escaped, 
and this evaporation refrigerates the 
tank, so in the course of a little time 
the valve closes. If the tank continues 
to receive heat from the outside, it 
again develops sufficient pressure to 
operate the pressure relief valve. If 
the excessive outside temperature is 
maintained, the pressure relief valve 
will operate intermittently until the 
entire liquid contents of the tank are 
exhausted, and there is nothing left 
inside but vapor. As long as there is 
no flame playing directly on the 
vapor space of the tank, the evapora- 
tion of the liquid fuel will hold the 
entire tank to a safe temperature. 
This is a direct parallel to your own 
experience with the teakettle in your 
kitchen at home. As long as there is 
water in the kettle, the boiling fluid 
will limit the temperature and pro- 
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tect the kettle. When the water has 
all boiled away, the teakettle can be 
very quickly ruined by the flame of 
the stove. 

The playing of a direct flame of 
high intensity on the shell of an L. P. 
gas tank from which the liquid con- 
tents have been exhausted, or on the 
vapor portion of a tank which still 
contains some liquid, may heat the 
metal until it loses its strength and 
becomes thermoplastic. The internal 
pressure may then cause the tank to 
bulge, and in some cases it may even 
burst. It will not explode —it will 
merely rupture under pressure, just 
as steam boilers sometimes burst. 
This is not a nice thing to have hap- 


the excess heat is removed, is the best 
possible treatment. 

The water spray treatment is also 
the most effective means of control. 
ling fires in groups of cylinders which 
may become overheated enough to 
cause the safety relief valves to dis. 
charge. Where these cylinders are 
close together, either in storage, in 
transit, or in connected batteries, and 
combustion starts, the heat from one 
may cause discharge from the ad. 
jacent cylinder, which makes a situ- 
ation that requires a great deal of 
cooling to bring under control. Large 
batteries of cylinders should not be 
placed close to combustible struc. 
tures. It goes without saying that any 


\ 


16 cylinders manifolded together supply fuel for heating motel. Installation 
located in clear space away from buildings. 


pen, as considerable damage may en- 
sue and if the tank still contains liquid 
it is likely to spread the fire. But with 
this sequence of causes and results in 
mind, we can prescribe a treatment 
that is a sure cure if it can be applied. 
The basic cause is overheating—we 
can check the whole train of events if 
we can cool the tank sufficiently. 
Water, applied as a gentle spray or 
fog, will keep the tank temperature 
down within safe limits. 

In ‘sprinkling down an L. P. gas 
tank to prevent rupturing, be sure to 
spread the water over a wide area— 
never direct a heavy stream under 
high pressure upon one spot on the 
steel shell, as this could “temper” the 
steel in that area so severely that it 
becomes brittle and weak. A fine 
spray, continued until the cause of 


cylinders still equipped with fusible 


_ plugs add a needless hazard in multi- 


ple installations. The fusible plugs 
should be replaced with solid plugs, 
and the cylinder valves should be 
equipped with the proper pressure 
relief valves. The relief valve may 
cause a momentary problem, but it 
is not to be compared with what 
would happen if a fusible plug should 
melt and discharge the entire con: 
tents of the tank. 

Summarizing this assignment brief- 
ly, the three steps in connection with 
L. P. gas fires are all “prevention”: 
prevent gas from escaping; prevent 
escaped gas from igniting; prevent 
existing fires from causing the escape 
of any more L. P. gas. If you are suc 
cessful in the first step, the other 


two will not cause much trouble. 


BUTANE-PROPANE News 





Let’s make SAFETY Everybody’s Business 





b PREVENT 


the escape of Gas 
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the Gas from igniting 


34 PREVENT 
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The poster on the other side of this page 


is for your use in announcing the Safety 


Meeting covering 


“The Prevention and Control 
of L. P. Gas Fires” 


(See opposite page) 


Fill in date and hour of your meeting, and 
pin on bulletin board. 


* Another poster comes next month. 
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New water heating method does outstanding job in 
The Valley Forge Restaurant 


The Wallep Forge Restaurant, at the famous national 
shrine, Valley Forge, Pennsylvania, daily requires many 
gallons of hot water at two different temperatures. 
Sanitizing 180° hot water is needed to supply the 
automatic dishwasher, and regular 140° hot water for 
the 8 hot water taps (kitchen sinks and wash rooms). 

A Ruud-Monel two-temp” Sanimaster water heater 
solves both problems by providing 180° water and 140° 
water from the same tank at the same time! In fact, 
the Ruud-Monel Sanimaster is the only self-contained 
water heater that supplies both regular-hot and extra- 
hot water from one tank at one time. 


MONEL—NATURE’S WONDER METAL 


SANIMASTER’s tank is made of solid MONEL—the only metal 
that safely holds water at such high temperatures as 180°. 
And it will never rust! Ruud-Monel two°°temp Sanimaster, 
with its exclusive long-life Monel tank, will give you spar- 
kling clean hot water for years.and years. 
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RUUD MANUFACTURING COMPANY 


Pittsburgh 1, Pa. * General Offices « Toronto 14, Ontario 


DECEMBER, 1953 


140° GENERAL USE HOT WATER 
is available continuously at the 8 
hot water taps in the kitchen and 
rest rooms. All this from the same 
tank at the same time. 


In addition to the Ruud-Monel two’ 
temp Sanimaster, Ruud offers a com- 
plete line of water heaters for domes- 
tic, commercial and industrial appli- 
cations, 

For specifications, data and litera- 
ture, write Dept. T4. 











The poster on the other side of this page 
is for your use in announcing the Safety 
Meeting covering 


“The Prevention and Control 
of L. P. Gas Fires” 


(See opposite page) 


Fill in date and hour of your meeting, and 
pin on bulletin board. 


* Another poster comes next menth. 
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New water heating method does outstanding job in 
The Valley Forge Restaurant 


The Wallep Forge Restaurant, at the famous national 
shrine, Valley Forge, Pennsylvania, daily requires many 
gallons of hot water at two different temperatures. 
Sanitizing 180° hot water is needed to supply the 
automatic dishwasher, and regular 140° hot water for 
the 8 hot water taps (kitchen sinks and wash rooms). 

A Ruud-Monel two-temp” Sanimaster water heater 
solves both problems by providing 180° water and 140° 
water from the same tank at the same time! In fact, 
the Ruud-Monel Sanimaster is the only self-contained 
water heater that supplies both regular-hot and extra- 
hot water from one tank at one time. 


MONEL—NATURE’S WONDER METAL 


SANIMASTER’s tank is made of solid MONEL—the only metal 
that safely holds water at such high temperatures as 180°. 
And it will never rust! Ruud-Monel two°°temp Sanimaster, 
with its exclusive long-life Monel tank, will give you spar- 
kling clean hot water for years and years. 





co 
_ 180° SANITIZING HOT WATER 
is piped directly into the Toledo 
DS-22 Dishwasher. Provides posi- 


| tive bacteria destruction. 














RUUD MANUFACTURING COMPANY 
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140° GENERAL USE HOT WATER 
is available continuously at the 8 
hot water taps in the kitchen and 
rest rooms. All this from the same 
tank at the same time. 


In addition to the Ruud-Monel two’ 
temp Sanimaster, Ruud offers a com- 
plete line of water heaters for domes- 
tic, commercial and industrial appii- 
cations. 

For specifications, data and litera- 
ture, write Dept. T4. 





Problems For Discussion At Twelfth Safety Meeting 


Petroleum products are the world’s finest fuels because they offer a highly con- 
centrated form of heat, burn readily and efficiently, and are easy and economical to 
produce, store, transport, and utilize. This is true of the entire range of products, from 
heavy fuel oil down through gasoline and liquefied petroleum gas to natural gas. 

Because of their superior nature as fuels, all of these products present fire 
hazards. They will burn if exposed to air and ignition. Burning under control, they 

_ are man’s useful servants. Burning out of control, they menace both life and property. 

Except in those rare cases classed as “acts of God”, all petroleum fires that burn 
out of control happen because, somewhere along the line, some person failed to do 
the right thing. 

In our branch of the industry, the days when an important percentage of fires 
were caused by inadequate equipment are happily in the past. Our approved equip- 
ment is good. Our use and installation of equipment is not so good, but it is improv- 
ing — coming closer to the day when L. P. gas fires can only be caused by misuse 
of equipment. 

Which is a long way of saying that nearly all L. P. gas fires can be prevented. 
Fortunately, today they are rare, and are becoming more rare with every passing 
year. But they still happen when someone does the wrong thing. 

A serious fire at your company plant, or a bad fire somewhere else originating 
with your company’s product, could be a personal disaster to you. It could result in 
personal suffering, loss of time, loss of pay, or limiting of opportunity. 

Fires are prevented by understanding the nature of the product, the equipment 
with which it is controlled and utilized, the standard procedures for its safe handling, 
and what to do in emergencies. 

It comes back to the same old sermon that we have preached so many times — 
UNDERSTAND, and THINK. 

The problems presented below are there to help you test your understanding of 


how to prevent fires originating with L. P. gas. 


Problem 1 


You receive a telephone call from a customer who 
reports that there is a pronounced odor of gas in 
her kitchen. The company service man is making 
an installation at a house three miles away from 
the place where the gas is leaking, and can be 
reached by telephone. (1) What do you tell the 


customer to do? (2) What is your next step? (3) © 


Outline all steps to be taken at the customer’s 
premises. 


Problem 2 


The company’s bulk truck is out making deliv- 
eries. The valves, meter, and hose are completely 
enclosed in a housing at the back, with tight doors 
and a steel floor through which six % in. holes 
have been drilled for ventilation. En route, a 
valve starts to leak slightly through the packing. 


‘What possible hazards could develop from the 


escape of gas into the closed housing? What cor- 
rective measures would you suggest? What im- 
provements could you suggest in the housing, from 
the standpoint of safety? 


Problem 3 


A cylinder delivery truck is on its route, and is 
forced off the road and overturned in avoiding 
collision with a car being driven recklessly. As 
the cylinders roll out, one is thrown violently 


against a rock, knocking off the cap and breaking 
the valve. The truck takes fire, and gas escaping 
from the damaged cylinder ignites. The flame im- 
pinges against several other cylinders lying in the 
drainage ditch. What will happen if this continues, 
and what should be done to prevent additional 
damage? 


Problem 4 


Fire breaks out in a garage in the yard next 
door to a bulk tank that you are filling for one of 
your suburban customers. When you are first 
aware of the fire, your hose in connected and fuel 
is being put into the customer tank. Describe, in 
their proper order, the steps that you should take. 


Problem 5 


You may never be bothered with a tank that sits 
crosswise of an unsuspected earthquake fault, and 
have the foundations shift as the result of move- 
ment of the earth, but out in California it happened. 
A fitting in the outlet piping cracked, allowing the 
escape of fuel at a rate too slow to operate the 
excess flow valve, and some 4000 gallons of fuel 
escaped. Time, 5 a. m., location, 200 yards from the 
main highway through the San Joaquin Valley. 
As the result of prompt and correct action, fire and 
other undesirable consequences were avoided. How 
would you have handled this situation? 


SEE PAGE 122 FOR ANSWERS TO LAST MONTH’S SAFETY PROBLEMS 
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--++ and for a happier, more prosperous new year, 
better see CALOR now about a contract on your 


Christmas tree with the West’s leading independent 
marketer of LP-Gas. 
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For a more complete service all ways— always call CALOR 











CALOR GAS COMPANY 


114 SANSOME STREET - SAN FRANCISCO 4, CALIFORNIA 
Telephone YUkon 2-3360 
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RESO 
GLOBE 
VALVES 





COMPLETE RANGE 
OF SIZES! 


Globe Angle 
Valves Valves 


No. 2505V —%’" . 2506V —%” 
No. 2507V —1” . 2508V —1” 
No. 2511BV—1%4" » 2512BV—1%4" 
No. 2511V —1'%" » 2512V —12" 
No, 2513V —2” . 2514V —2” 





ANGLE 
VALVES 








LP GAS EQUIPMENT 


Stocked by These Distributors 
GAS EQUIPMENT CO. 
allas, Texas 
GAS EQUIPMENT SUPPLY CO. 
Atlanta, Georgia 
GAS EQUIPMENT CO. 
of DENVER — Denver, Colo. 
TILDEN ENGINEERING & 
EQUIPMENT CO. 
Fresno, Calif. 
A. C. FINK, S. A., Mexico, D. F. 


EMPIRE BRASS MFG. CO., LTD. 


London, Canada 
LP-GAS EQUIPMENT LTD. 
Birmingham, England 





“*BASTIAN-BLESSING?""“* 


4201 W. Peterson Ave., Chicago 30, Illinois 














For year-in and year-out safety and dependability specify RegO’s new globe and angle valves 
... their design is based on proven RegO features and they have fully met the most severe lab- 
oratory and field tests. 


e LEAKPROOF OPERATION — special RegO V-ring plastic pressure seal elimi- 
nates costly and hazardous leaks. Spring-loaded seal maintains proper compression 
to assure easy operation, to automatically take up normal wear and to eliminate 
stem leakage under all operating conditions. 


e RUGGED CONSTRUCTION — heavy cast bronze bodies . . . forged brass 
bonnets . . . stainless steel bonnet bolts... heavy-duty quick-acting Acme threads 
and large cadmium-plated steel handwheels. 


e POSITIVE SHUT-OFF — swivel construction of seat disc assembly results in 
positive alignment and perfect contact between seat disc and valve seat. Valve can 
be back-seated in full-open position. 


e MINIMUM PRESSURE DROP — generous seat opening and valve lift provide 
more than equivalent area through corresponding pipe size. LP-Gas flows through 
valve with minimum friction loss. 


For all of your installations, whether in bulk plants, cylinder filling plants, truck tanks, trans- 
ports or industrial plants it will pay you to specify RegO Globe and Angle Valves. 











RegO is the registered trade mark of Bastian-Blessing Co. 





PIONEER AND LEADER IN THE DESIGN AND MANUFACTURE OF 
PRECISION EQUIPMENT FOR USING AND CONTROLLING LP GASES 
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Eugene W. 
Schrage was 
elected president 
of the Iowa 
LPGA at their 
annual conven- 
tion held recent- 
ly in Des Moines. 
Mr. Schrage, 
who has iong 
been associated 
with the busi- 
ness of liquefied 
petroleum, is vice president of 
Harms-All-Gas Co., Allison, Iowa. 

Other officers elected were: G. 
Vogel, Sergeant Bluff, director-at- 
large; E. Holden, Davenport, vice 
president; G. Prince, Sanborn, treas- 
urer; T. Turner, Mt. Pleasant, ex- 
officio member of the board. 

Directors for the coming year are: 
W. A. Ueltshy, Fort Dodge; D. I. 
Green, Moville; D. L. Franck, Audu- 
bon; P. E. Pellett, Atlantic; C. R. 
Young, Knoxville; L. Winke, Fort 
Madison; E. Davidson, Osage. 

Highlight of the meeting was a 
luncheon at which Tom Turner, 
president of the Iowa LPGA, intro- 
duced Don Ross, of the Meredith 
Publishing Co., who presented an in- 
teresting and informative talk on the 
relationship between the L. P. gas 
industry and the farm population of 
this country. 

An afternoon meeting was devoted 
to a marketers’ session, when Nor- 
man Evans, of the Pressed Steel 
Tank Co., with the aid of slides cov- 
ered the subject, “Care and Control 
of L. P. Gas Cylinders.” Harris Good- 
win, The Bastian-Blessing Co., dis- 
cussed “Care And Preservation of 
Utilization Equipment.” As a service 
feature of the meeting, Frank Kohles, 
Metalbestos, William Wallace Co., 


Eugene W. Schrage 
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conducted a school on “Proper Gas 
Equipment Venting Procedures.” 

A closing address, by Dwight Suth- 
erin, Caloric Stove Co., explored the 
subject, “Can You Stand Alone.” 


Ohio 


The Ohio L. P. Gas Association 
held its fall convention November 
8-10 at the Hotel Sheraton-Gibson in 
Cincinnati. The meeting was the oc- 
casion of the first trade show of the 
association. 


Nevada 


An attendance of 200 was recorded 
at the recent annual fall meeting of 
the Nevada L. P. Gas Association. 

Elected president was George My- 
ers, Lovelock; vice president is Gabe 
Myers of Las Vegas, and secretary- 
treasurer is Charles Cavanaugh of 
Tonopah. 

Speakers included Jack Joell, rep- 


resentative for Selwyn-Landers, 
Woody Commins, Calor Gas Co. and 
Roy Mylander, Ensign Carburetor 
Co. 


Wisconsin 


The fall convention of the Wiscon- 
sin LPGA recorded approximately 
100 in attendance at the Northernaire 
Resort in Three Lakes, scene of the 
event. 

Focal point of the meeting was a 
panel discussion, pertaining to indus- 
try problems. The official panel in- 
cluded Art Kreutzer, LPGA; Mel 
Ennis, LP-Gas Promotional Commit- 
tee; Thurman McCormick, Dri-Gas 
Co.; Harlan Williams, Rapid Thermo- 
gas Co.; Ken Wolfe, Fisher Governor 
Co.; Paul Courtney, National Tax 
Equality Association, and Isi Statz, 
Director of Fire Prevention, State 
Industrial Commission. 

William S. Brenckle is president of 
the Wisconsin group. 


Fall meeting of the Wisconsin LPGA featured panel discussions on industri:! 

problems. Pictured here are Tom Quail, Milwaukee, Harlan Williams, Des 

Moines, lowa, William S. Brenckle, Waukesha, Wis., who is president of the 
association, Mac McCormick, Chicago, and Doc Runde, Sparta, Wis. 
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LOOK TO GQ.Cf FOR 


STER 


ARE YOU cashing in on the new market created 
by Anhydrous Ammonia, the miracle fertilizer? 
Q@C.f has helped to establish and expand this 
growing market by providing tanks, truck tanks 
and tank cars that make handling and distribution 
faster, safer and more economical. 

The higher safety standards of the Q.C.£ U-68 
Tank are the result of x-ray inspection of every 
inch of welded seam...of continuous stress relief 


.-.0f the most modern techniques. Their owners are 
able to acquire and hold the choicest business loca- 
tions in their markets. What’s more they’re lighter, 
cost less to ship...an important point to consider. 


The complete facts may be the beginning of a new 
money-making opportunity for you. See your QLC.£- 
Representative today. American Car and Foundry 
Company, New York - Chicago - St. Louis - Cleve- 
land - Washington - Philadelphia - San Francisco. 


and the GLC LINE for 
TANK CARS e STORAGE TANKS ¢ TRUCK TANKS ¢ SAFETY VALVES 
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CIRCULATORS 
vy FOR ALL GASES * 


COLOR HARMONY 


decorator models 








LITTLE GIANT 
Dove Gray & Coral e« 3 Sizes 





HI-CAPACITY 


Ivory & Brown 


: cies | 


LOWBOY 


Opal-Beige « 7 Sizes 


WRITE FOR CATALOG 53 
See Complete Line. Get Dealer Plan. 


THE OHIO FOUNDRY 
& MANUFACTURING CO. 


“Quality Heating Equipment Since 1846” 


STEUBENVILLE, OHIO 
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Oklahoma 


Nearly 200 were in attendance at 
the recent ninth annual meeting and 
convention of the Oklahoma L. P. 
Gas Association at the Hotel Tulsa 
in Tulsa. 

Jeff Boucher, Standard Fuel and 
Appliances, Inc. of Tulsa was elected 
president, succeeding R. L. Epple of 
Tecumseh. Jewell Callahan, Calla- 
han Butane Co., Broken Bow, was 
elected vice president and Glenn A. 
Springer, Oklahoma City, executive 
secretary and treasurer. 


Claude Berry, mayor of Tahlequah 
and a member of the association, re- 
sponded to Tulsa Mayor Warren’s 
welcome at the general meeting. 
Other speakers included out-going 
president Epple and John Porter, of 
the Arkansas Butane Dealers Associ- 
ation. 

The Oklahoma group has approved 
the establishment of the Journal at 
Tecumseh as the association’s official 
publication, with John Hoffman as 
publisher and editor and Glenn 
Springer as associate editor. 


Kansas 


The Kansas LPGA held its annual 
fall business meeting recently in 
Wichita, featuring reports of the 
president, William B. Hettic, old and 
new business, election of directors, 
presentation of safety awards and a 
discussion of the new special fuel 
tax law. 

Speakers included Robert Strawn, 
Jr., Agricultural Equipment Co.; 


Homer DeVault, First National Bark, 
Pratt, and Louis Marks, the Coleman 
Co. 


With an at. 
tendance regis. 
tered at 150 at 
their recent con. 
vention at the St. 
Nicholas hotel in 
Springfield, the 
Illinois LPGA 
elected Bennie 
Schnepper, Blue 
Flame Gas Co. 
Olney, as their 
president. Har. 
vey Gigstad, Bettergas Co., Prophets. 
town, was chosen vice president, and 
Judd Casey, Butane Gas and Appli- 
ance Co., Centralia, was named di- 
rector. 

Speakers at the event included 
Harold Jalass, vice president of Crib- 
bon and Sexton Co., A. F. Smith, mar. 
ket research, A. O. Smith Corp., and 
Mel Trotter, president of the national 
association. : 


Bennie Schnepper 


Virginia 

George W. Noblett, Jr., Northern 
Neck Gas Co., Kilmarnock, was 
elected president of the association 
at the recent annual meeting in Old 
Point Comfort. Other officers in- 
clude: Robert F. Pecht, Pecht Gas 
Co., Lawrenceville, vice president 


Racer oa ar Re eer 


New officers of the Virginia L. P. Gas Association are, left to right: Robert fF. 
Pecht, vice president, George W. Noblett, Jr., president, retiring president Fred 
R. Hynson, and J. B. Christiansen, new secretary-treasurer. 
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SHREVEPORT, LOUISIANA 
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NOW BEAIRD IS ON THE WEST COAST TOO 


Our new factory at Stockton, California is now in production, manufacturing 
Beaird “Moisture Free” LP-Gas systems. Just as our Shreveport plant serves the 
states east of the Rockies, the Stockton plant serves the West Coast and Meun- 
tain States. 


Here are the features of Beaird LP-Gas Systems: 


ApvANCED DesiGn, including “Moisture-Free” dehydration by exclusive 
Beaird Thermo-Vacuum process. 

NATIONAL ADVERTISING in Good Housekeeping Magazine, Country Gentle- 
man and other leading farm publications. 

Harp Hittinc SALes AND MERCHANDISING PRocRAM, consumer sales aids, 
direct mail advertising, radio spots, sales literature, promotional materials, 
Goop HousEKEEPING SEAL, the seal which has guided careful buyers for 
half a century. 





| BEAIRD | 


THE J. B. BEAIRD COMPANY, INC. 


P.O. Box 248 Telephone 5-7268 
STOCKTON, CALIFORNIA 


LP-GAS SYSTEMS @ ANHYDROUS AMMONIA EQUIPMENT 


Let us quote prices and delivery. 
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Men who will help to guide the Illinois LPGA through the next year are, left, 
Judd Casey, director, and, center, newly-elected vice president, Harvey Gigstad. 
at right is retiring president, John Norris. 
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me =the Gas Range with 
the Future Women Want! 
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There’s a future built into this finer 
gas range—and your customer knows 
it! To her, the name O’Keefe & Mer- 
ritt means less work and worry... 
the utmost in dependability through 
"the years ahead. Let her preference 
improve your future. Write today 
for information on the new O’Keefe 
& Merritt models that will bring 
more sales, more profits to you. 














—the patented work- —thescientificallys/ant- —with instant, finger- 
space that becomes a edknobscan’toverheat tip choice of broiling 
spic-and-span cover —and womenlike their levels and the faster 
when cooking’s done! extra convenience! Speedray Element! 











O'KEEFE & MERRITT CO., 3700 EAST OLYMPIC BLVD., LOS ANGELES 23, CALIFORNIA 








and J. B. Christiansen, Pyrofax Gzs 
Co., Richmond, secretary-treasure:. 
Numbered among the speake:s 
were Julius Klein, Caloric Stove Co., 
who spoke on “Gas Versus Electric 
Appliance Merchandising,” R. W’. 
Rassbach, Scaife Co., whose subje:t 
was “Progress in Safety Devices.” 
and Howard McPherson, American 
Gas Association, whose theme wis 
“What AGA Approval Means.” 
Attendance was registered at 123. 


Kentucky LPGA Exhibits At 
Home Economics Conclave 


Following through in their effort 
to better public relations for the L. P. 
gas industry by close cooperation 
with the home economics forces of 
the state, the Kentucky LPGA ex. 
hibited ten appliances in a three- 
booth space at the annual convention 
of the Kentucky Home Economics 
Association, held at the Kentucky 
Hotel, Louisville, Nov. 5 and 6. 

The booth was staffed throughout 
the open periods by volunteers from 
the membership of the KLPGA. 


Indiana LPGA to Participate 
In Short Course at Purdue 


The Indiana LPGA has been in- 
vited by the Indiana Warm Air Heat- 
ing & Air Conditioning Association 
to participate in their annual short 
course at Purdue University. The 
school will consist of three problems. 


(1) Concerning, basic warm air 
heating procedures, including heat 
loss calculation, comparison of heat: 
ing fuels, adaptability of different 
types of heating equipment. and in- 
stallation problems. 


(2) Will be an advanced course 
covering similar subjects with the 


addition of summer air conditioning. 


(3) Will cover all phases of heat- 
ing and air conditioning of buildings 
of more than normal Btu heat loss 
and heat gain. 

The Indiana Warm Air Heating 
group met with members of the L?G 
Industry to arrange a program t)iat 
will be beneficial to the L. P. gas man. 

Professor Merle McClure, direc ‘or 
of adult education of Purdue Uni- 
versity, Lafayette, Ind., is execu‘ive 
director of the short course. 


East Central District 
Leads Membership Drive 


Signing up 51 of the 65 new mem- 
bers added to the LPGA roster since 
the last issue of the News Let'er, 
East Central District leads the cur: 
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BETTER PERFORMANCE 
IS WORTH ITS SLIGHT ADDITIONAL COST 


SMITH 


PRECISION 


fulane - Propane 


The better performance of Model MC-1 is actually worth much more 
than its slight additional cost. It fills trailer bottles in one minute, 
EL MC-1 100 Ib. cylinders in 3 to 4 minutes, and fuel tanks on motor vehicles 
at a rate of 8 to 10 gallons per minute without a vapor return line. 
illing Cylinders, Trailer Bottles, (This is important to avoid inaccurate metering and customer com- 
Truck and Tractor Fuel Tanks; plaints. It also saves hook-up time.) Smith Pumps are especially de- 
signed to help overcome vapor lock problems. They handle propane 

iniature Bulk Plants, Farms, and as easily as butane or mix. 


Ranches, or as Extra Equipment Can be supplied with built-in starting switch. However, a separate 


outside switch is usually more convenient for the user. 
for Large Bulk Plants, where Y 


Equipped with our patented leak-proof, self-adjusting packing, stand- 


er err Seren: om ard on all Smith Pumps since 1948. 


not be tied up for small sales. 


3 MITH 


PRECISION PRODUCTS COMPANY 


1135 MISSION STREET e SOUTH PASADENA e CALIFORNIA e PHONE PYRAMID 12293 


Write for literature and prices on this or any of nine larger truck and 
bulk-plant models. 
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rent membership campaign for the 
fifth consecutive time. 

Pennsylvania and the newly inte- 
grated state of West Virginia each 
brought 17 new members into the 
association ranks. William H. Plank, 
Harrisburg, Pa., is secretary of the 
East Central -District. 


Norman Evans Heads 
New LPGA Committee 


Appointment of Norman Evans, 
Pressed Steel Tank Co., to the newly 
formed Pension Committee was an- 
nounced recently by LPGA president 


M. L. Trotter. Other members are 
Charles O. Russell, Rapid-Thermogas 
Co., Des Moines, Iowa, and Howard 
White, executive vice president of 
LPGA. 

The group will administer the 
LPGA pension trust for staff em- 
ployes recently established by the 
board of directors. 


LPGA Names Two 
District Directors < 
In recent balloting to fill vacancies 


existing on LPGA’s board, two dis- 
trict directors were elected. They are 
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J. L. Fietze, Fuelite Natural Gas 
Corp., Lexington, Mass., for the New 
England district and E. L. Mills, The 
Bastian-Blessing Co., Chicago, for 
the North Central district. 


New Manager For 
East Canadian District 


Arnold J. Slee- 
man has been :e- 
tained as secre. 
tary-manager of 
its East Cana. 
dian District, 
Liquefied Petro. 
leum Gas Associ- 
ation, ' Chicago, 
announced to- 
day. His office is 
at 19 Richmond 
St., W., Toronto, 
Ont. 

The Toronto office will provide lo- 
cal services to Canadian industry 
members and operate on a basis simi- 
lar to other LPGA district headquar- 
ters, located in Wichita, Kan.; Den- 
ver, Colo.; Atlanta, Ga.; Boston, 
Mass.; Chicago, Ill., and Harrisburg, 
Pa. 


Arnold J. Sleeman 


LPG Promotion Group 
Starts Fifth Year 


Ten new members, a dozen reap- 
pointees and 18 who have another 
year td serve now comprise the Na- 
tional Committee for LP-Gas Promo- 
tion. The group started its fifth year 
recently with a meeting at the DeSoto 
hotel, St. Louis, Mo., at which time 
members were named. 

The group directs the National LP- 
Gas Promotional Program, industry- 
wide effort of the liquefied petroleum 
gas business. Co-sponsored by the 
Gas Appliance Manufacturers Asso- 
ciation, Liquefied Petroleum Gas As- 


| ° sociation and Natural Gasoline As- 


sociation of America, the project, 
which had its inception in 1949, in- 
cludes broad-gauge advertising, pub- 
licity and employe training activi- 
ties. 

William A. Baden, Anchor Petro- 
leum Co., Tulsa, Okla.; George P. 
Bunn, Phillips Petroleum Co., B:rt- 
lesville, Okla., and Howard E. Felt, 
Warren Petroleum Corp., Tulsa, w °re 
renamed to the ‘committee by NGAA 
for two-year terms. Robert Bramdt, 
Cities Service Oil Co., Chicago, Il. 
is a new NGAA appointee, also for 
two years. 

GAMA again selected Lee A. 
Brand, Empire Stove Co., Belleville, 
Ill., who is chairman of the commit: 
tee; A. B. Cameron, Ruud Manu‘ac- 
turing Co., Pittsburgh, Pa.; Lyle } ar- 


BUTANE-PROPANE News 





‘ 
728 
- LET 


* | if 
Pacitic 
@ REGULATE : YOUR PERFORMANCE 


20, , [2 ee a Pacific Regulators are 
is bere ” Ay : engineered to meet 


specific load requirements 


3 BT | i a \ ay D-1600 


Fron two Pacific regulators will 
thes -gvomepaccommodate all LP-Gas load requirements. 
Ap- Ra, A thes ‘They are et engineered and precision 


mS ws Me > pee ed on the unit for its heat 
p. * Ua bla Kies toate + ewer tion qualities. The large 
- ; RN j mn WS -) © passage area at the point of 
he \ Y as ee ‘painted aluminum reduces the 
50- \ rg ‘< Ph eRe a possibility of freeze-up 
Z K | a : geet ~~ trouble to a minimum. 


ot D-255 
a Regulator Assembly | 


fer 
Pacis 


it INTERNATIONAL PRODUCTS, INC. 


rr 128 East Las Tunas Drive, San Gabriel, California 
Telephone CUmberland 3-4759 


is DECEMBER, 1953 





both producing and 
e your source in our 


@ Albuquerque 


Houston 


vey, Affiliated Gas Equipment, Inc., 
Cleveland, O., and David K. Patter- 
son, Servel, Inc., Evansville, Ind., 
for two-year terms and named Wil- 
liam H. Ferriss, Temco, Inc., Nash- 
ville, Tenn., to fill a one-year vacancy. 

New committee members chosen 
by LPGA to serve two years are C. 
J. McAllister, The Parlett Gas Co., 
Waldorf, Md.; Spencer Nitchie, Bu- 
tane Corp., Phoenix, Ariz.; Talmadge 
Lovelady, Pure Gas Service, Wor- 
land, Wyo.; F. N. Mabee, Mountain 
States Gas Co., Denver, Colo.; W. B. 
Wight, Consolidated Gas Co., At- 
lanta, Ga.; Charles O. Russell, Rapid- 
Thermogas Co., Des Moines, Ia., and 
George E. Kemper, A. O. Smith 
Corp., Houston, Tex. K. H. Dickson, 
Uregas Service, Moberly, Mo., will 
fill a one-year vacancy. 


Bastian-Blessing Co., Chicago; Peter 
A. Anderson, Cargo-Guard Co., Port. 
land, Me., and Ralph E. Meeder, Sel. 
wyn-Landers Co., Los Angeles, Calif. 


Earl Eacker 
New AGA Head 


Earl H. Eacker, president of Boston 
Consolidated Gas Co., Boston, Mass., 
was elected president of the Ameri- 
can Gas Association at its 35th an. 
nual convenion recently held in St. 
Louis, which drew nearly 5000 dele. 
gates from gas utility and pipeline 
companies. 

Other officers elected included: F. 
M. Banks, president, Southern Cali- 
fornia Gas Co., Los Angeles, first vice 
president; Dean H. Mitchell, presi- 


f petroleum products mak 


dent, Northern Indiana Public Serv- 
ice Co., Hammond, second vice presi- 
dent, and Vincent T. Miles, treasurer, 
Long Island Lighting Co., Mineola, 
N. Y., treasurer. 


@ St. Louis 


Reappointed to the committee by 
LPGA were A. H. Cote, suburban 
Propane Gas Corp., Whippany, N. J.; 
Walter A. Naumer, Pyrofax Gas Co., 
New York, N. Y.; E. L. Mills, The 


the Universal sign is emblematic of quick, accurate 


and reliability in serving customers in 
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1954 


JANUARY 
Jan. 10-11—Arkansas Butane Deal- 
ers Association. Midyear meeting. 
Jan. 25-26—Michigan LPGA winter 
meeting, Pantlind Hotel, Grand 
Rapids. 


FEBRUARY 


Feb. 15-16—Indiana LPGA. Annual 
convention and trade show. Clay- 
pool Hotel, Indianapolis. 

Feb. 21-22—lowa LPG Service School, 
University of lowa, Ames, lowa. 
Feb. 26—-NGAA Permian Basin Re- 
gional Meeting, Lincoln Hotel, 

Odessa, Tex. 


MARCH 


Mar. 15-17 — Midwest Gas Associ- 
ation. Annual meeting. Fort Des 
Moines Hotel, Des Moines, lowa. 


Mar, 22-24—LPGA Southeastern Dis- 
trict. Annual convention. Atlanta- 
Biltmore Hotel, Atlanta, Ga. 


Mar. 25-26—New England Gas As- 
sociation meeting. Hotel Statler, 
Boston, Mass. 


APRIL 


April 5-7—Nebraska Liquefied Petro- 
leum Gas Dealers Association. An- 
nual convention and trade show. 
Fontenelle Hotel, Omaha. 





April 9-10—Western Liquid Gas As- 
sociation of California. Annual 
meeting, Palace hotel, San Fran- 
cisco. 

April 14-16—National Petroleum As- 
sociation. Semi-annual meeting. 
Cleveland Hotel, Cleveland, Ohio. 

April 21-23—NGAA 33rd Annual 
Convention, Baker Hotel, Dallas, 
Tex. 

April 25-27—wMississippi LPGA. An- 
nual Convention. Edgewater Gulf 
Hotel, Edgewater Park. 

April 26-28—Midwest’ Regional Gas 
Sales Conference. Edgewater Beach 
Hotel, Chicago, Ill. 

April 26-28—Southern Gas Associ- 
ation. Annual convention. Houston, 
Texas. 


MAY 
May 9-12—LPGA annual convention 
and trade show. Conrad Hilton ho- 
tel, Chicago. 
May 19-21—Gas Appliance Manufac- 
turers Association. Annual meetins. 
Drake Hotel, Chicago. 


JUNE 
June 6-8—Arkansas Butane Dealers 
Association. Annual convention. 
June 28-29—Wyoming LPGA. An- 
* nual Convention. Townsend Hote!, 
Casper. 





——— 
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The Master Twin Barrel 


For more load capacity and more profits on each trip, this 
Twin Barrel Giant has been fabricated of light weight, 
high tensile steel. This unit with a 6,000 gallon capacity is one 
of many standard items on our production line. We also handle 
custom production. 


FUEL SYSTEMS 


‘ sis Shy mg oe ghee Ba DOMESTIC SYSTEMS 

: ameter by 31” long with 20-gal- Only one of our many tanks. A new 
aa lon capacity through 24” by 60” 500-gallon Propane tank that meets 
200-Lb. Working long with 103-gallon capacity. all demand requirements. Compact 
Pressure. ASME Special sizes on request. fitting arrangement for liquid with- 
Code Construe- drawal in top and bottom. Many 
tion, 58 Water other sizes of Butane and Propane 
: Tanks for above or underground. 


Gallon Capacity. Meets all Code Requirements. 


%* 
Every Master tank Phone, write or wire your 


° au : requirements 
is Qa Master P. 1eCce La ISN Also Storage Tanks, Truck Tanks, Refin- 


ery Equipment, Anhydrous Ammonia 


° oy . \ : . 
of Con stru cti on y, é \ Vessels, Large Diameter Line Pipe. 
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New Foot Ring Mastic 


Stops Rust on 
LP Gas Cylinders 


Royston Laboratories, Inc. (first and only 
firm in their industry to join the L.P.G.A.) 
were swamped with requests for samples of 
their new corrosion-resistant Roskote Foot 
Ring Mastic at the L.P.G.A. Convention. 
There was good reason for this unusual 
interest. Roskote Foot Ring Mastic gives LP 
gas cylinders matchless protection against 
moisture, acids, alkalies, electrolysis and the 
resulting damage by corrosion. It withstands 
heavy abrasion, won't become brittle or sag 
through a temperature range of -40°F to 375F°. 


The foot ring of the cylinder at the left 
has been coated with Roskote Foot Ring 
Mastic. The one on the right, coated 
with an ordinary paint has already 
started to blister and rust. 


Easily Applied 

This rust preventive mastic is applied by 
either brush or spray gun. It is applied cold 
and dries in approximately one hour. It's 
non-toxic, safe to use without harming skin. 


Tough 

Its horny film withstands the most severe 
vibration, distortion and bend tests. It does 
not oxidize, alligator, crack, check or scale. 


Saves Rusted Tanks 


On foot rings that have started to rust, the 
surface should be wire-brushed to remove 
loose scale,.then coated with Royston Red 
Primer 4452A. The primer will arrest further 
rusting and form a tight bond to the metal. 
Roskote Foot Ring Mastic should then be 
applied to form a heavy, effective moisture 
barrier. 


Wide Industry Acceptance 

Over 100 major utilities, pipeline and oil 
companies have adopted Royston materials 
to prevent losses due to corrosion of buried 
and exposed steel structures. Royston’s special 
formulations for varied industries have earned 
for them the reputation of a leading manu- 
facturer of ‘‘tailor-made’’ coatings for cor- 
rosion control. Many 30,000 gallon LP gas 
underground storage tanks and thousands of 
gasoline storage tanks have been coated with 
Roskote Mastics. 


Free Samples 


For further information and free samples ot 
Roskote Foot Ring Mastic and Royston Red 
Primer 4452A write to: 


OVS 7.0 N 


LABORATORIES, INC. 
BLAWNOX, PA. 





Products 
and Trade 


Publications 


1. Regulators 


American Meter Co. has announced 
the production of its new Series 1400 
Reliance regulators for house or serv- 
ice low pressure installations. These 


regulatorg are particularly suited to 
applications where distribution sys- 
tems are converted from low to high 
pressures. 


The new regulators feature ease 
of installation and mounting in 
any position through incorporation of 
a union type removable pipe section. 
Regulators can thus be quickly in- 
stalled in close quarters where space 
restrictions are encountered in exist- 
ing meter piping, without difficulties 


-and without the need for accurate 


alignment with the diaphragm sec- 
tion. The company states that the 
Series 1400 units are particularly de- 


signed to stand up under rugged op- 


No. 


No. 


To secure further information on 


products or new publications, fill ow 


the coupon and mail, indicating 
number the items desired. " 


erating conditions with minimum 
maintenance, yet provide precise 
regulation over a wide range of flows 
and supply pressures. Maximum in. 
let pressure is 75 pounds per square 
inch. 

For safety, the company advises, 
the regulators are strongly con- 
structed to withstand normal installa- 
tion stresses without damage. Also, 
a large area vent is provided for | 
emergency gas escape in case of ex- 
cess pressure. Large, soft, standard 
regulator springs provide accurate 
setting of outlet pressure and prevent 
adjustment for excessively high pres- 
sures. An optional built-in mechan- 
ical relief valve is set to relieve at 
approximately 14 inches of water. 
The Series 1400 Regulators are fur- 
nished with 34, 1 and 1%-in. standard 
pipe thread connections. 


American Meter Co. 


2. Nameplates 


Dietz Photo-Chemical nameplates 
are made by a process developed by 
The Henry G. Dietz Co. for use in 
manufacturing nameplates at low 
unit cost in small quantities. 

This process is unique in that 10 
reproductions can be made at a unit 


READERS’ SERVICE COUPON 


Just fill in this coupon for Products information and 
copies of new publications, and mail to 
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Shell has long maintained 

the policy to sell propane only 
within the company’s capacity 
to produce and deliver. 


This assures contracted customers 
a continuous supply of Shell Propane. 


heres another reason... 


‘Shell has huge subterranean “Jugs” —caverns 
in salt domes, hundreds of feet below the 
surface of the earth. They are filled with millions 
of gallons of propane ready to go. 

These Jugs are typical of the additional protection 
Shell provides its contracted propane purchasers. 


SHELL OIL COMPANY 


ATLANTA « BALTIMORE - CHICAGO « CLEVELAND - DETROIT 
INDIANAPOLIS - LOS ANGELES » MINNEAPOLIS - NEW ORLEANS 
PORTLAND, OREGON « SACRAMENTO « ST. LOUIS « SAN FRANCISCO + SEATTLE 
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sis 


cost almost as cheaply as for a quan- 
tity of 500. 


Nameplates can be supplied on any 
non-porous surface, such as metal, 
aluminum, glass, etc. They are also 
obtainable on .003 inch thickness of 
aluminum foil backed with a high 
tensile bonding material. They may 


be produced in a variety of colors. 

Dietz Photo-Chemical nameplates 
can be obtained by either the cus- 
tomer supplying the art work copy, 
or by sending in rough sketches, in 
which case the art work wil be done 
by the Dietz Co. 

The Dietz Photo-Chemical Process 
is also available for use in the cus- 
tomer’s plant. On the customer’s 
premises, nameplates can be made 
by unskilled help in broad daylight 
in a few minutes when supplied with 
the Dietz process equipment and 
photo-chemical materials. 
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We don’t believe any range in the world sells itself. But 
we know these features help you sell Enterprise. And 
Enterprise helps you to bigger profits by creating above 
average volume at below average prices (up to $75 lower 
than ranges with the same features) with a normal 


mark-up. 


It’s well worth the few minutes it takes to get the full 
story. Write, wire, or call today: 


Serving a@ value-conscious America for nearly 100 years. 


PHILLIPS & BUTTORFF MANUFACTURING COMPANY 


NASHVILLE, 


TENNESSEE 








The process is able to reproduce 12( 
line half-tone prints, and when repro. 
duced on a non-combustible material, 
they are not affected by heat or cold, 
Flame will not destroy the image 

Because of the ability and low cost 
of Dietz Photo-Chemical Process to 
reproduce very fine details not pos. 
sible with other methods, it is ideal 
for other uses, such as lofting. 


Henry G. Dietz Co. 


3. Woven Wire Sling 


Bulky LPG tanks have become 
easier to handle for the Butler Manu. 
facturing Co. through the use of a 


woven wire sling as shown in the 
accompanying picture. 

The woven wire is broad and flat, 
provides a wider bearing surface and 
requires a single sling instead of the 
two-wire bridle rope wire sling for- 
merly used. The complete hook-up 
requires only a matter of seconds, 
with the sling fitted around the tank 
in a choke hitch and the free end of 
the sling handle attached to the A- 


‘ frame hoist mounted on the truck. 


The sling can be rolled into a coil 
and stored in either cab or trailer 
when not in use. The woven wire con- 
struction prevents tangling or kink- 
ing even after long use. 


The Cambridge Wire Cloth Co. 


4. 2-Way Radios 


‘To prevent the obsolescence of 6 
volt mobile two-way radio units by 
the trend toward 12-volt automotive 
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is the word for NON= RADIANT TYPE STANDARD TYPE 


DEALER COOL CABINET GasHEATERS 


Oinsiieiaie CONSOLE TYPE GasHEATERS 
pportunities STANDARD TYPE Gae HEATERS 


1. Superior EMPIRE quality assures user sat- 
isfaction, protects your good name and good 
will. 





2. EMPIRE quality eliminates complaints and 
service problems. 

3. EMPIRE quality is a master. selling point 
. . . because your prospects SEE and FEEL it. 
4. EMPIRE quality puts you on top of the 
“light-weight” type of competition. 

5. EMPIRE quality gives you advantages in 
both price and profits. 

6. (And incidentally) EMPIRE doesn’t know 
how to make anything but top quality equip- 
ment. 

Add these up for a very unique PLUS in the 
heating business. 





If YOU are sincerely interested in a profitable 
heating business EMPIRE offers EVERYTHING 
you could ask for. 


“EVERYTHING” includes the broad and com- 
plete line of sizes and styles, and the service 
that keeps an active dealer making méney, 
and the promotions and advertising support to 
put continuous POWER behind your business. 











COOL CABINET 
TYPE 


Never has the heating business been more 
flourishing, and never has there been a more 


promising opportunity for the EMPIRE dealer. 
SILENT AS A KITTEN WITH 


AN EXTRA SET OF PADS 
SEULTHE MOST S 
SEE YOUR REPRESENTATIVE OR WRITE DIRECT TO EMPIRE 
STOVE COMPANY 


BELLEVILLE, ILLINOIS 


WORLD'S LARGEST MANUFACTURER OF Gas FLOOR FURNACES 
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WORLD'S FINEST 
PROPANE 
DELIVERY UNITS 


At New Lower Prices 


Federal Tax Paid 
Easy Terms Available 


MODEL 100 


MODEL 300 


PACKAGED 
TRUCK TANK UNITS 


Prices include tank, piped com- 
plete, Viking KK-190 mechani- 
cal seal pump, 50’ 34” filler 
hose, clearance lights, tank 
painted, ready to use. 

— 100 


1400 W 1600 W.G. 1800 W.G. 

sit 00 $1845.00 $1960.00 
150.00 for Model 200 
50.00 for Model 300 


we can furnish any make or 
model NEW TRUCK, including 
Ford, Chevrolet, G.M.C., Dodge 
or International (factory LPG 
equipped), and save you up to 
$600.00 on a new truck. 


Any make or model pump or 
meter can be supplied. 


New 1953 2-ton Chevrolet, 2- 
speed, 825x20, 10 ply rear tires 
— $2150.0 


Hose Reels — Fire Extinguishers 
LPG Carburetion ~ 


SEVERAL GOOD USED 
PROPANE TRUCKS FOR SALE 


IMMEDIATE DELIVERY 


_ Call 
phones 570 or 686 
Preston W. Grace 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 














electrical systems, Motorola Inc. has 
designed two small, highly efficient 
12-volt to 6-volt converter units. One 
converter is capable of supplying 
from 10 to 50 amperes, the other from 
10 to 30 amperes. 

Both units, utilizing a special trans- 
former-vibrator circuit, have conver- 
sion efficiencies of better than 80%. 
Long life and high reliability are 
assured through the use of a heavy 
duty, 16-contact vibrator. The small, 
compact units may be conveniently 
mounted either in the automobile 
trunk or under the instrument panel. 
Overall dimensions are 7 by 9% by 
6%4 inches. 

The use of these converters is espe- 
cially advantageous to operators of 
fleets which have automobiles with 
both 6 and 12-volt electrical systems. 
With the converters, all mobile units 
of 6-volt design can be used -and 
thereby permit standardization and 
easy interchangeability. 

Although specifically designed for 
use with Motorola 10 and 30-watt 
mobile two-way radio units, the con- 
verters may be used with any mobile 
unit which operates within the given 
amperage limits. 

There is no indication that there 
will be a wide swing from 6 volt to 
12 volt in the lower priced automo- 
biles. To the extent to which it is 
necessary to change to 12 volt opera- 
tion, these new converters represent 
the practical and economical solu- 
tion. 


Motorola, Inc. 


5. Direct Fired Vaporizer 


A new direct fired vaporizer jias 
been placed on the market by the T. 
Melsheimer Co. This heavy duty 
equipment is available in all sizes 
from 100 to 10,000 gallons per heur, 

This vaporizer has been carefully 
engineered with generous heating 
surfaces for economy of operation, 
and with time-tested controls for the 
ultimate in safety and dependability. 
Fully automatic operation is obtained 
by an industrial type temperature 
controller which regulates the burn. 
er, supplying only the heat required 
to meet the actual load on the vapor. 
izer at any given flow rate. Entry of 
liquid into the vapor discharge line is 
prevented by the liquid level con 
troller. 

The firebox is designed so that it 
is not a source of ignition in the event 
of a leak in the system near the 
vaporizer. 

The vaporizing vessel is x-rayed 
and stress relieved in fabrication and 
all parts of the equipment are built 
in accordance with all applicable 
codes. 

This vaporizer is suitable for in. 
stallation in either straight vapor 
systems or in LPG-air mix plants of 
the industrial stand-by type. It is 
completely weather-proof and wind- 
proof, being intended for outdoor 
installation with no shelter required. 
It may be noted in the picture 
that fire. protection sprinklers are 
mounted over the vaporizers. 


T. Melsheimer Co. 


New Melsheimer vaporizers are direct-fired and are weather and wind-proof, 
being intended for outdoor installation with no shelter required. 


BUTANE-PROPANE News 

















McNAMAR 


BOILER & TANK co. 


BO xX 8 6 8 LU‘ Swe OR tL AHOMA 


DECEMBER, 1953 





6. Incinerator 


Calcinator Corp., manufacturer of 
automatic home type incinerators, 
have recently announced their new 
1954 gas models, which incorporate 
many new changes in design and en- 
gineering that make home disposal 
of garbage and trash quicker and 
easier for the housewife than ever 
before. 

Calcinator fills a long-felt need for 
a home appliance that would dispose 
of all burnable garbage and trash in 
the home, without odor, smoke or 
noise, particularly in suburban com- 


munities where septic tanks prohibit 
the use of sink garbage grinders. In 
many of the large metropolitan areas 
where pickup service is very poor, 
thousands of home owners are in- 
stalling Calcinators, thereby elim- 
inating the unsanitary, unsightly 
garhage can and trash burner. No 
longer need garbage and trash be 
stored for pickup—now it can be dis- 
posed of immediately—right in the 
home. 

The gas Calcinator consumes all 
food wastes, bones, egg shells, rags, 
old shoes, paper, cardboard, vacuum 
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DOUBLE 


Look closely at the diagram above. See the many ad- 
vanced engineering features in this zew Invader pump! ; 


Thanks to the double mechanical seal, 


can’t leak. The bearings are protected against water 
and dirt, assuring long, trouble-free operation. 


Mounted on your trucks or installed i 


plant, Invader LP-Gas pumps will give you the kind 


of service you have always wanted! 


MECHANICAL SEAL 
PROTECTION FOR BEARINGS 


these pumps HERE'S ANOTHER REASON 


why Invader pumps per- 
form better... longer. Im- 
proved, rounded tooth de- 
sign assures less “down” 
time, fewer replacements. 


n your bulk 











Write for Specifications, Dimensions and Prices 





The SCHIRMER-DORNBIRER PUMP Co. 





1719 East 39th Street «© 


Cleveland 14, Ohio 
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cleaner dirt—practically anything ex. 
cept cans and bottles. No water or 
sewage connections are necessary. It 
can be installed wherever a suitable 
flue is accessible. The new 1954 gas 
Calcinator is UL and AGA approved, 
carries the Good Housekeeping Seal 
and is accompanied by a 5 year war- 
ranty. It operates at a cost of only a 
few cents a week. Normal gas input is 
continuous at 1700 Btu. A selector 
control increases input to 3000 Btu 
when fast burning is desired. 

The Calcinator is available in two 
models, standard — metallic brown; 
and de-luxe—white. Both are baked 
enamel silicone finishes. 


Calcinator Corp. 


7. Water Heater 


A newly-developed glass lining, 
possessing rust and corrosion resist- 
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Save on initial cost — single com- 
pact combination units cost less 
than meters and regulators pur- 
chased separately. 


Save on storage space, weight and 
installation costs. 


ideal for myltiple sets with LP-Gas 
single tan ations. 


Like all Sprague 
proven through years o 
in the field. 
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ant qualities “greatly superior to any 
other known commercial substance,” 
heads a list of outstanding features 
of the new Bryant “Crystalglas” au- 
tomatic gas-fired home hot water 
heater. 

Protection afforded by the Crystal- 
glas heater lining is equally effective 
in all areas of the nation, regardless 
of the chemical content of available 
water supplies, it is claimed. 

Exclusive Bryant design, plus an 
extra-heavy steel tank, equip the 
Crystalglas heater to test at 400 
pounds per square inch hydrostatic 
pressure. Standard working pressure 


for the Crystalglas heater is 170 psig. 
Minimum heat loss is assured by a 
heavy fibreglas insulation. 

The new Crystalglas heater is avail- 
able in four sizes to meet all home re- 
quirements: 20, 30, 40, and 50-gallon 
capacities. 

Quality construction features of the 
Crystalglas heater include a heavy- 
duty steel tank, assembled in two 
pieces prior to applying the glass 
coating. The bottom and center flue 
are assembled as one part, and the 
shell and head as the other. 

Crystalglas heater action is con- 
trolled by Grayson Unitrol A thermo- 





ORDERED TODA 


Prompt, reliable delivery usually means the difference between 
‘profit and loss’ for buyers and dealers of LP products. That’s 
why SUNRAY makes a special effort to ship any order — whether 
emergency or routine —in the shortest possible time. 


This reliable service policy, coupled with SUNRAY’s controlled, 
highest quality products, is the reason 
SUNRAY is continuously adding new, 
customers to its “contract account” list. 
Protect your ‘profit’ by‘ordering from 
SUNRAY. 
WRITE, WIRE OR PHONE .. . 


WHEN YOU NEED IT 


SUNRAY OIL CORPORATION 


GENERAL OFFICES 
P. O: Bee 2039 


es. Distance 


TULSA, OKLAHOMA 
> 657 / ] 





stats, suitable for use with all types 
of gases, including LPG and LP.Air, 

Other Crystalglas heater quality 
features include Bryant’s draft di. 
verter, dip tube for introducing cold 
water at the bottom of the tank, cen. 
ter flue equipped with Bryant “Link. 
Trap” baffle for maximum heat ab. 
sorption, selective temperature con- 
trol, automatic pilot action, adjusia- 
ble burners, drain faucet for effective 
tank flushing, a porcelain enamel re. 
flector plate, and a sturdy one-piece 
heater base. 


Bryant Heater Div. 
Affiliated Gas Equipment, Inc. 


8. Incinerator 


Locke Stove Co. has introduced 
a gas-fired incinerator with firebrick 
lining to be sold under its well known 
“Warm Morning” trademark. 


The “Warm Morning” gas-fired in- 


cinerator is AGA-approved for use 
with natural, manufactured, and 
liquid petroleum gases. It will burn 
all garbage and trash, except «ans 
and bottles, to a fine powdery ash. 

A special type of slotted-port burn- 
er, consuming 10,000 Btu’s of gas per 
hour, produces a fan-shapéd fiame 
that instantly’ ignites dry trash and 
quickly dehydrates and burns wet 
garbage. When the main burner is 
not operating, any unburned ga: age 
remaining in the incinerator is slowly 
dehydrated by the 1000 Btu pilot 
light which is fully protected oy 4 
Baso 100% Safety Valve. 

Capacity of the incinerator is 17 
bushels. The full firebrick lining is 
impervious to the corrosive effe:ts of 
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Want valves 
that are fast- 
and safe? 


You are looking at one of the 

toughest jobs ever assigned to a valve. 
_ That’s why they put Rockwood Ball 

Valves on duty in the Globe Oil bulk 
plant at Lamont, Ill. The flow has to 
be full and round — valves must open 
and close in trigger time —to keep 
tank trucks going and coming in 
minimum time. And since this is 
around-the-clock performance, it takes 
the toughness of a Rockwood Valve 
to stand the pace. 

But — it has to be absolutely leak- 
proof, too. Oil sludge over the loading 
area pavement would mean a great 
fire hazard. When a Rockwood Ball 
Valve closes, it’s shut positively. 

This company wouldn’t consider 


any valve but Rockwood for the job. ichansaiteoune ar ca alae ela Shak Lestat tin anal aiais 
: a icks come and go a e Glo i plant at Lamon’ e ick transfer 
pe r would you, after you get the of petroleum products with safety calls for special features. Rockwood Ball Valves have them. 








Four features you need... 


1, Full round flow — no turbulence in fluid stream. 
2. Leakproof — after continued use. 


3. Quick opening and closing — with quarter-turns 
under full pressure. 


4. Longer life — longer periods between replacement 
and no maintenance. 


Tested and listed by Underwriters’ Laboratories, Inc. 
Comes in all pipe sizes. 


ROCKWOOD SPRINKLER COMPANY 
82 Harlow Street 
Worcester 5, Mass. 


Send me illustrated folder V-4 on Rockwood 
Full-Flow Ball Valves. 


ROCKWOOD 


THE FLOW 1S AS ROUND AS THE PIPE irserey 


FULL-FLOW BALL VALVES 
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food wastes and also insulates the 
sides of the incinerator to prevent 
excessive heat radiation. The unit 
measures 35% inches high and 18 
inches square. Connects to 6-inch flue 
and }%-inch gas line. 

The dome and feed door are made 
of heavy cast-iron, finished in heat- 
resistant porcelain enamel. The feed 
door is hinged at the side so that it 
may be opened without the hand or 
arm passing over flame from burning 
trash. A built-in flue passage of heavy 
expanded metal mesh prevents gar- 
bage or trash from blocking flue out- 
let. 


Non-combustible objects, such as 
cans or bottles, which are uninten- 
tionally put into the incinerator may 
be dumped directly into the ash pan 
by means of the draw center, cast- 
iron grate. The ash pan requires 
emptying only once or twice a month 
in average use. 


Locke Stove Co. 


9. Water Heater 


The new Coleman Vitrock water 
heaters, first introduced in the spring 
of this year, are accompanied by an 





+ Bk eA 
P. O. Box 801 





Carter produces high 
quality Propane and Butane 
for both industrial and do- 
mestic uses. Our service and 
products are unexcelled. 


You can depend on Carter. 
Wholesale Only 


THE CARTER OIL Company 


Oo K LAH OMA 


Phone 2-6101 











unqualified guarantee that is offered 
against rust and corrosion combined 
with unusual construction features. 

The sides and top of the tank are 
coated with 3/16 inches of smooth, 
waterproof rock applied by the new 
exclusive patented Burwell method. 
The rock, in a semi-liquid state, about 
like cement, is fed into the tank. The 
tank is then spun at terrific speed of 
over 3000 R.P.M. The tremendous 
centrifugal force generated plasters 
the rock layer evenly over the entire 
surface, driving it into every seam 
or pit to seal the metal with a 100% 
waterproof rock barrier. 

The bottom of the tank and im- 
mersed flue are covered with vitre 
ous enamel in a separate operation 
before being welded to the storage 
tank and the tank goes through its 
rock-lining spin. This operation, the 
manufacturer claims, assures a per: 
fect seal, even over the welded area, 
against rust and corrosion. 

Other features of the new water 
heaters include the famous Coleman 
Blu-Arch burner, an offset bajfled 
flue, double insulation, and a ten 
year warranty guarantee. 


Coleman Co. 


Product Information 


10. Valve Brochure 


A colorful informative brochure, 
illustrating and describing the -om- 
pete selection of Fairbanks new -. P. 
gas valves has just been printed, it 
was announced by The Fairbanks 
Co. 

Construction details, basic specifi 
cations, and valve applications are 
furnished for the bronze globe, angle, 
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The LMC incorporates all the desirable features of home delivery units in one model: 
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check, spring-loaded check and gate 
valves which have the Underwriters’ 
Approval for L. P. gas service and 
carry the required 400# W. O. G. 
pressure rating and LPG-FU body 
markings. The valves are recom- 
mended for all common commercial 
forms of liquefied petroleum (bu- 
tane-propane) gases whether han- 
dled in liquid or gaseous -state and 
are designed for application on all 
types of piping systems for storing, 
transporting, and utilizing these 
gases. Features of Fairbanks valves 


which insure tight seal and positive 
closure are emphasized. 


Fairbanks Co. 


11. Filling Station Folder 


A two-color, four-page folder on its 
new packaged L. P. gas filling station 
has been published by The J. B. 
Beaird Co., Inc., of Shreveport, La. 

The 84-inch by 11-inch folder de- 
scribes in detail the features of the 
newest in the Beaird standard line of 
products for the L. P. gas industry. 








Ouick 





Acting 


charging line 
valve 


> 


OER AAAP OLESEN 


Be eg ON mR aM 


Here's another outstanding Superior 
safety feature—the trip-lever action 
of thenew quick-acting shut-off valve. 
The novel diaphragm valve construc- 
tion assures you of immediate open- 
ing and shut-off—completely safe 
from leaks. Quick-coupler with neo- 
prerie nose seat for quick assembly 
and disassembly. Two-ply, heavy- 
duty neoprene charging hose and 
re-usable stems and ferrules on hose 
ends are other quality features on 
this Superior equipment. 


You can rely on Superior’s Symbol of Safety 








Superior valve & fittings company 


1509 West Liberty Avenue ¢ Pittsburgh 26, Pennsylvania 











The new product is designed for use 
in servicing trucks, buses, passenger 
cars and other motorized equipm«nt 
using L. P. gas as fuel and for filling 
cylinders and bottles. 

Designed and built with all com. 
ponents required for storing and cis. 
pensing L. P. gas, the unit includes 
dispenser, storage tank, pump, hose 
and all fittings, valves and safety con. 
trols. The entire packaged station is 
mounted on a rugged steel skid base. 
An expanded metal guard protects 
piping and valves under the tank and 
allows for circulation of air. 

The smartly styled filling station 
is designed with sleek, modern lines 
and smooth, machine welded seams. 
It is finished in sparkling white 
enamel on a well prepared surface 
which has been sandblasted and 
primed. 

Entitled “Beaird Packaged LP-Gas 
Filling Station,” the folder is avail- 
able on request. 


J. B. Beaird Co. 


12. Price List 


American Tank and Manufactur. 
ing Co. has issued a new price list 
covering their L. P. motor fuel tanks, 
tractor tailored L. P. tanks and twin 


-barrel delivery trucks. The literature 


includes photographs and sketches of 
models and specifications. 


American Tank and Mfg. Co. 


New Publications 
Book on Atomisation 


“The Atomisation of Liquid Fuels,” 
published recently by John Wiley & 
Sons and written by E. Giffen and A. 
Muraszew, gives a concise survey of 
the characteristics, properties, and 
most useful results of the atomization 
of liquid fuels. The authors discuss 
the mechanism of disintegration of 
liquid jets, fuel spray characteristics, 
effect of atomizer on spray charac- 
teristics, simple theory of the swirl 
atomizer, and the use of dimensicnal 
analysis for correlation of atomiza- 
tion data. 

Other topics covered are the effect 
of physical properties of the liquid 
on spray characteristics, effect of the 
properties of the gaseous medium on 
spray characteristics, effect of injec: 
tion pressure on spray character- 


" istics, formation and developmer ‘ of 


intermittent and continuous sprays, 
and experimental methods for assess 
ment of fuel spray characteristic:. 
Dr. Giffen is professor of civil and 
mechanical engineering at Queen 
Mary College, University of London. 
Dr. Muraszew, also of London, has 
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PREST-O-LITE 


TRADE-MARK 


LP-Gas CYLINDERS 


are built to 
make money 
for you... 


Prest-Q-Lite Cylinders combine unsurpassed qual- 
ity, low cost, and attractive appearance to satisfy the 
exact needs of LP-Gas users everywhere. Cylinders 
are rugged and sturdy for long, dependable service 
life. They’re lightweight for easier handling. Factory 
testing is in excess of requirements to assure maxi- 
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Available in popular 20-1b., 40-lb., 60-Ib. 
and 100-lb. sizes, with or without valves. 
Other styles can be made to order. 


mum safety and performance. And all Prest-O-LiTE 
Cylinders are deep-drawn to extremely uniform wall 
thickness so you can be sure of exacting size, weight 
and capacity. Superior anti-rust coating protects the 
cylinder bottom and interior of footring from cor- 
rosion—a valuable safeguard at no extra cost! Durable 
aluminum enamel protects the cylinder finish in- 
definitely and reduces your repainting costs. 

Your wisest, most economical investment in LP- 
Gas cylinders is in the Prest-O-Lire Brand. Write 
or "phone your nearest LinpE Office today for com- 
plete information. 





Data is deeply cut in large characters into 
an extra thick, wide flange on 60-lb. and 











100-1b. cylinders (into valve protecting head 
ring of 20-lb. and 40-lb. sizes). Lettering 
remains easy to read throughout life of 
the cylinder. 














LINDE AIR PRODUCTS COMPANY 


A Division of Union Carbide and Carbon Corporation 
30 East 42nd Street [I] New York 17, N. Y. 
Offices in Other Principal Cities 


In Canada: DOMINION OXYGEN COMPANY, LIMITED, Toronto 


**Prest-O-Lite” and ‘‘Linde’’ are registered trade-marks of 
Union Carbide and Carbon Corporation. 





conducted individual research in the 
field as well as collaborating with 
Dr. Giffen in experiments and earlier 
papers. 

“The Atomisation of Liquid Fuels” 
contains 246 pages and is priced at 
$6.00. . 


Home Heating Book 


—— Norge Heat Division, Borg-Warner 


Corp., has recently published a‘50- 
page book entitled “The Golden Book 
of Heating Knowledge” which pro- 


vides enough basic heating know-how 
for a consumer to intelligently ap- 
praise the different types of heating 
systems. 

The purpose of this informative 
guide is to provide usable basic in- 
formation about “warm air” and “wet 
heat systems” that will enable a home 
owner or prospective home owner to 
get a better understanding of the ad- 
vantages and disadvantages of the 
wide range of heating equipment 
offered in today’s market. Informa- 
tion is also given covering heating 
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LIQUEFIED PETROLEUM GAS 


. in L. P. gas also Cities Service means Good Service 


@ A DEPENDABLE SOURCE 
@ UNIFORM PRODUCTS 
@ A CAPABLE SUPPLIER 
@ TWENTY-FIVE YEARS EXPERIENCE 


CITIES SERVICE | 
co. 


DELAWARE 
Bartlesville, Okla. 
OTHER SALES OFFICES 
Cleveland @ St. Paul © Kansas City ® Toronto 








Chicago, Illinois 








controls, fuel cost reduction, anc: a 
glossary of heating terms. 

The book is obtainable by mailing 
25 cents in coin, along with your re. 
quest, to Norge Heat Division, Borg. 
Warner Corp., 346 E. South St., Kela. 
mazoo, Mich. 


Pyrometer Calibration Data 


The Bristol Co. has announced the 
publication of their new issue of 
“Pyrometer Thermocouple Calibra- 
tion Data.” These new tables are 
based on data recently released by 
The National Bureau of Standards, 
Adopted by the Scientific Apparatus 
Makers Association and the Instru- 
ment Society of America, the new 
tables are corrected to the absolute 
volt and to the International Tem. 
perature Scale of 1948. The Iron. 
Constantan table has also been cor. 
rected to a new curve which has 
been adopted by SAMA. 

Copies of the new tables, bulletin 
P1259, are available from The Bris. 
tol Co., Waterbury, Conn. 


Worthington Publishes 
New Technical Magazine 


Worthington Corp. has announced 
the first issue of the Corporation’s 
technical publication, “Power and 
Fluids.” The new magazine will pre- 
sent articles and other editorial ma. 
terial of such calibre as to establish 
it as a reference for its field. 

“Power and Fluids” will be pre- 
sented quarterly and the editorial 
content will consist of useful and 
authoritative information for readers 
in the power and fluid handling 
fields. It will describe new product 
applications, processes and methods. 
Subjects covered will include instal- 
lations, operation and maintenance 
of industrial apparatus and applica- 
tions of particular ‘interest because 
of specific problems involved. All ma- 
terial will be slanted to serve as a 
technical aid to the reader in his 
work. 

The new publication is expected to 
teach an initial external circulation 
of 25,000. It will be distributed to 
Worthington customers and prospec- 
tive customers, libraries and indus- 
trial relations departments of recog- 
nized technical institutions including 
engineering colleges, technical so- 
cieties, and industrial concern: re- 
questing it. 

“Power and Fluids” will be pub- 
lished at Worthington’s Harr:son, 
New Jersey offices under the edi- 
torial supervision of Cy. Freeman. 
Mr. Freeman is a graduate engineer 
(M.E. Cooper Union) with consid- 
erable experience in technical jour- 
nalism. 
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«| WHEN YOU'RE FILLING CYLINDERS HOUR AFTER HOUR 
..-That’s the Time to Judge a Cylinder Valve! 
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ma tose 
A cylinder valve serves a dual purpose— 

pre (1) TO PROVIDE FREE AND EASY FUEL 

- PASSAGE IN AND OUT OF THE CYL- 


INDER AND POSITIVE SHUT-OFF. 
ing (2) TO PROVIDE A SAFETY RELIEF 


uct AGAINST EXCESSIVE CYLINDER 

ods. PRESSURES. Anything less than that or 

< anything that slows down the filling oper- 

‘ah ation, or hinders quick opening and clos- 

use ing, costs you money in lost time. 

7 : It doesn’t take long to lose a dollar of an 

his employee’s time when he’s got to break 
into the continuity of a well-planned, fast- 

to filling operation to mess around with 


balky, hard-to-open and hard-to-seat 
cylinder valves. 


Yes, the time to judge a cylinder valve is 


ing when you're filling cylinders hour after 

SO- hour. And the time to assure fast, easy 

re- and safe valve action is when you order 

» your next cylinders. SPECIFY SELWYN- 

= LANDERS. They cost no more. 

di- 

an. ‘ ceatioys 7 

- | S-L SELWYN-LANDERS COMPANY 


4709 East Washington Bivd., 


peertaees ih h ass Los Angeles 22, California 
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Service Manual 


The first complete service manual 
ever produced on the subject of main- 
tenance and servicing of center sim- 
mer burners has been released by the 
Harper-Wyman Co. 

The new 48-page manual is de- 
signed to give the gas range dealers 
and his servicemen information that 
will enable them to give superior 
maintenance and installation service. 
In this way customer confidence will 
be gained and will eventually show 
up in increased sales. The manual has 


been prepared in full color so that 
reference to the appearance of the 
flames during burner operation and 
adjustment will be. absolutely au- 
thentic. 

Subjects covered in the booklet 
are: types of burners in use, types of 
valves and their adjustment and 
maintenance, automatic lighting ad- 
justment, types of burner heads, 
changeovers to different types of 
gases and what they involve, and 
how to overcome performance prob- 
lems. In addition, the back of the book 
contains an appendix of reference 








Sell Ransome 


RHT, 1712” long, weighs 3 Ibs., copper 
bronze head 2-3/16” dia., 45° angle. 


LP-Gas Torches 


and Furnaces 


FOR WINTER WORK 


Here’s real cold weather seller—several dealers have sold 100 to 
200 in single season. Large, intense flame holds steady in icy winds 
ond drafts, makes this RANSOME RHT torch ideal for thawing pipes, 
pumps and equipment. Trigger valve available for intermittent work. 
Burns 1 gal. LP-Gas in 90 mins. at 10 Ibs. Lights instantly even at 


30° below. 


BUILDS SUMMER 


FUEL LOAD, 


TOO 


RANSOME RHT torch has plenty of summer uses—melting 
lead, babbitt and white metal; pipe bending, preheating, 
fender repairs, singeing, weed-burning, flame cultivating, 
disinfecting, paint burning, etc. Sells to oil fields, farmers, 
garages, machine shops, factories, sheet metal shops, 
contractors, public utilities, etc. ; 


Stock NOW. Write TODAY for price list, discounts and 


catalog. 


P-2S Furnace makes good space heater (removable 
hood available). No fumes, smoke or soot. Designed 
for melting lead, glue, paraffine, asphalt, etc. 


RANSOME COMPANY 


Liquified Petroleum Gas Division 
41 ROOM Al2 « 4030 HOLLIS STREET « EMERYVILLE, CALIF. 





charts for the serviceman that will 
give him immediate information on 
orifice capacities at various pressures 
for various types of gases and burn. 
ers, orifice areas and diameters, plus 
volume and pressure equivalents. 


The book has been produced in 


pocket-size so that a dealer or service- 


man can carry it conveniently for 
reference at any time. A serviceman 
requesting a single copy will be sent 
one free. The manual is also available 
to gas range dealers, manufacturers 
and other interested parties at 25 
cents per copy in small quantities. 


Special Showings 
Introduce Oran Line 


Oran Co., Columbus, Ohio, manu- 
facturer of Oran “Shallo-Well” oil 
and gas-fired floor furnaces, recently 
held two special showings of their 
new line of “Shallo-Well” gas-fired 
floor furnaces in Atlanta, Ga., and 
Shreveport, La. 

Heating wholesalers, dealers, build- 
ers and architects attended these 
special sessions at which time the 
complete Oran line was unveiled. At- 
tendance was exceptionally high, 
with many surrounding states being 
represented. Oran’s new 90,000 Btu 
input, 67,500 Btu output unit with 
circulating fan and completely auto- 
matic operation was the center of at- 
tention. This is one of the highest 
rated floor furnaces available today, 
and offers new and unique features 
never before incorporated in a gas- 
fired floor furnace. Other Oran units 
shown included the 80,000 Btu, 60,000 
Btu and 40,000 Btu input models. 

This unusual method of “taking 
the new line to the prospects” was 
an original idea of J. E. Ledger, 
Oran’s sales manager. Mr. Ledger 
stated that acceptance was so over: 
whelming, that the company is plan- 
ning additional special shows in other 
areas, in the near future. 


Servel Meeting 
To Unveil 1954 Line 


Servel’s 1954 line of appliances will 
be revealed to the company’s distri- 
butors at the annual national sales 
conference in Chicago on Dec. 14, 15 
and 16, it was announced today by 
James F. Donnelly, vice president in 
charge of sales. 

Headquarters for the sales confer: 
ence will be at the Conrad Hilton 
Hotel. Presentation of the new prod: 
ucts will be made from the staze of 
the Eighth Street Theater, which ad- 
joins the hotel. 
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to preserve your copies 


of the new size 


BUTANE-P 

















A Beautiful DeLuxe Binder 


These binders are made especially to preserve copies of your favorite magazine. 


Holds 12 copies—one full year. Magazines can be inserted or taken out in a second’s 


time, or bound permanently for future reference. Covered with long-lasting maroon 


Du Pont Fabrikoid with the name Butane-Propane News stamped in gold on cover 


and backbone. You'll be proud of these beautiful binders. $2.50 each, postpaid. 


BOUND IN A FLASH 

Slip open magazine under 
elastic band it’s bound 
firmly into place. Can be 
removed just as quickly. 


OPENS FLAT 

The curved backbone and 
patented binding system 
allow each magazine and 
page to open flat. 


Send check for $2.50 for each binder 


BINDS SECURELY 
Patented Elasto Cord sup- 
ports weight of each mag- 
azine separately, no me- 
chanical devices to get 
out of order. 


PERMANENT BINDING 
Plexon plastic covered 
wire and instructions sup- 
plied with each binder. 
Replaces elastic cord for 
permanent binding. 


Butane-Propane News 
198 S. Alvarado St., Los Angeles 57, Calif. 


or $3.00 from countries outside U. S. 


@ Add 3% Sales Tax for California orders, and 
3%% Sales Tax for Los Angeles City orders. 
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A. O. Smith Corp. 


Ralph Swenson 


manager. 


Appointment 
of Ralph E. Swen- 
son as manager 
of the West Coast 
district of the 
Permaglas-Heat- 
ing Division of 
A. O. Smith 
Corp., has been 
announced by S. 
E. Wolkenheim, 
general sales 


Mr. Swenson, who has been sales 





representative for the division in 
Wisconsin and upper Michigan for 
the past four’ years, succeeds H. L. 
Bilsborough, who is retiring. 





= on Nei is 


G. H. “Smoky” Billue 


Phone 


2-4067 


Great Stuff! 


Utilizing Mother Nature’s 


natural structure for storage 
of LPG is right down my alley 
... cause ole “Smoky” Billue 
is the guy who developed the 
underground method for 
SAFE storage, and it’s a lot 
cheaper too. You'll appreciate 
the advantages that we can 


give you and put money in 


your pocket to boot. 


Write for list of 


successful installations 


SECURITY UNDERGROUND 
STORAGE COMPANY 


615 SUNSET 


DRIVE 


WICHITA FALLS, TEXAS 





The West Coast district No. 79 in- 
cludes California, Oregon, Washing. 
ton, Utah, Nevada, Idaho, Arizona 
Montana and a part of Wyoming. 

A new assignment as representa. 
tive of the A. O. Smith Corp. in 
Venezuela, Colombia, Ecuador and 
Peru has been given to Frederick 
Koppl, member of the sales organiza- 
tion of the firm’s International Divi- 
sion. 

Mr. Koppl’s knowledge of the com- 
pany’s products and commercial 
practices, together with his experi- 
ence in selling industrial products in 
foreign markets, gives him a solid 
background for expanding A. 0. 
Smith business in the growing four- 
country trade area in South America 


’ 


Affiliated Gas Equipment, Inc. 


Two major executive appointments 
at Affiliated Gas Equipment, Inc., 
were announced today by Lyle C. 
Harvey, president. 


James A. Hughes Howard L. Clary 


James A. Hughes, a vice president 
of AGE and general manager of 
AGE’s Bryant Heater Division since 
1951, has been appointed assistant 
general manager of AGE in addition 
to his regular duties as Bryant gen- 
eral manager. 

Howard L. Clary has been ap: 
pointed assistant general manager of 
Bryant Heater Division of AGE. Mr. 
Clary was formerly vice president of 
Norge Division of Borg-Warner Corp. 

Mr. Hughes joined the Bryant 
Heater Division in 1949 as assistant 
general manager. 

Mr. Clary is well known natiorally 
in the wholesale appliance business. 
He joined Norge in 1945 and was 
elected a vice president in 1950 
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You'll seil more in 


Liquefied petroleum gas is second only to tele- 
vision in its spectacular growth—and for 22 years 
BUTANE-PROPANE News has been making im- 
portant technical and practical contributions to 
that growth. 


The major textbooks for the industry have been 
prepared and published by B-P News; and nearly 
20,000 letters from readers have been answered by 
our editors with operating and management advice. 


LPG operators look to B-P News for guidance— 
and get it; and as a result, virtually every important 
buyer in the industry is a B-P News reader. 


Paid Circulation Over 11,000 
Average Distribution Over 12,500 
Write for complete market 


and circulation facts 


A Jenkins Publication * 198 S. Alvarado St., Los Angeles 57, California 


a publication with 


industry know-how 


Advertisers know this. Every year for 14 consecu- 
tive years they have used more advertising pages 
in B-P News than in any other LPG publication. 


Exclusive advertisers include such names as Chev- 
rolet—Phillips Petroleum Company—Ruud 
Mfg. Company—Servel, Inc.—Sunray Oil Corpo- 
ration—U. S. Rubber Company—Worthington 
Corporation—and 56 others. 


Your best route to sales in this market is through 
the publication with LPG know-how—BUTANE- 
PROPANE News. 


BUTANE-PROPANE 
Nees 











Skelly Oil Co. 


Don Barton 


Promoted to 
sales manager, 
Skelgas Division 
of the Skelly Oil 
Co. is Don Bar- 
ton, a veteran of 
more than, 20 
years with the 
company’s liquid 
propane gas busi- 
ness, and for the 
last four years, 
director of the 


advertising and. sales promotion de- 
partment for Skelly and Skelgas. 

Beginning his career in the early 
days of the L. P. gas business, Barton 
originaly worked as a clerk in a Skel- 
gas division office at Omaha, Nebr., in 
1929. He became manager of this of- 
fice in 1931 and then followed a series 
of duties and promotions through the 
Kansas City office and the field sales 
organization in the state of Iowa, 
where his work with Skelgas quali- 
fied him as one of the organization’s 
authorities on their vast rural mar- 
ket. 











i .. when accuracy is so easy 


with Red Seal Meters 


No need to rely on guesswork or inaccurate 
gauges when filling customers’ tanks! Do it the 
easy, accurate way, with this dependable Red 
Seal LP-gas meter. Tells at a glance exactly how 
many gallons you've delivered, and permits fast, 


By dependable fills. With a Print-O-Meter register, 
it helps build business by giving your customers — 


positive, meter-printed proof of full delivery. 

The Red Seal is a complete, approved truck 
metering system in one package. Famous for 
simplicity, sustained accuracy, and low mainte- 
nance costs. Designed specifically for LP-gas pres- 
sures. More in use than any other make. Ask for 
Bulletin 779-LP. 


NEPTUNE METER COMPANY ¢ 50 WEST SOTH STREET 
NEW YORK 20, N. Y. 
Branches 
Atlanta * Boston * Chicago °* Dallas * Denver 
Los Angeles *  Lovisville * No. Kansas City, Mo. 
Philadelphia = * San Francisco e Portland, Ore. 
Canadian Factory, TORONTO 14, ONT. 








Whirlpool Corp. 


Several 
changes in sales 
department per. 
sonnel and the 
appointment of 
Ralph Carlson as 
regional sales 
manager of a 
newly created 

§ territory for 

oo | A) Whirlpool Corp. 

Ralph Carlson were announced 

recently by sales 

manager John M. Crouse. Mr. Carl- 

son takes over the sales territory of 

Minnesota, North and South Dakota, 
Nebraska and Iowa. 

Harry Kane, recently appointed 
special field sales representative, has 
been named regional sales manager 
for the western Pennsylvania and 
western New York region, replacing 
Charles Klein, resigned. 

Two additional changes include 
Lawrence L. Kurth, formerly assist. 
ant to John Crouse, to office and traf. 
fic manager; and Howard Fairman, 
previously sales office manager, to 
assistant to Robert E. Beckwith, di- 
rector of market research. 


White Products Corp. 


A. D. Vining has been named exec: 
utive vice president and general man- 
ager at White Products Corp., manu- 
facturers of gas and electric water 
heaters at Middleville, Mich., accord- 
ing to announcement by Edward 
Lamb, president. 


U. S. Air Conditioning Corp. 


The appointment of Walter R. Mur- 
ray as sales promotion manager of 
the United States Air Conditioning 
Corp. has been announced by L. P. 
Hanson, vice president in charge of 
sales. 

Murray was formerly with Vance 
Pidgeon & Associates Advertising 
Agency, Minneapolis. Prior to that he 
was with the Merchandising Division 
of Minneapolis-Honeywell Regulator 
Co. 


’ Trane Co. 


Two personnel additions in the 
heat transfer sales department o! The 
Trane Co., manufacturers of air con- 
ditioning, heating and ventilating 
equipment, have been announced by 
H. C. Rooks, vice president. 

Ellsworth A. Brown, Jr., has been 
appointed assistant to the manager of 
process heat transfer sales. Brown 
has a B.S. degree in mechanical eng'- 
neering from the State Univers'ty of 
Iowa, and an MS. from California 
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Institute of Technology. 

Appointment of Vernon R. Ander- 
son as assistant to the manager of air- 
craft equipment heat transfer also 
was announced. He has a B.S. degree 
in mechanical engineering from Stan- 
ford University. 


Selas Corp. of America 


Thurman G. 
Thurston has 
been appointed 
by Selas Corp. 
as its representa- 
tive in the Cleve- 
land, Ohio terri- 
tory. 
A native of 
Cleveland, edu- 
° % cated at Case In- 
T. G. Thurston stitute of Tech- 
nology, Mr. 
Thurston served as a development 
and sales engineer for Bryant Indus- 
trial Division. 
Mr. Thurston will have his office 
at 1241 Commonwealth Avenue, 
Cleveland 24. 


United States Rubber Co. 


Kent A. Blakeslee has been named 
assistant to Warren A. Tipton, gen- 
eral sales manager, mechanical goods 
division, United States Rubber Co., 
it was announced recently. 

Mr. Blakeslee, who has been a divi- 
sional production planning coordi- 
nator, will assume the duties of the 
new post immediately in the com- 
pany’s general offices at 1230 Avenue 
of the Americas. He joined the rub- 
ber company in 1950 as a sales train- 
ing assistant in the mechanical goods 
division. Formerly he was affiliated 
with the S.0.S. Co. of Chicago as an 
administrative assistant, after serv- 
ing as personnel director for Central 
Republic -Co., Chicago investment 
house, for several years. 

The mechanical goods division of 
U.S. Rubber handles the production, 
distribution and sales of industrial 
rubber products including conveyor 
belting, V-belts and hose. 


Fuclane Corp. 


Walter E. Donovan has been ap- 
pointed advertising manager for 
Fuclane Corp., Liberty, N. Y., mar. 
keters of Happy Cooking Metered 
Gas Service throughout Northeast- 
ern U. §. 

Mr. Donovan’ was formerly with 
The Brooklyn Union Gas Co. as su- 
pervisor of advertising production. 
He came to Brooklyn Union in 1944 
from the Consolidated Edison Co. of 
New York, 

A resident of Massapequa Park, 
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“T SELL JANITROL BECAUSE ... 


ff Statement by Mr. W. A. Schuette, 
Manager, Hausgas, Incorporated, 
leading heating contractor of 
Washington, Missouri. 


@ Hausgas began selling Janitrol because other 
dealers told them of its trouble-free performance— 
they were impressed with Janitrol’s engineering help 
in the broad field of LP Gas application... the wide 
choice of models for all types of heating systems. 
Mr. Schuette has this to say about the years since: 
“Your qualified men have more or less become part- 
ners with us. This has helped us because in the LP 
Gas business, no one person can accumulate enough 
know-how to work all phases himself. Selling one 
name—Janitrol—has built our customer confidence 
and with hundreds of installations made, 
we have experienced no difficulty. 
Janitrol has played a big part in our 
success.” 


Hausgas credits Janitrol for much of their success. It will 
pay you, too, to investigate Janitrol. Write today for particulars. 


-Janitrol 
‘ilomiili te 


oe age peg Se, FF 


‘ 








Long Island, Mr. Donovan wil make 
his home in Liberty. 


Stiglitz Corp. 


James G. Callaway, Jr., has been 
named representative for the Stiglitz 
Corp., Louisville, Ky., manufacturers 
of “Warm-Aire” heaters and “Sun- 
Aire” automatic clothes dryers. Mr. 
Callaway’s territory includes Kansas, 
Missouri and Nebraska. 


- General Gas Corp. 


Rawlston D. Phillips, president of 
General Gas Corp., today announced 


the appointment of Norman E. Woot- 
ers, former president of Gas Refrig- 
eration Co., Inc., as General Gas’ 
manager of sales with headquarters 
in Baton Rouge. 

Mr. Wooters joined General Gas 
last spring as a field sales advisor. Mr. 
Phillips said that in his new position 
Mr. Wooters will aid I. W. Patterson, 
General Gas vice president and gen- 
eral sales manager. 

Mr. Wooters, a former official of 
the American Gas Association, 
served as president of Gas Refrigera- 
tion Co., Inc., in New Orleans from 
1946 through 1952. 














LPG DEALERS! 


Supply your customers with FLINT LPG TANKS and watch 
sales increase! FLINT TANKS offer many outstanding features 
that make them safer; easier to handle; easier to install. 
FLINT TANKS are built in strict accordance with ASME 
code for 200/250 psi working pressure and meet all state 
requirements. Seven sizes from 120 to 1000 gallons. Also: 
6000, 18,000 and 30,000 gallons. 





FLINT STEEL CORPORATION 


MEMPHIS, TENNESSEE 


P. O. Box 3155 


Phone 9-3558 





General Gas Corp. recently an. 
nounced the appointment of Harry 
D. Richardson as general manager of 
its subsidiary, Gamma _ Industries, 
Inc. 

Mr. Richardson was formerly as. 
sociated with E. I. du Pont de Ne. 
mours & Co., the University of Ala. 
bama, and Louisiana Polytechnic 
Institute. 

Gamma Industries produces radio. 
graphy machines which utilize radio. 
active isotopes. 


Sid Richardson Gasoline Co. 


The Sid Rich- 
ardson Gasoline 
Co. announces 
the appointment 
of H. L. Schmid- 
ley as manager 
of its Minne- 
apolis Sales Divi- 
sion. 

Mr. Schmidley 
was with the 
Richardson com 
pany in its Fort 
Worth, Texas, office before being 
transferred to Minneapolis, and prior 
to his association with this company 
was employed as an engineer with 
the Consolidated Vultee Aircraft 
Corp. of Fort Worth, Texas. 


H. L. Schmidley 


Rector Well Equipment Co., Inc. 


Dale A. Black 
& Associates, 
Portland, Ore. 
have been named 
as distributor for 
“Rectorseal,” 
thread sealing 
compound, ac- 
cording to C. L. 
Cron, manager of 
Rectorseal Divi- 
sion, Rector Well Equipment Co., 
Houston, Texas. 

“Rectorseal” is widely used in ihe 
natural gas and LPG field because it 
is impervious to petroleum and all 
of its fractions. 


Dale A. Black 


Handley-Brown Heater Co. 


Mr. Harold E. 
Handley, presi- 
dent and general 
manager of the 
Handley - Brown 
Heater Co., Jack- 
son, Mich., an- 
nounces the ap- 
pointment of Mr. 
E. I. (Gene) 
Jones as repre- 
sentative for 


E. I. Jones 
Handley - Brown -¥ 
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in the territory of Texas and Louis- 
jana. 

Mr. Jones and his associates will 
stock Handley-Brown automatic stor- 
age gas water heaters in their Dallas 
Warehouse where all Handley-Brown 
shipments, into the Texas-Louisiana 
territory, will originate. This arrange- 
will mean prompt supply to the trade 
throughout that area. 

Mr. Jones has been active for many 
years in distribution of equipment 
for L. P. gas operations in the South- 
western United States. Since 1946 
he has headed the E. I. Jones Co. 
of 4332 Fairfax Avenue, Dallas 5, 
Texas, which is the present seat of 
E. I. Jones Co. operations. 


American Meter Co. 


American Me- 
ter Co., manufac- 
turers of preci- 
sion control in- 
struments, has 
announced the 
appointment of 
William N. Don- 
achy and An- 
drew Sesock to 
its sales engi- 

Wm.N.Donachy neering organi- 
zation. 

Mr. Donachy’s new territorial as- 
signment covers southern Kansas, 
western Arkansas and Oklahoma. 

Mr. Sesock’s new appointment as a 
sales representative is to the Billings, 
Mont., district. 





Empire Stove Co. 


Cecil H. Schut- 
ter has been 
named branch 
manager for the 
Kansas City of- 
fice of Empire 
Stove Co., Belle- 
ville, Ill., accord- 
ing to an an- 
nouncement by 

“aw Lee A. Brand, 
C. H. Schutter vice president. 

Mr. Schutter 
will headquarter in Kansas City, and 
serve the Kansas City territory 
which comprises western Missouri, 
eastern Kansas, eastern Nebraska 
and Iowa. 





Hamilton Manufacturing Co. 


R. G. Halvorsen, Hamilton vice 
president in charge of sales, today 
announced that Mr. C. H. Rippe, re- 
cently with Gordon Wilkins Appli- 
ances in Oakland, Calif., has re- 
joined the sales staff of the Home 
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Work-Tested eee 
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It Leaves the Factory 


... fo make sure 
it gives you the 


“Best and the Most 


‘wrench service for your money 


The reason RIEAIB Heavy-Duty Pipe Wrenches are known 
for the brutal punishment they can take is because of the tough- 
ness built into them, checked part by part and then hard work- 
tested when assembled . . . not just one wrench in 100 or 1000 
but every last one! . .. Add the guaranteed repair-free housing, 
no-slip no-lock jaws, handy pipe scale, easy spinning adjust- 
ment nut and comfort-grip I-beam handle and you see why 
genuine RITAID gives you the big value for your money. 
Buy them at your Supply House. 


THE RIDGE TOOL COMPANY °¢ ELYRIA, OHIO 








Appliance Division of the Hamilton 
company. 

Mr. Rippe is temporarily assigned 
to the California area. 


Temco, Inc. 


Temco, Inc., manufacturers of gas 
heating appliances and gas clothes 
dryers, announced recently the ap- 
pointment of Harry Baird as traffic 
manager of the Nashville concern. 

Mr. Baird comes to Temco from 
Oak Ridge, Tenn., where he was in 
charge of motor freight for Carbide 


and Carbon Chemical Co., a division 
of Union Carbide and Carbon Corp. 


Tappan Stove Co. 


Howard W. Davies has been named 
a territory manager in southern Cali- 
fornia for the Tappan Stove Com- 
pany, A. B. Bitzenthaler, vice presi- 
dent in charge of sales announced 
recently. 

A native Californian, Davies work- 
ed as an appliance salesman for the 
Leo J. Meyberg Co., Los Angeles, 
before joining Tappan in August. 








1 Thirty-seven models from 
which to choose. No mat- 
ter what your problem may 
be, there is a Viking to fit 
your needs. 


Five sizes in bulk plant 
units, 5, 10, 20, 30 and 55 
GPM. Three sizes in truck 
pumps, 20, 30 and 55 
GPM. 


3 All power driven Viking 
LP-gas pumps are avail- 
able with a field-proved, 
dry-liquid mechanical seal. 


4 A non-lubricated inner 
bearing is featured on all 
power driven models. 


For complete information 
send for free Bulletin 
2304B today. 


IN PUMPING 





G 
AN HONORED NAME 


VIKIN 


FIG. 190 
VIKING LP-GAS PUMP 
WITH MECHANICAL 
SEAL 5 TO 55 GPM SIZES 


Safety valve on pump head 
assures extra protection, 
relieving pump from ex- 
cessive discharge pres- 
sures. 


Revolvable casing for han- 
dy port location. Particu- 
larly desirable on truck 
mounting type. 


Adjustable thrust bearing 
on both bulk plant and 


truck mounting pumps. 
Permits still more service 


after long, hard usage. 


See our 
Catalog 


Pump Company 
@-Yo lol am ste] | Ham (oh','Z0 





Hal Batsch To Represent 
Beals Advertising Co. 


Harold J, 
Batsch, of the H. 
J. Batsch Co, 
Harrisburg, Pa, 
will represent 
Beals Advertis. 
ing Co., creators 
of the L. P. gas 
industry ‘‘local 
level’’ advertis. 
ing, in the north. 
eastern states. 

A graduate of 
Penn State, Mr. Batsch has been in 
the advertising field for the past 20 
years, beginning his career in the ad- 
vertising department of the Syracuse 
(N. Y.) Post-Standard. After serving 
as advertising director of several 
New York State papers, he pur. 
chased two papers of his own, and 
later joined the Fuelane Corporation, 
Liberty, N.Y. 

In representing Beals Advertising 
Co., he will offer a friendly, helpful 
counseling service to gas companies, 
backed by a wealth of combined gas 
advertising experience, and the com- 
plete line of promotional services, 
stationery, supply items, and pre. 
mium and gift items now being pro- 
duced by Beals Advertising Co. for 
LPG dealers over the country. 


Hal Batsch 


Rockwell Returns To 
Position As Chairman 


Col. Willard F. 
Rockwell, who 
has resigned as 
assistant to Sec 
retary of De: 
fense Charles E. 
Wilson, has re 
turned to his po- 
sition as chair: 
man of the board 
of directors of 
Rockwell Manu- 
facturing Co. 

The tour—his third for the Defense 
Department this year—was made for 
the purpose of inspecting principal 
sources of munitions supply for the 
NATO nations. Colonel Rockwell 
joined the Defense Department last 
April 1 at the request of President 
Eisenhower and Secretary Wilson. 

Accepting Colonel Rockwell s res- 
ignation, Mr. Wilson said: 

“I am sorry that you find it neces 
sary to resign—and I accept your 
resignation with real regret on my 
part. I want you to know of our ap 
preciation for your many fine contri: 
butions here in the past months and 
particularly for your recent report 
concerning conditions in Europe.” 


W. F. Rockwell, Sr. 
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A Banker's 
Viewpoint 


By Cyril J. Jedlica 


Vice President, City National 
Bank and Trust Co. 
Kansas City, Mo. 


“NREDIT is a very interesting sub- 
C ject to you*, to me and to every- 
one. You and I use it in our every day 
personal affairs as well as in our busi- 
ness. Without credit our present econ- 
omy could not function or exist. It is 
a tool of business just as important 
as your tanks, your delivery trucks, 
and your other equipment. The lack 
of adequate credit for you and your 
retail customers can seriously ham- 
per the proper development and 
growth of your business. 


When you originally started your 
business, no doubt you invested your 
cash capital in the necessary storage 
equipment, a truck or two, some 
tanks, maybe some merchandise to 
sell, and a supply of gas, and you were 
ready for business. As your business 
grew, your needs for additional capi- 
tal grew also. Soon you were carry- 
ing many accounts receivable. Many 
of your equipment sales were not 
cash, but payable in monthly pay- 
ments. More merchandise and more 
equipment were needed. 

Sometimes the need for additional 
working funds can be partly solved 
by loans or investment in your 
business by others, either relations 
or friends. Sometimes a partnership 
or a small corporation is the answer 
to obtaining such investment funds. 
Frequently, a bank or other financing 
agency can be the answer either with 
direct loans or by purchasing the 
time sales paper, thus releasing your 
capital funds for your other needs. 

Now if you want your banker to be 
of help to you in any of these ways, 
your first job will be to see that he 
has complete confidence in you, your 
ability, and your business. Unless he 
understands your business he will be 
cool and skeptical to your requests. 
Unless he knows you and your busi- 
ness to be sound and profitable, he 
will naturally be reluctant to lend his 
depositor’s money to you. You have a 


*Presented at the Missouri LPGA an- 
nual convention, St. Louis. 
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Want fo give service that sells? 





Do it FAST 


with RCA 2-Way Radio! 


A customer phones in an ‘O-G’ report, 
or a request for quick service. Our truck 
drives up to the door in a surprisingly 
short time . . . sometimes less than 10 
minutes. And when the customer acts 
enthusiastic about our speedy response, 
we know we have formed a lasting good 
impression,” reports Mr. McAllister, 
Vice President and General Manager 
of one of Maryland’s largest LP-gas 
operations. 

“That good impression spreads to 
neighbors,” he continues. “It gives us 
the best kind of advertising we can get— 
often leads to new, unsolicited customers. 
Even our appliance salesmen use ‘rapid 
service’ as a point in closing sales. 


“Primarily, of course, RCA 2-Way 
Radio has been a great man-hour and 
mileage saver,” Mr. McAllister adds. 
“We normally use a pre-scheduled trip- 
ticket arrangement. About 90% of the 
time we could not locate drivers for 
rerouting after they had gotten out into 


Radio Corporation of America, Communications Equipment 
Dept. 204X, Building 15-1, Camden, N. J. 
Please send me your free bulletin, “15-Minute Service When You Need It.” 


NAME. 


—says C. J. McAllister, 
Vice President 

and General Manager, 
The Parlett Gas Company 


the rural areas. RCA 2-Way Radio has 
resulted in far superior utilization of 
man-power with a substantial cut in the 
overtime needed to complete a day’s 
work. We have less backtracking . .. less 
wear and tear every month.” 

In actual performance, RCA 2-Way 
Radio proved itself in this installation as 
it has in many others. Antennas on the 
roofs of the Parlett offices enable RCA 
communication equipment to reach ve- 
hicles 30 miles away, in every direction. 
Coverage is excellent over the entire 
operating area. 


Do It best with RCA 2-way radio 
Easy to use as your telephone « Compact 
—takes no more space than a spare tire 
¢ Tough—stands rough treatment in serv- 
ice « Reliable—engineered by world 
leaders in radio « Practical—low-cost 
operation. 

And remember, nationwide facilities 
are provided by the RCA Service Company. 
For further details mail the coupon below. 
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| 
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TITLE 





COMPANY 


ADDRESS 





CITY. 


ZONE 


STATE. 





@ O Have an RCA Communications Specialist get in touch with me. 


RADIO CORPORATION of AMERICA- 


COMMUNICATIONS EQUIPMENT 





CAMDEN, NM. de 


109 








selling job to do. Even though he may 
know you well as a neighbor and fel- 
low business man, does he know and 
understand your business and its pe- 
culiar problems? It is your problem 
to see that he does. 

One way of acquainting the banker 
with your business is through the use 
of financial statements, both balance 
sheet as well as operating statements. 
I assume of course that each of you 
have monthly statements available 
to you. Whether your business is‘ 
large or small, it seems elementary 
that you would want some informa- 
tion each month as to where you are 
and what progress you have made. 
Your banker may not want to take 
the time to see each monthly state- 
ment, but surely he would be inter- 
ested in statements at least every six 
months, and by a comparison of these 
subsequent statements he will be able 
to determine the worth and trend of 
your business. It is also very helpful 
to have the banker visit your place 
of business from time to time and 
have him actually see how you con- 
duct your business. 

Your statement is a valuable index 


as to the net worth and progress of 
your business, and a detailed study 
of the items included will give much 
information regarding how you con- 
duct your business. In making an 
analysis of the statement, credit men 
and bankers make use of various ra- 
tios to determine trends in oper- 
ations. Possibly the most common 
ratio is the one of current assets to 
current liabilities. As all of you know, 
current assets will generally be cash 
on hand and in bank, accounts re- 
ceivable and merchandise on hand. 
These are called current assets be- 
cause they can usually be converted 
quickly into cash with which to pay 
the current liabilities. Current lia- 
bilities are generally those debts or 
accounts which are due now or over 
a short period of time, usually includ- 
ing all obligations due within one 
year. If the current assets are sub- 
stantially more than the current lia- 
bilities, your business would be said 
to be in a liquid condition. This ratio 
will vary widely in different lines of 
business, but a ratio of two or three 
to one is generally desirable. How- 
ever, if the current liabilities are 


more than the current assets, this 
would indicate that accounts payable 
would not be paid as agreed and 
would be a danger signal to watch. 
However, there is no magic formu. 
la, no single ratio that can be em. 
ployed that will tell all about a state. 
ment. There are many ratios, com. 
monly used, each of which adds a 
little information to the study. An. 
other ratio commonly used is the 
ratio of total debt to net worth. You 
can well see that if the total debt is 
as much as or more than the net 
worth of your business that your 
creditors have as much or more of an 
investment than you have, and sucha 
condition can easily get out of con- 
trol. Another ratio is the relationship 
of “Fixed Assets” to “Net Worth.” In 
your business, as in many others, a 
heavy investment in fixed assets is 
required. Obviously all of your capi- 
tal cannot be tied up in fixed assets 
as some of your capital is needed for 
working capital. If the ratio of fixed 
assets to net worth approached or ex- 
ceeded one to one, it would indicate 
a condition of possible slowness in the 
ability to pay accounts promptly. 
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Secondary Heat Ex- 
changer (Pat. No. 
2602441, exclusive 
with NarroWall, is 
AGA approved as 
an integral part of 
the heater. It draws 
air from floor level, 
heats it and dis- 
charges it as addi- 
tional warm air. It 
assures cool walls 
above the heater. 


HOLLY MANUFACTURING CO. 
! 917 S. Arroyo Pkwy., Pasadena 2, Calif. 


gqeouw © @& 


as «tt =: lhUrrwrhhlUcrthlCrelC st Cl lretl Ol tlC OllCUr lhl, CO 


ee obligation please send me complete 
eweaes about Holly NarroWall designed for 


i L. P. gases. 
j NAME Bete : es 
] ADDRESS... Bi 


1 S| 9 Gea spinstecnciten ti ZONE......STATE.............. ; 


Easy to install 
Fully guaranteed 
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The ratio of inventory to sales is 
very interesting and points out not 
only the turnover in your inventory, 
but may indicate also, if this ratio is 
out of line, such conditions as shop- 
worn and unsalable merchandise, etc. 

Most banks will also have average 
or standard statements for each in- 
dustry with standard figures and ra- 
tios for each business classified by 
size, and a comparison of your state- 
ment with such standard studies will 
point out the strong as well as the 
weak points of your setup. A compari- 
son of your statement with your 
previous statements also helps to de- 
termine the trend of your business 
in sales as well as profits, etc. Go over 
your statement with your banker and 
ask his advice and suggestions on it. 


Banker Can Help 


In many cases the banker will be 
able to help you with unsecured cred- 
it for a period of ninety days to six 
months. This type of credit is largely 
to tide over the merchant for his peak 
periods of business and inventory. 
Banks generally cannot make capital 
loans, as they are lending demand de- 
posits and they should not lend their 
customers’ money for long periods of 
time or for purposes or ventures that 
may have hazard. If unsecured credit 
is not justified, loans may be arranged 
with collateral of various types, in- 
cluding cash values of life insurance, 
real estate loans, endorsement, chat- 
tel mortgages on cars, trucks and 
equipment, and in some cases loans 
on inventory of merchandise. 

Some banks aid their merchants by 
“floor plan or wholesale financing.” 
In such cases a chattel mortgage or 
trust receipt is taken on the individ- 
ual pieces of merchandise and repay- 
ment is made as the article is sold. In 
some cases the merchandise is placed 
in a bonded warehouse and each 
piece is released when sold and that 
part of the loan paid covering this re- 
lease. Sometimes this also may be 
done under a field warehousing ar- 
rangement, but this is generally not 
practical unless the loan amounted to 
$25,000.00 or more. In many cases, 
these floor plan or warehouse loans 
are also protected by a repurchase 
agreement executed by the manufac- 
turer to repurchase the merchandise 
upon default by the retailer. Such an 
agreement gives the bank an outlet 
for any repossessed merchandise and 
in addition protects the bank against 
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Stock the Gas Brooder 
with a PROVEN 
Sales Record! 


A. FIBERGLAS INSULATION 
B. FLASH TUBE 


C. ALUMINUM at 2 oF PRECISION 
BURNER a me, 1) geass he THERMOSTAT 











25 YEARS OF LEADERSHIP MAKES 
A. R. WOOD Brooders Sell BEST Today! 


The above cut-away drawing shows the reasons why A. R. Wood 
Radiant gas brooders are so dependable . . . why A. R. Wood 
brooders with a proven 25 year record of satisfactory service, have 
become the best selling brooders in the poultry business today ! 


A. Fiberglas Insulation . . D. Pilot Tips . . .of stain- 
retains heat better. Re- less steel. Are non-corro- 
duces operating costs. sive, non-clogging. 

B. Flash Tubes... light E. Pilot Adjustment .. . 
all burners from one pilot individual for each pilot 
should other pilots go out. light in the brooder. 

C. Aluminum Burners .. . F. Precision Thermostat 
are removable. Easy to . . . keeps temperatures 
clean . . . easy to reassem- constant under all weath- 
ble after cleaning. er conditions. 


Uses either liquefied petroleum or natural gas! 








BUILD YOUR VOLUME WITH THE GAS 
BROODER THAT SELLS ITSELF! 


Sell the brooder that consistently out-performs 
any other brooder on the market. Many years 
research and experience by the A. R. Wood Company 
has developed a brooder with superior design and 
performance features that pay off to you in sales! 








Write Now For Complete Information! 


A. R. WOOD MFG. CO. 


SANTA CRUZ, CALIFORNIA LUVERNE, MINNESOTA 
P. O. BOX 602-3 P. O. BOX 97-3 











depreciation, obsolescence and price 
changes. You can see that with such 
a guaranty, the bank will be much 
more inclined to service your needs. 

Many banks are able to finance 
eligible sales of furnaces, hot water 
heaters, etc., eligible under FHA Title 
I for you. However, some banks at 
present are not cooperating under 
this desirable plan. 

Banks also should be able to be of 
service to you all in handling your 
time sales appliance paper. In my 
opinion this paper properly made and 


handled with adequate down pay- 
ment and length of term is sound and 
desirable as well as profitable. Your 
customers are also the banker’s cus- 
tomers. The banker should have faith 
in the community and in those people 
whose credit is good. Our experience 
has been good, as has been the ex- 
perience of practically all others. 
Most of this paper is sold on a re- 
purchase agreement or fully en- 
dorsed by the dealer. I believe that it 
is natural and desirable for this to be 
so. You want your banker or finance 








INCREASE YOUR PROFITS WITH THE PHILGAS™ 


WAY PROFIT 














1. High Quality Product 
2. Dependable Supply 


3. Experienced Engineering © 
4, Effective Marketing Help 


5, Operational Assistance 


*Philgas i is the Phillips Petroleum Company trademark for 
its high quality arian LP-Gas or bottled gas. 


PHILLIPS PETROLEUM COMPANY 


Sales Department * 


'ex., Atlanta, Chicago, Moines, la., Pontiac, 
(ogy: awan ~ Wis., Minneapolis, rong New York, N. ¥., 


Mich, Indianapolis, Ind., Kansas s City, Mo 


Bartlesville, Oklahoma 
it., Denver, Colo., Des 


Omaha, Nebr., Raleigh, N. C., St. Lovis, Mo., Tulsa, Okla., Wichita, Kan. 





company to help you with this paper. 
Then you should make it desira)le 
for him and put it in such form that 
it is safe for him to handle. In the 
first place, if proper credit judgement 
is used by both you and your banker, 
most of the paper will pay out as 
agreed and only a very small per. 
centage will result in return or re. 
possession. On this small percentage 
of comebacks, you are better able to 
handle them than the banker is. To 
begin with you have the trucks to 
pick them up, the facilities to recon- 
dition, the sales force to sell then, 
the know how to get the job done. 
In the banker’s hands this merchan. 
dise is a misfit and must be sold at a 
distress price. 


Securing the Loan 


Many of these financing arrange- 
ments also require a reserve or hold- 
back to further secure the paper. In 
many cases the bank allows the mer. 
chant a participation in the finance 
charges. Sometimes a reserve of 2% 
3% 5% is left with the bank as a hold- 
back reserve and any repossession 
losses are charged to this reserve. 
What I am trying to suggest is this— 
you need financing—you need an out- 
let for this time sales paper—then 
sell your banker on your problem— 
make the paper safe and desirable for 
him so he will cooperate. 

Bank financing is more acceptable 
to your customers than finance com- 
pany service. Bank financing makes 
for better customer relations, and you 
want to keep your customers, each 
and every one of them. 

But some of you will say “suppose 
all of that is true, but my banker is 
not interested.” What then? I said in 
the beginning that you have the prob- 
lem. But, I think it can be solved and 
by you. If you do not have adequate 
bank credit and a proper outlet for 
your time sales paper, I think your 
solution is to sell your banker a bill 
of goods. Sell him that you are honest, 
reliable, capable and have a profit- 
able, growing business that is serving 
the needs of your community. Show 
him your financial statements; 2du- 
cate him in your business. Convince 
him that by helping you, he is he! ping 
the community; that he is helping his 
customers to a better living, a higher 
plane of living and importantly, also, 
in so doing he is making a prof: for 
himself from a desirable portfolio of 
loans. 
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New Recommendations 
and Amendments By ICC 


A recent ICC order No. 12 has in- 
cluded certain amendments to its 
regulations which concern the LPG 
industry. According to a bulletin 
issued by the national office of LPGA, 
these changes are as follows: 

ADD Exception (k) (12) to Sec. 
73.34 (15 F. R. 8284, Dec. 2, 1950) (49 
CFR 73.34, 1950 Rev.) to read as 
follows: | 

Sec. 73.34 Qualification, mainte- 
nance, and use of cylinders. * * * 

(k) * & & 

(12) Cylinders made in compliance 
with specifications ICC-4B, ICC-4BA 
(Sec. 78.50 and 78.51 of this chapter) 
or ICC-26-300, used exclusively for 
liquefied petroleum gas which is 
commercially free from corroding 
components, may, in lieu of the peri- 
odic hydrostatic retest, be given a 
complete external visual inspection 
at the time such periodic retest be- 
comes due. When this inspection is 
used in lieu of hydrostatic retesting, 
subsequent inspections are required 
5 years after.the first such inspection 
and periodically at 5-year intervals 
thereafter. Inspections shall be made 
only by competent persons and the 
results shall be recorded on a suit- 
able data:sheet, the completed copies 
of which shall be kept as a permanent 
record. The points to be recorded and 
checked on these data sheets are: 
Date of inspection (month and year) ; 
ICC specification number; cylinder 
identification [registered symbol and 
serial number, date of manufacture, 
and ownership symbol (if needed for 
adequate identification) }; type cylin- 
der protective coating (painted, gal- 
vanized, etc. and statement as to need 
of refinishing or recoating); condi- 
tions checked (leakage, corrosion, 
gouges, dents or digs in shell or 
heads, broken or damaged footring or 
protective ring, or fire damage); dis- 
position of cylinders (returned to 
service, to cylinder manufacturer for 
repairs, or scrapped); a cylinder 
which passes the inspection pre- 
scribed shall have the date recorded 
in the manner presently prescribed 
for the recording of the retest date, 
except that an “E” is to follow the 
date (month and year) indicating re- 
qualification by the external inspec- 
tion method. 

This order is based upon a detailed 
historical survey of L. P. gas cylinder 
experience and hydrostatic testing 
conducted by LPGA’s technical com- 
mittees over a period of years. Ac- 
tivity to bring about this change was 
initiated by LPGA over 2 years ago. 
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These outstanding tube working tools make 
it easy to do faster and better cutting, flar- 
ing, bending, reaming, and refacing. They 
are built to the quality standards which for 
years have made Imperial Tools the over- 
whelming favorites for tubing work. For 
safety in every installation depend on Im- 
perial Tubing Tools. 


E-Dag 
TUBE CUTTER 


Free wheeling ball bearing action. 
Roller type with flare cut-off 
groove. Retractable reamer. No. 
274-F for 4%” to 1” O.D. tubing, 
i. Also other models and sizes. 


HGE-T] GT FLArinG toot 


Speedy single-nut clamping. Makes 
precision S.A.E. flares faster and better. 
No. 300-F flares 3/16", 1/4”, 5/16”, 
3/8”, 1/2”, 5/8” 
O.D. tubing. Many 
other models and 
sizes to choose from. 





Catalog No. 621 describes Imperial LP-Gas Fittings, Tube Work- 
ing Tools, Brass Pipe Fittings and Shut-off Valves. 


Ask for your copy. 





LP-GAS FITTINGS 


For safety’s sake use the 
best in fittings—insist on 
Imperial Flared Tube Fit- 
tings. Broad line. Listed 
by Underwriters’ Labora- 
tories, Inc. 


THE IMPERIAL BRASS MFG. C 210 


VALVES) 


Imperial also offers an out- 
standing line of shut-off 
valves for multiple type 
LP-Gas installations. 


W. Harrison St., Chicago 7, Illinois 














AUTOMATIC INCINOR 


GAS-FIRED INCINERATOR 


A “MUST” in Homes with Automatic Heat 
A FULL-PROFIT LINE ° NO TRADE-INS 


INCINOR IS APPROVED BY 


A.G.A. LABORATORIES 


ACT NOW FOR COMPLETE DETAILS 
INCINERATION DIVISION, BOWSER, INC., CAIRO, ILL. 








More Underground Storage 
Planned by Anchor Petroleum 


Drilling will begin immediately 
near Bath, N. Y., to create under- 
ground storage cavities for liquefied 
petroleum gas, Anchor Petroleum 
Co. announced recently. 

F. A. Shellhorn, vice president in 
charge of transportation, said the first 
storage well is to be completed early 
next year and will have a capacity of 
50,000 barrels. He disclosed that two 


other wells of the same size are 
planned. 

Anchor now has products available 
from underground storage plants in 
Hattiesburg, Miss., and Midland, 
Texas. The capacity of Anchor’s 
Hattiesburg storage will soon be up 
to 16-million gallons and the Midland 
project will ultimately provide stor- 
age for 20-million gallons. 











- SUPERIOR MAKES IT BETTER! 


You Get More of the 


Features That PAY OFF 
In Superior Delivery Trucks 


*CAPACITY pays off and this delivery has it — 1400 to 


1600 gallons. 


*MAXIMUM SAFETY pays off and this delivery has it — 


250 and 265 p.s.i. 


*HIGH UNLOADING RATE pays off and you get maximum 


delivery at all times. 


*QUALITY CONSTRUCTION pays off and this delivery 
has it — top quality material and workmanship assured by 
insurance company and national board inspections. 
Whatever your requirements in transport and stor- 
age equipment for LP gas or anhydrous ammonia — 
Superior makes it and makes it better. 


PIONEERS 
IN LP GAS 
TRANSPORT 
STORAGE 
EQUIPMENT 


ALL INQUIRIES 


Superior 


MFG. COMPANY 


4110 N.E. EIGHTH AVE. 
AMARILLO, TEXAS 


ANSWERED PROMPTLY 
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The Hattiesburg plant has a tank 
car loading rack capable of loacing 
2C cars and a truck loading rack 
which will accommodate four trucks 
at one time. The tank car loacing 
rack at Midland will hold 10 tank 
cars. The truck terminal there, which 
is designed for loading two diffe: ent 
products at the same time, can load 
up to 4 trucks at one time. All these 
facilities are designed so they can be 
easily expanded as it becomes neces. 
sary. 

Modern dehydration and testing 
equipment is being installed to insure 
the highest quality butane and pro. 
pane for Anchor’s customers. 

Mr. Shellhorn stated that the Bath, 
N. Y., storage project is, as far as he 
knows, the first LPG underground 
storage well project for LPG in the 
east, from which products will be 
available for all northeastern states 
users. It is one more link in Anehor’s 
nationwide coverage in storage and 
production facilities. For the Bath 
project, Anchor has acquired 43 acres 
of land for the wells which will be 
drilled 3,500 feet before the sub-sur. 
face salt domes are washed out. 

“Loading racks capable of filling 15 
tank cars will be built,” he said. 
“Anchor’s comprehensive under. 
ground storage facilities—plus stra. 
tegically located Anchor plants all 
over the country and Anchor’s greai 
fleet of tank cars make it possible for 
us to make prompt deliveries of LPG 
anywhere in the country.” 

Underground storage near areas 
where LPG has formerly been used 
only for hot water heating, cooking 
and some industrial uses, will now 
make it possible for LPG to be con- 
sidered as space heating fuel. 

“We feel,” Mr. Shellhorn said, 
“that LPG will do much to change 
the heating picture in these areas 
and will become a major economic 
factor.” 


Mutual Liquid Gas Acquires 
Washington Firm 


The American Propane Sales Co.. 
with operations in Seattle and Brem- 
erton, Wash., has been purchased by 
the Mutual Liquid Gas & Equipment 
Co., Los Angeles, according to an 
announcement ‘by Joe Fagan, presi- 
dent of the latter company. 

Expressing a belief that a big fu- 
ture lies ahead in the norhwest for 
LPG, Mr. Fagan said the Washing: 
ton company will be operated as 4 
wholly-owned subsidiary of Mutual. 

Extensive remodeling work at the 
Seattle plant, already under way, 
will ‘increase storage facilities to 
45,000 gallons, and is part of the ex 
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Burn 
eee Natural 
7 or 
Butane 
Gas 


Important Selling Features 
YOUR CUSTOMER WILL WANT 


Chicks are SAFE — Robertshaw 
100% Shut-Off Valve turns off gas 
if pilot goes out. 1” fibreglass insu- 
lation between deflector plate and 
hover top conserves and directs heat 
against baffle plate. Radiator, deflec- 
tor and baffle plate spread heat even- 
ly. Thermostat controlled. Draft-proof 
ventilation. Adjustable legs. Ther- 
mometer. Two sizes—60” and 72” 
canopies. 


write for 
catalog and low dealer prices 


BROWER MFG. CO. 


461 N. 3rd Quincy, Illinois 


World’s Largest Line of Poultry Supplie 


NEE D MORE. 
NEE NESS” 


For 7 Years We Have 
Been Helping LP-Gas 
Dealers to Get More 
Business with Direct- 


Mail Advertising 


we can help you! .. 


WRITE FOR SAMPLES AND PRICES 


advertising co. 


1503 N. E. 23rd Phone JA 8-7519 
OKLAHOMA CITY, OKLA, 


Specialists in 
LP-Gas Advertising 


, Developers of the 
: Official LP-Gas 
1 ~~ MODERY Fuel ) Emblem! 








Aaudy Geuder says 


“In an ’el 
of a Shape 
with Fittings?’’ 
Got yourself in an ‘el of a shape 
. consuming time and money 
using old-fashioned “el” 
turn corners? Then try a Handy. 
Your Handy Bender bends as you 
go, right on the job . . . makes 
smooth, even bends in any pipe or 
tubing from 3%” to 14%” O.D., 
with a twist of the wrist. Your 
savings on your next job will pay 
for your Handy Bender. Get one 
tomorrow. 


Ask your 
supply house, 


fittings to - 





or write today to: 


OLSCLAW 
ROS., INC. 


414 WILLOW ROAD 
EVANSVILLE, IND 











G. L. Frazer 


pansion program planned to expedite 
trade in the northwest and Alaska. 

Officers of the company assisting 
Mr. Fagan in the operation of the new 
company are: Wyman G. Reynolds, 
vice president and G. L. Frazer, sec. 
retary-treasurer. 

All personnel of American Pro. 
pane will be retained, including Ed 
Merritt, resident manager, and Rol- 
and Seim, office manager. 


Joe Fagan 


Texas Butane Firm 
Heads Charters 


The Central Butane Co. of Waco, 
Texas, capitalized at $473,985, headed 
the list of new corporations approved 
by Secretary of State Howard Car. 
ney recently. 

Incorporators of the new firm were 
J. A. Farrar, R. E. L. Glasgow and 
Edwin Cummelt, Sr. 





LPG Shows 14% Gain 
Over Same Period of ‘52 


Total demand for LPG rose 
14 per cent during the first 
eight months of 1953 as com- 
pared with the same period a 
year ago, according to the lat- 
est monthly survey from the 
United States Bureau of Mines. 

Total demand for the first 
eight months amounted to 80,- 
891,000 barrels compared with 
70,953,000 in 1952. 

Of these totals, exports ac- 
counted for 1,974,000 barrels 
and domestic demand 78,917,000 
against export of 1,519,000 bar- 
rels and domestic demand of 
69,424,000 in 1952. 

Production of LPG during 
the eight month period rose to 
10.6 per cent over the year-ago 
level, with output amounting to 
22,473,000 barrels against 20,- 
322,000 barrels in the first eight 
months of 1952. 

Stocks on hand totalled 

- 825,000 barrels at the end of 
August compared to 71771,(00 
barrels in July and 618,000 bar- 
rels in the comparabie period 
a year ago. 
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YOUR FIRST CHOIC: 








hot water ! suai ientia 


pple ' ‘ FOR PREHEATING 
. ie) s 9 AND MELTING — 
| a oo Perfect Combustion 


MUTUAL AIR INDUCTION 
- SYSTEM IS WIND PROOF 


3 COOL HANDLE — 
y WELL BALANCED 


MUTUAL — The name to look 
y for on a propane torch. 


H 0 TE S s Here you have the finest 


ES ag for a, and melt- 
15 strong selling features wig pF engineers ani 
/ , expert craftsmen with years 
a ; close sales fast: of field “know how.” You 
i a. can easily sell Mutual prod- 
iOel, and” Soe , : ucts to plumbers, utility 
cO-go. ba ” and maintenance men with 
absolute confidence. 


Demonstrate this torch 


Keep customers happy—make 
every one of them a booster for 
more sales. Build business that 
grows! With White Water-Hot- 
ters you offer complete, long- 
lasting satisfaction . . . and there 
are 15 different ways that you 
can prove it! 


FILM OF FLAME 
- Single pr burner in gas 
Water-Hotters means no 


clogging EVER. Amazingly fast “pick- 
up” means PLENTY of hot water 
always. 

Pius 14 Built-in Quality Features 
Every one a super-salesman in 


your store ... a super-servant in 
your customer’s home. 


WHITE PRODUCTS CORPORATION 


Dept. BP-12, Middleville, Michigan 
Export Office: 201 No. Wells St., Chicago 6 


For bigger profits tomorrow, 


to your prospect; let him 
light it, adjust it and work 
with it on a job or two — 
and you’ve made a sale. 

The gas-air induction 
Sigs etinnmt ee 
the to prevents flame 
from blowing out. The cool 
handle and excellent weight 
pos are sales points. In 

ormance and appear- 
aes this torch is a tool 
your prospect can be proud 
to own, 

Sell LP-Gas and Mutual 
torches and furnaces. You 
will make friends and build 
fuel accounts that will stay 
with you for years. Be sure 





write White TODAY! ER FINGERTIP CONTROL 


ATER-HOTTER gy 9,07 


, AUTOMATIC WATER HEATERS 
Wen Spc ee | LIQUID GAS EQUIPMENT CO., Inc. 


| 3638 WEST IMPERIAL HIGHWAY, INGLEWOOD, CALIF. 
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PEAK SHAVER 


This packaged propane plant de- 
signed, engineered and built by 
Draketown, provides a com- 
pletely interchangeable fuel for 
natural gas. 


Draketown can design and build 

one for you, within your budget, 

to take over all or part of your 

load at the turn of a valve. 
STANDBY 


AUGMENTATION 
100% TOWN OR PLANT SUPPLY 


Serving utility and industry for over thirty years 
DRAKE & TOWNSEND 


Consulting * Desigr* Engineering* Construction 


11 WEST 42ND STREET * NEW YORK 36,N. Y. 








usAlRca 


EVERYTHING IN AIR CONDITIONING 


Gas Fired Unit Heater 


55,000 to 500,000 B.T.U. 


FOR USE WITH 
NATURAL, MANUFACTURED, 
MIXED, LPG AND LP GAS~- 
AIR MIXTURES 


usAlRca 











KARYALL COMPARTMENTS 


help you earn more profits 





KEEP YOUR TOOLS ORGANIZED AND 
SAVE TIME ON YOUR SERVICE CALLS 


¢ Karyall Compartments convert any 
Ya, % or 1 ton pick-up truck into 
a handy mobile service unit. 


e Complete with brackets for easy 
installation. 


e Immediate delivery from our com- 
plete stock. 


Call ATlantic 1-0470 


or write for prices today 


Company 
Rag ne ae et eke SE end ee dcukanvae : 
City 





KARYALL BODY, INC. 
8221 Clinton Road Cleveland 9, Ohio 
Department B 

















First See 


GRIFFITHS 


for 


CONVERSION 
PARTS 


We can supply a wide assort- 
ment of spuds, orifices and 
other parts for converting do- 
mestic and commercial equip- 
ment to any type gas. Also, a 
complete line of repair parts 
for all types of gas meters, 


Write for Catalog 


E. F. GRIFFITHS 
COMPANY 


350 EAST WALNUT LANE 
PHILADELPHIA 44, PA. 


Serving the Gas Industries 
For Over 40 Years. 











Grazier Elected President 
of American-Standard 


Joseph A. Gra. 
zier has been 
elected president 
of American Ra. 
diator & Stand. 
ard Sanitary 
Corp., succeed. 
ing Theodore Ff, 
Mueller, who 
was elected 
chairman of the 
board of direc. 
tors, it was an- 


Joseph A. Grazier 


nounced recently. 

Mr. Grazier has been serving as 
president since June, and before that 
was executive vice president. He is 
also a director and member of the 
executive committee of the corpora- 
tion. 

The new 50-year old president be- 
gan his association with American. 
Standard in 1937 as a staff member 
in the office of the secretary. He be- 
came assistant secretary in 1939 and 
secretary eight years later. In 1951 
he was elected vice president and 
secretary, and a year later became 
executive vice president. 

A graduate of Lafayette College 
and the Law School of the University 
of Pennsylvania, Mr. Grazier began 
his career in 1928 with the law firm of 
Sullivan & Cromwell, and served 
with that firm until joining Ameri- 
can-Standard in 1937. He is a member 
of the Association of the Bar of the 
City of New York, and the Council 
on Foreign Relations. 

Mr. Mueller had served as presi: 
dent of the corporation since 1946. 
He began his association with Ameri- 
can-Standard in 1904 as a pattern 
maker’s apprentice, and rose to suc: 
cessively higher positions in the man- 
ufacturing field. He was vice presi: 
dent, general manager of manufac: 
turing, prior to his election as presi- 
dent. 


California Firm Expands 


Natural Gas Equipment, Inc., man- 
ufacturers of gas burning and regu- 
lating equipment, has just purchased 
and moved into new and larger quar- 
ters according to an announcement 
by J. V. Thomas, president. 

The new property, located at 804 
South Fair Oaks Ave., Pasadena, 
Calif., consists of a modern ware 
house and air-conditioned office of ap 
proximately 15,000 sq. ft. A to:al in 
vestment of about $450,000 is repre 
sented in land, building, equipmen! 
and inventory. 
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«| PROPANE TRUCK TANKS 


ra: In streamline (illustrated) and walkway 


types, 1,181 gal. to 1,700 gal. water capacities. Constructed 
be- in accordance with A.S.M.E. Code, par. U-69, 200# w.p., or 
an- A.S.M.E. Code, 1950 edition, 250% w.p. Mounted on your 


er 


chassis complete with valves, fittings, pump, hoses. Unit 
ready for immediate use when picked up. Write for details. 





me OWLEY/ McNAMAR anv CROWLEY, Inc. 


SALEM 5, ILLINOIS 








: How Rural Gas Service gets 
: all the gas they pay fer 


egu- EVERY DROP OF GAS, including resid- 
ased ual vapors, is removed from tank cars 
uar- ee = at Rural Gas Service. 

nent 

804 

ena, 
rare: f . WORTHINGTON LPG TRANSFER UNIT 
fap: —. ne : is a compact, self-contained assembly 
} in- a ¢ comprised of compressor, motor, 
spre: : starter, suction surge drum, oil filler 
nent a — ie ©‘ pot, valves and pressure gauges. 
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Large New England gas company installs 
modern Worthington transfer unit 


The Rural Gas Service in Westfield, Massachu- 
setts, supplies LP gas to some 40,000 customers 
throughout New England. Because theirs is a vol- 
ume business, Rural has to squeeze every drop out 
of the tank cars which deliver the gas to them. 

That’s why they installed the new, compact Wor- 
thington LPG Transfer Unit to move the LP gas 
from the tank cars to their storage tanks. The 
Worthington unit gets all the gas, including the 
residual vapor. 

Take a lesson from Rural and don’t leave your 
profits in the tank car. Learn how quickly a Wor- 
thington LPG transfer unit will pay for itself in 
gas saved. Write for Bulletin H-609-B1A to Wor- 


thington Corporation, Harrison, New Jersey. 
N34 
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WEEP HOLES for condensate* escape. 
SELF SINKING heavy walled Cast Iron 
construction. 





MODEL 960 


Features: 


Drilled Port, Cast Iron Burner with 
Venturi Manifold 
Patented Blu-Blaze Vent Caps keep 
efficiency high regardless of winds 
All burner adjustments made at 
factory 
Simple installation. Does not require 
attachment to stock tank 
Automatic Temperature Controls 
optional 
*NO CONDENSATE PROBLEM 
Condensate is caused by warm, 
moisture-laden air hitting a cold 
surface. The Blu-Blaze Tank 
Heater has cast iron boiler walls 
over V4" thick which retain suffi- 
cient heat to eliminate the cause 
of sweating, normally encount- 
ered with thin wall construction. 
Thin wall vent stack, only source 
of condensate, is drained by 
weep holes. 


Write for literature and prices 


TESCO Yicoyscrated 


112 S. NORFOLK ¢ TULSA, OKLA, 











Safe 
Fast 
Flexibie 
Light Weight 
Easy to Use 


TRIED & PROVEN by largest 
cylinder handlers for long 
wear and tight loads. 

Write today for illustrated 
folder to get complete in- 
formation. 


Peck & Hale, Inc. 


P.O. Box 328 
West Sayville, L. I., New York 








120 


Solve Your 


Cylinder Holding Problem 
with a Peck & Hale 


Adjustable 
Cable Binder 








A. V. Murray Named Mg:. 
of Petroleum Sales, Inc. 


Petroleum Sales Inc., Lake Char'es, 
La., announces the opening of offices 
in Tulsa, Okla. with A. V. Murray, 
formerly general sales manager for 
Sunray Oil Corp., as manager. Head- 
quarters are located in 542 Stanolind 
Building. 

Petroleum Sales Inc. engages in 
the storage and marketing of LPG 
and natural gasoline. 

The Tulsa office will make its facili. 
ties and services generally available 
to producers and refiners seeking to 
purchase or sell petroleum products, 


Mark Anton Elected 
N. J. State Senator 


Mark Anton, president of Subur. 
ban Propane Corp., Whippany, N. J., 
was elected state senator from Essex 
County, N. J. on Election Day. He 
is a resident of West Orange. 

Running as a Republican, Anton 
polled 126,360 votes to defeat Charles 
A. Stanziale, Democratic candidate 
by only 1,773 despite the state land- 
slide for a Democratic governor. 

Anton, a former county freeholder, 
will fill the unexpired two-year term 
of Superior Court Judge Clapp, who 
resigned from the Senate last sum- 
mer to accept the judgeship. Anton 
started serving his term at the special 
legislative session called for the week 
of November 29. 


Florida LPG Firm 
Joins Corporation 


Foster’s Gas Service, operating in 
the St. Petersburg, Fla., area since 
1949, has sold its assets to the newly 
formed Gulf Cities Gas Corp., accord: 
ing to R. J. Foster, president of the 
new corporation. 

Gulf Cities Gas Corp. has a major 
expansion plan for the area, with 
branches to be established in sur 
rounding towns. 

Other officers of the new corpora 
tion include vice president K. EF. 
Foster, vice president-secretary D. L. 
Alberty and G. M. Tilden, treasurer. 


Colorado LPG Firm 
Changes Control 


W. J. Robinson of Denver, formerly 
president of Denver-Chicago Truck- 
ing Co., announced recently he had 
purchased controlling interest in 
Colorado Natural Gas Co. 

Robinson owns about 80 percent of 
the company, which was bought from 
the Denver investment firm of Peters, 
Writer and Christiansen, Inc. The 
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natural gas firm, which merchandises 
butane and propane in Colorado and 
in part of Wyoming will be guided by 
Robinson as president, Mrs. W. J. 
Robinson and Henry Sayres as vice 
presidents, and Edgar Seeman as 
secretary. Sayres and Seeman are 
the owners of the remaining interest. 

The sales of the company run 

around $1,400,000 a year. The firm 
employs about 50 persons, has seven 
bulk stations and 60 pieces of truck- 
ing equipment. 


“Oscar of Industry” Trophy 
Goes To General Gas Corp. 


General Gas Corporation of Baton 
Rouge has won the liquefied petro- 
leum gas field’s “Oscar of Industry” 
trophy in “Financial World’s” 13th 
annual survey of stockholder reports 
prepared by more than 5,000 Ameri- 
can business firms. 

Weston Smith, executive vice pres- 
ident of “Financial World” and direc- 
tor of the publication’s annual re- 
ports survey, told General Gas of- 
ficials: 

“Tt is a pleasure to welcome your 
organtzation to the winner’s circle on 
the occasion of your first entry into 
our competition. 

“You are to be congratulated for 
the splendid example held out to 
other segments of American industry 
by the concise presentation of your 
corporate story to members of the 
General Gas shareholder family.” 

General Gas’ prize-winning 1952 
annual report was the first ever pre- 
pared by the Louisiana firm which 
was a privately-owned company 
prior to the public distribution of 
securities in April, 1952. 

Rawlston D. Phillips, General Gas 
president, and Charles W. Guy, exec- 
utive vice president, accepted the 
“oscar” award at a banquet in New 
York on Oct. 26. 


Ransome Transportation 
Gets New Sales Manager 


Edward L. Terry, prominent San 
Joaquin Valley businessman, has 
been appointed general sales man- 
ager of the Ransome Transportation 
Co. with headquarters at Fresno. He 
comes to Ransome. from the Fortier 
Transportation Co., where he was a 
vice president. 

Terry is also president of the Cen- 
tral Valley Unit of The Truck Own- 
ers’ Association of California, a mem- 
ber of the Board of Governors of the 
State Association, a vice chairman of 
the Labor Negotiations Committee of 
the State Association and a Trustee 
of the California Mechanics-Machin- 
ist Security Fund. 
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LS 
Wore sales appeal than ever! 


The NEW Improved 
SIEERING 


GAS BURNING 
TANK HEATERS 


SIEBRING leads the way again with 
a new elevated radiator design that 
eliminates all dead air pockets and 
draft stoppages. These big, ®: 
husky gas burning tank heat- 
ers are made with fully auto- 
matic, semi-automatic and 
manual controls. Let us tell 
you about our attractive 
prices and big dealer oppor- 
tunities right now in an 
expanding market. 


Plus EXCLUSIVE 
PATENTED HEAT BAFFLE 


Reduces heat loss to absolute minimum. 





NEW 
RADIATOR 
DESIGN! 
ASSURES 
CONSTANT 
} BURNER 

¢ OPERATION) 











ELIMINATES 
ALL 
CONDENSATIO) 
TROUBLE! 














SIEERING MEG. CO. 





GEORGE, IOWA 














Keep Up 


BUTANE-PROPARE 


B-P News brings you Facts, New 
Ideas, New Methods, News and 
Reports. You'll want to read every 
chapter in the Safety Series. Don’t 
miss an issue! 


SUBSCRIBE TODAY 


| @ Subscription Order 


| BUTANE-PROPANE NEWS~ ° 





with L.P. Gas 
Developments 


Every Month 





198 S. Alvarado St., Los Angeles 57, Calif. 
| Start my B-P News subscription with the... . 

[] 1 Year $2.00 [] Payment Enclosed 

C] 2 Years $3.00 [] Bill Me 
(Add $2.00 per year foreign postage outside of U.S.A., Canada, & So. America) 





| MAIL ADDRESS 








CITY. 


My connection with the LP-Gas Industry is. 











17 standard systems 

from 250 to 1,000 

sonnet gallons — center and 

end-mount styles. The 

quality, safety, and service built 

into these. tanks are second to 

none. Shipped moisture-free. Reg- 
istered with National Board. 


TANK DIVISION * IRVINGTON, NEW YORK 





it says LOOK OUT 


@ The accepted standard odorant 
for natural or liquefied petroleum 
gas — gives sure but harmless. 
warning. 


Purified — Moisture-free — PRO- 
TECTS FIXTURES. Meets all 15 
qualifications of National Bureau 
of Standards. 











MALLINCKRODT CHEMICAL WORKS 
Mallinckrodt St., St. Lovis 7, Mo. 
72 Gold St., New York 8, New York 





New BIRCH 
GAS LOGS 


Very attractive and practical. Model 
LB-24 Logs are as “birch-like” that it’s 
almost impossible to tell them from 
genuine logs. They sell on sight for 
around $38.00 retail. 


AGA approved for all gases. 24,000 BTU. 
Bar steel base assembly, cast iron burner, 
brass valve. Size 24” wide, 11” deep, 
17” high. 

Order from your Job- 

ber or write for litera- 


ture on Birch Logs and 
complete heater line. 


ARMSTRONG PRODUCTS CORP 
Quality Since 1899 
Dept. BP Huntington 12, W.Va 





M:y this joyous 
Season 

Bring to all our 
friends 

A year filled with 
gladness 

And joy that never 


” 





Answer to Problems 
On Page 86 
of November Issue 


Problem 1. The check valves on the 
customer’s tank close, preventing 
escape of fuel from that source, but 
the valves between the hose nozzle 
and the truck tank are open. If the 
broken fitting forms a restriction, an 
excess flow valve at the tank outlet 
might not function. It is necessary to 
stop the escape of gas as quickly as 
possible. The valve that can be closed 
the quickest should be closed. Some 
gas will have escaped, under the best 
possible circumstances. Any people 
seen in the vicinity should be warned 
to get away. Traffic should be di- 
verted if possible, and openings in 
buildings in the line of drift of the 
gas should be closed if there is possi- 
bility that there might be sources of 
ignition present. All gas will need to 
be removed from the customer’s tank 
so a new filler may be installed. 

Problem 2. This is probably the 
least safe way to handle gas, as the 
average owner knows little about the 
product, its hazards, or how to handle 
it safely. The greatest hazard is that 
he may connect a fresh cylinder and 
open the valve without first making 
sure that appliance valves have been 
closed. 


Problem 3. This is the direct result 
of the practices mentioned in prob- 
lem 2. Self-service is undoubtedly an 
important contributor to the fre 
quency of trailer fires. The use of 
dual cylinder installations instead of 
single cylinders on trailers would no 
doubt reduce the frequency of fires, 
although it is still possible to run out 
of gas if a refilled cylinder is not in- 
stalled soon enough. Installation of 
a positive closing valve that operates 
on drop of pressure (Rego 2938) 
ahead of each appliance would pre- 
vent escape of gas through open ap- 
pliance valves, and would go far to- 
ward eliminating fires caused by 
leaving valves open while changing 
cylinders. Red tags on all refilled cyl- 
inders, cautioning users to close ap- 
pliance valves before turning on the 
cylinder valve, and against sources of 
ignition while disconnecting empty 
cylinders, might help. You may have 
additional suggestions, based on your 
own experience and your know!edge 
on practices and conditions in your 
locality. 

Problem 4. Experience shows that 
the amount of gas vented during the 
release operation of the pressure re 
lief valve, if directed upward through 
a seven foot stack of the correct size 
for the valve, will be dispersed below 
the range of flammability, under all 
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ordinary circumstances, before it 
reaches the ground. 

Problem 5. The pressure is higher 
in the hose than in the bulk truck 
tank, as the result of the operation 
of the pump. Leakage back through 
the pump allows equalization of pres- 
sures, so there is not so much chance 
that hydrostatic pressure will de- 
velop in the hose. The pressure relief 
valve protecting the hose may op- 
erate anyway, if the hose warms up 
sufficiently after use, but with the 
pressure reduced, the amount of gas 
escaping will be less. 

Problem 6. This presents a touchy 
problem, to which the only really 
satisfactory answer is, “Never over- 
fill a tank.” You probably recall that 
in the good bottle filling plants, they 
have evacuating manifolds or lines to 
permit reducing the filled weight to 
the proper amount, and that these 
are always used to prevent the trou- 
bles which might follow if the over- 
filled cylinder should remain in that 
condition. 

An overfilled bulk storage tank 
may be bled down safely through a 
vertical pipe conducting the escaped 
gas to a safe height. The connection 
should be made to the service valve, 
without leaks at the lower end of the 
pipe, and bleeding should be slow 
enough to insure complete dispersal 
of gas before it can reach a point of 
ignition. It’s an awful nuisance, and 
should never be required. 

Problem 7. That’s easy. Disconnect 
the hose from the customer’s tank, 
and stow it away on the truck in the 
place and manner that it should be 
carried. Take out the wheel chocks 
and place them in the carriers. Walk 
clear around the truck, making sure 
that the hose is disconnected and 
stowed away, all cabinet doors 
closed, chocks in the carriers, and 
everything ready to travel. While 
you are at it, look in*front of the 
truck to see that there are no cus- 
tomer’s children, toys, pets, etc., in 
the way. Get in the cab and start to 
drive. 





National Magazine 
Features LPG Kitchen 

“A Kitchen That Grew” is the title 
of a long illustrated article in the 
October issue of “Country Gentle- 
man” about a Mount Vernon, Iowa, 
farm family which recently modern- 
ized its kitchen and equipped it with 
L. P. gas appliances. 

The story was developed by mem- 
bers of the magazine staff in coopera- 
tion with the LP-Gas Information 
Service and Rapid-Thermogas Co., 
Des Moines, Iowa. Reprints are being 
mailed to 12,000 industry companies. 
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TRUCK TANKS 


@ Twin or single barrel 
@ Light weight 
@ Low in cost 


@ Full or semi streamlined 
ASME U69 


Built to Your Specifications and Size 


Write For Further Information and Prices 


BAGWELL-GENERAL 
STEEL CO. 


BOX 391 SAPULPA, OKLA. 
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Associates and dealers of United L. P. Gas Co. who are making a tour of LPG 

production centers, left to right (front row) : Glenn G. Diechman, W. H. Goble, 

Paul E. Bundy, Eric Dankert, Kenneth C. Rains; left to right (back row) : Fred 

J. Ehlers, Bob Dornacker, Doyle 1. Illian, Dewel IIlian, Arthur McMullen, and 
George Rains. 


Nebraska LPG Firm On Tour 
Gets Better Aquainted with Industry 


By Craig Espy 


Diesen summer load and se- 
curing adequate financing are the 
two most important problems faced 
by the L. P. gas distributor. This is 
the opinion of Kenneth C. Rains, of 
the United L. P. Gas Co., Grand 
Island, Neb., who with 14 of his 
associates and dealers has been mak- 
ing a tour of the centers of produc- 
tion of L. P. gas and equipment. 
Mr. Rains, with his party, spent 
several days in the Tulsa area getting 
better acquainted with suppliers and 
the problems of the industry. The 
party was conducted on a tour of the 
Ringwood Natural Gasoline plant of 
Warren Petroleum Corp. They also 
visited the plant and offices of Anco 
Manufacturing & Supply Co., who in 
turn took them through the Sand 
Springs plant of Graver Tank & 
Manufacturing Co. Inc. The party 


also visited with officers of McNamar 
Boiler & Tank Co. 

Those making the swing to Tulsa 
were Paul Bundy, Fremont, Neb.; 
Eric Dankert, Chambers; Arthur Mc- 
Mullen, Dunning; Dewey and Doyle 
Illian, Spalding; Glenn Diechman, 
Aurora; Howard Goble, Sargent; 
Bob Dornacker, Bennington; Fred 
Ehlers, Ft. Calhoun; Geo. Rains; 
Kenneth C. Rains and Ted Sundi- 
mier. Ken Waldron, president of 
Farmers State Bank at Aurora and 
Harry Grimminger, attorney for the 
company also were with the party. 

United L. P. Gas sells its gases 
under the trade name of Unipane, 
“the all-weather propane.” The com- 


pany was organized in 1946 as an. 


LPG wholesaler and retailer, at 
which time the company transported 
its gas from the field. Later the com- 


Norfolk, Neb., dealer for United L. P. Gas Co. is shown with line-up of delivery 
equipment and bulk tank truck. 


Modern building houses the home office 
of the United L. P. Gas Co. at Grand 
Island, Neb. 


pany sold its retail and equipment 
business continuing only to whole. 
sale fuel. The company leases its 
plants to individual operators on a 
long time basis. A financing plan has 
also been set up for the dealers so 
that needs of customers, from one 
cylinder to equipment for the largest 
installation, can be financed over a 
36 month period. 

United L. P. Gas Co. now operates 
21 bulk plants including a new plant 
going in at Burwell, Neb. The com 
pany plans to install 10 more plants 
in the early future. Proposed plant 
sites include Kansas City, Mo, 
Kearney, Central City, Clarks, Oma- 
ha, Ord and Columbus in Neb. With- 
in the current year the company 
purchased the Leidy Propane Gas 
Co. at Oneil and two plants of the 
Gas & Electric Service Co. at Nor. 
folk and Kinson, Neb. 

The company has installed 250 one 
thousand gallon bottle filling plants, 
in addition to the larger bulk plants. 
These smaller tanks are kept sup 
plied with L. P.-gas from the larger 
plants. The smaller tanks are oper: 
ated by local business men. The small 
plants are set up to maintain 24-hour 
service to highway and local cus 
tomers. 

Once a year United L. P. Gas pro 
motes a tractor conversion demon: 
stration at each of its plants. Farmers 
are invited to attend the demonstra 
tion. Each plant operated by the 
company will average 400 customers. 

Summer and all year load is built 
by dehydration installations, trac 
tors, gravel pits and similar installa: 
tions. The Omaha Cold Storage Co. 
uses the product at their plants in 
Nebraska. The Vautravers Poultry 
Co. of Grand Island also uses propane 
in producing 450,000 broilers for the 
market every eight weeks. 
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Cities all over the country are finding that the propane powered bus is ideal 
for downtown service, because of the absence of objectionable exhaust fumes. 








The first propane bus operated by Chicago Transit Authority stands beside two 


Indicative of the growing 
interest among fleet oper- 
ators in the use of propane 
as power fuel, the national 
Fuels and Lubricants meet- 
ing of the Society of Auto- 
motive Engineers, held at 
Chicago November 4-6, 
heard three papers on this 
subject. The following ar- 
ticle is a condensation of the 
paper presented on that oc- 
casion by J. N. Jobaris of 
the Chicago Transit Author- 
ity. This organization has 
been operating buses on 
propane in metropolitan 
Chicago for nearly three 
years. (See “Butane-Pro- 
pane News”, August, 1950). 
Their fleet will soon num- 
ber more than 950 propane 
powered buses. Mr. Jobaris 
pulled no punches in his re- 
port, outlining the troubles 
and the advantages with 
equal frankness. 

Reports of the other LPG 
papers presented at this 
meeting will be included in 
future issues.—Ed. 


15,000 gal. tanks being installed at North Park bus yard. 


THREE YEARS LATER: 


Chicago Transit Authority 
Reports On Propane Progress 


By J. N. Jobaris 
Chicago Transit Authority 
Chicago, III. 


be the early part of 1950, in order 
to proceed with its modernization 
program, the Chicago Transit Au- 
thority was faced with the problem 
of selecting and purchasing a large 
number of motor vehicles. 


Records at that time indicated tht . 


diesel fueled buses were more eco- 
nomical to operate than gasoline 
fueled buses. The savings in fuel cost 
per mile was found to be enough so 
that the first draft of our new speci- 
fications accepted only buses with 
diesel fuel engines. ° 

At about the same time buses were 
offered to the passenger transit in- 
dustry with propane fueled engines. 
The following claims were made 
about propane: (1) It had an octane 
rating close to 125 which permitted 
higher compression ratios and made 
increased power available with the 
same sized engine. (2) The exhaust 
smoke and obnoxious exhaust odors 
were completely eliminated. (3) 
There was no washing away of the 


cylinder wall lubricants with conse- 
quent longer engine life. (4) There 
was less crankcase dilution and the 
periods between oil change were ex- 
tended. (5) There was no crankcase 
sludging. (6) Propane cost per gallon 
in the Chicago area was considerably 
lower than that of gasoline or diesel 
fuel. 

With the war potentiality facing us 
at that time, and with more railroads 
and truckers changing to diesel 
fueled engines, and with the in 
creased military activity, indications 
were that industry and government 
would be reaching toward the center 
of the crude oil barrel. Since the 
Armed Forces had hoped that diesel 
type fuel could be used to propel jet 
jobs, it appeared that diesel fuel oil 
might be classed as a critical material 
for military needs if a full scale war 
broke out. 

Being a surplus product and « not 
strategic material, propane se emed 
to be an answer. The fact that pro 
pane would be readily available at 4 
lower than diesel fuel cost per mile 
was a further incentive for checking 
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into LPG as a motor fuel. Checks 
were made into such items as fire 
hazards, storage, dispensing, per- 
formance, effect on engines when 
used in outdoor idling, and operation 
records of people who had used or 
were using propane. A fleet of 100 
LPG fueled transit buses had been 
operated in Spokane, Washington 
quite successfully for approximately 
10 years, accumulating some 38,- 
000,000 miles. The reports received 
from Spokane were that the engine 
power was increased, exhaust smoke 
and obnoxious odors were eliminated 
and that engine life was increased. 
Several trucking companies reported 
equally good results. Checking into 
the insurance costs, it was found that 
there was no increase in premium 
rates if the installation of the pro- 
pane equipment and the fuel han- 
dling practices complied with the re- 
quirements and safety codes as set 
up by the National Board of Fire 
Underwriters, Interstate Commerce 
Commission and the State and City 
agencies. 


In order to get first hand experi- 
ence in CTA type’of operation, a pro- 


claims appeared to be substantiated. 
It appeared that we should give seri- 
ous consideration to the use of LPG 
instead of diesel fuel. 

In addition, Chicago Transit Au- 
thority’s ordinance with the City of 
Chicago specifically obligates Chi- 
cago Transit Authority to take defi- 
nite, positive steps to reduce or elimi- 
nate noxious gases resulting from 
the operation of its buses. This pro- 
vision was written into the ordinance 
because of complaints over the years 
regarding the disagreeable fumes 
emitted by buses. The businessmen, 
the people who lived on street car 
lines converted to bus operation, and 
most important, the passengers, par- 
ticularly objected to buses which 
emitted smoke and fumes. 

As a result of these studies the bus 
specifications were changed and 
when the invitations to bid for new 
buses were sent out the specifications 
accepted either diesel or propane 
fueled vehicles. It was found that the 
propane fueled buses could be pur- 
chased for approximately $3,000 less 
per bus than the diesel fueled buses. 
This savings permitted the purchase 


Ralph Budd, chairman, Chicago Transit Board, and W. J. McCarter, general 
manager, inspect the engine of a new propane bus. 


pane fueled bus was placed in reve- 
nue service on February 7, 1950. 
After running the bus for 5 months, 
the records were checked, the me- 
chanical condition of the engine was 
examined, and it was found that the 
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of more units than was originally 
anticipated. 

Fuel cost for the Chicago area at 
that time was found to be 8.3 cents 
per gallon for propane, as compared 
with 13.9 cents per gallon for diesel 


fuel, and 15.24 cents per gallon for 
gasoline with similar taxes for the 
three fuels. It was also possible to 
obtain a 5 year propane fuel contract 
with the assurance of essentially the 
same price spread between propane 
and diesel fuel during the life of the 
contract. ; 


The lower initial cost of the pro- 
pane buses with the attractive fuel 
contract offered, presented a sub- 
stantial savings which was vital to 
the CTA modernization and expan- 
sion program. Contracts were award- 
eded to two suppliers for a total of 
551 propane buses. 


John Jobaris, equipment engineer, (left) 

and Stanley D. Forsyth, chief engineer, 

size up the public relations features of 
the propane buses. 


Installation plans were immediate- 
ly started for the yard storage tanks. 
The tanks are all above ground. The 
North Park garage installation, 
which is the largest, has four 18,000 
gallon water-capacity tanks. North 
Avenue and 77th Street garages each 
have two 18,000 gallon water-capacity 
tanks. Each station is equipped with 
two 5 stage multivane turbines which 
are used to unload the supply trucks 
and to pump the fuel through stand- 
ard appearing fuel dispensers at the 
fueling island into the bus fuel tanks. 
By using two pumps at each location 
it is possible to unload fuel delivery 
trucks and fuel the buses at the same 
time. A further advantage of a two 
pump installation is that one of the 
pumps automatically becomes a 
standby in event of a pump failure. 
An 18,000 gallon tank is being in- 
stalled at the 69th Street garage. 

The bus fuel tanks are the Park- 
hill-Wade type with an internal ex- 
pansion tank and have a fuel capacity 
of 105 gallons. Allowance is made for 
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Engineered to take full advantage of LP-Gas characteristics... 
REO gives day-in, day-out Economy 


No wonder the Steffke Freight Company is so enthusi- 
astic about its fleet of Reo LP-Gas trucks. These 34 
Reos go farther on lower-cost LP-Gas... give per- 
formance that matches and surpasses that of gasoline 
powered vehicles. And, that’s but part of the economy 
story. Because this clean burning fuel cuts carbon to a 
minimum and practically eliminates crankcase dilution 
. -. maintenance costs are cut to the bone. These Reos 
keep going and going with minimum attention long 
after the average gasoline powered truck has been put 


in the shop for a major overhaul. Yes, LP-Gas is won- 
derful. But a word of warning... there are LP-Gas 
trucks .. . arid LP-Gas conversions . . . and a big differ- 
ence between the two. The difference is this: Reo Gold 
Comet LP-Gas engines are not just re-hashed gasoline 
engines, they were engineered and built to take full 
advantage of LP-Gas characteristics. When you specify 
Reo, you can be sure you’re getting every ounce of 
power and all the dollar savings possible with this 
economical fuel. 
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SAVE WITH REO LP-GAS 
THREE WAYS— 


" Regardless of the needs of your op- 
Sas eration, you can take advantage of 
LP-Gas economy 3 ways: . 
| Select a Reo Gold Comet LP-Gas 
truck. You have your choice of 100 
hp or 142 hp. 


ron- 

Replace your present worn and 
as wheezing engine (any make) with 

fer- a Gold Comet LP-Gas replacement 

‘old engine ... 100 hp or 142 hp. 

i 3 Convert your present Reo gasoline 
line engine (Model 331 or Model 255) 
full to LP-Gas with Reo’s complete 
: LP-Gas conversion kits. 

Reo LP-Gas powered trucks are now approved 

> of and listed by Underwriters’ Laboratories. 
this 


See Your Dealer or for Full Particulars, Write: 
REO MOTORS, INC., LANSING 20, MICHIGAN 
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WELL, WHAT IS THIS? 


This is the insides of the compact 
new brass bellows vaporizer devel- 
oped by J&S Carburetor Company. 
We thought we’d let you see its 
vital parts as we know you'll be 
seeing lots of them in various 
housings in the next year. 


SOME will look like THIS: 
: New J&S 
Ford V8 
Conversion 
Unit 





It mounts right on the cylinder 
head in place of the thermostat 
housing. 

© No mounting bracket 

® No holes to drill 

©@ No extra water hose 

© Carburetor section 

spudded for gas 
© Compact, light-weight 


OTHERS will look like THIS: 


J&S 1953 Ford Tractor Kit 


AND THIS: 
New J&S 
Unit for 
IHC Red 
Diamond 





Trucks 


We have several other new kits 
you can get from our distributors, 
or direct from 


J & S$ Carburetor Co. 


Box 10391, DALLAS 7, TEXAS 
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| fuel expansion by installing a small 


outage tank inside the larger bus fuel 
tank. Fuel is pumped into the tank to 
refusal. On filling, the expansion tank 


| is sealed off from the main tank by a 
| valve which is opened after the filler 
| nozzle is removed. The filler connec- 


tions are fully automatic and present 
less difficulty than fueling with gaso- 
line or diesel oil. The pumping rate is 
approximately 30 gallons per minute. 

The buses arrived in December of 
1950 and the first troubles experi- 
enced were frozen fuel lines and ice 
in the filters and regulators which oc- 
curred prior to the buses being 
placed in service. Due to condensa- 
tion while in storage, water accumu- 
lated in the bus fuel tanks and the 
tanks were filled with propane before 


of the four storage tanks and it was 
simple to isolate it. The CTA propane 
fuel specification states that the total 
sulphur content shall not exceed 15 
grains per 100 cubic feet of gas. Since 
this episode, and it has been the only 
one, the fuel delivered contained less 
than 10 grains of sulphur per 100 
cubic feet of gas. 

The vaporizer-regulators have been 
a source of service difficulty almost 
from the very start. Short regulator 
valve life troubles were overcome by 
using improved materials and design 
in the seats, and by the addition of a 


. step-down regulator set at 50 psi 


ahead of the vaporizer-regulator unit. 
Propane leaks which developed in 
the regulator units of the carbure- 
tion system were overcome by silver 


The propane buses are used on downtown routes and routes running into the 
downtown area. Riders prefer them because of the absence of irritating exhaust 
fumes. 


being properly drained. This was 
readily solved by injecting anhy- 
drous alcohol into the bus tanks. The 


use of anhydrous alcohol completely . 


eliminated the freeze up condition. 
It was only necessary to use anhyd- 
rous alcohol in the tank on the orig- 
inal fuel charge. Thereafter, the 
tanks remained water free. 

Several months later, due to some 
difficulty at the refining plant, a 
shipment of fuel with a high sulphur 
content was received. The sulphur in 
the fuel reacted with the copper fuel 
line forming copper-sulphide flakes 
which clogged up the filters and reg- 
ulators, slowing up the fuel flow to a 
point where some of the engines be- 
came inoperative. All the bus fuel 
tanks had to be evacuated and the 
filters and vaporizer-regulators had 
to be cleaned. Fortunately, the con- 
taminated fuel was placed in only one 


soldering and brazing at critical 
points. Hard starting problems which 
developed during the second winter 
of operation were overcome by modi- 
fications of the starting mechanism, 
or by the use of an electric primer 
in lieu of the conventional choke 
arrangement. 

The safety relief valves on the 551 
buses are set to open at 250 psi since 
a U-69 200 pound working pressure 
tank is used. Some of the relief valves 
were set just slightly under 250 
pounds and under elevated tempera 
tures relieved during fueling because 
the additional pressure of the 1 
pounds fueling pump differential set: 
ting raised the tank pressure to the 
relief valve setting. The solution to 
the above problem is to use a butane 
propane mixture during the summe! 
season. This lowers the vapor pres 
sure to provide proper operation. The 


BUTANE-PROPANE News 





» Leland explosion-proof = 
| gasoline pump motor | 


hazardous atmospheres call 
for Explosion-Proof Motors! 





The name LELAND is synonomous with 
dependable, safe electric motor performance — 
particularly in the distribution and sale of vol- 
atile petroleum products. 


It is no accident that Leland, during the past 
30 years, has supplied more motors for the 
powering of gasoline dispensing pumps than all 
other manufacturers combined. 


Building motors of superior quality and per- 
formance, and providing close engineering 
liaison with its customers are policies that have 
been consistently maintained by Leland. As in 
pioneering the curb gas pump motor design 


with the Underwriters’ Laboratories and lead- 


ing pump manufacturers, Leland has worked 
with many other manufacturers. The emphasis 
is still on quality design and superior fabrica- 
tion of motors—open, totally enclosed, or ex- 
plosion-proof— standard or special. 


A recent Leland development is a low volt- 
age DC explosion-proof motor for power hose 
reels on trucks handling inflammables and 
volatiles. These are now widely used on airport 
fueling and crash trucks, gasoline and fuel oil 
delivery trucks, etc. Other examples of Leland’s 
creative electrical engineering are contained 
in Bulletin P102-A. May we send you a copy? 


™ ELAND (JG) ELECTRIC“ 


DAYTON 1, OHIO 
Div. AMERICAN MACHINE & FOUNDRY COMPANY, New York 
In CANADA, Leland Electric Canada, Ltd., Guelph, Ontario 


Gu) products 


ARE BETTER...4y Cesign 


FLY-EASTER 


Leland explosion-proof 


hose 
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tanks on the newer vehicles are the 
U-69 250 pound working pressure 
type which, according to code regu- 
lations, permits the use of a 312 
pound relief valve setting. These 
tanks will provide additional safety, 
as regarding the relief valve setting, 
and will permit faster fueling and 
less possibility of relief valves leak- 
ing. The slight increase in price of 
the higher pressure tank is well 
worth the additional cost since it 
helps maintain the “sealed” fueling 
system. 

When CTA went to propane it was 


anticipated that there would be some 
difficulties encountered with the use 
of a fuel which was not too common 
to the bus industry. The abcve prob- 


_lems were the type that could be 


fully associated with the use of LPG. 
An epidemic of cylinder head crack- 
ing occurred and the first thought 
was that it was due to propane. 
Later investigations indicated that it 
was caused by improper water circu- 
lation due to restrictions in the ther- 
mostat housing and cavitation of the 
engine coolant pump. 

The above troubles off hand appear 





THE ONLY LPG CARBURETOR 
THAT MAINTAINS EFFICIENCY... 


* at any altitude 
* at any temperature 


Because * at all speeds and power ranges 


IT’S A METERING VALVE TYPE 


... always in perfect balance 


economy 


NO VENTURI, NO ECONOMIZER 
AND NO MULTIPLE ADJUSTMENTS 


THE PERFORMANCE CURVE IS PRE-SET in each Century Carburetor by the 
design and synchronizing of its injector type gas metering valve and butter- 
fly air valve. You get a perfect mixture at all-times. 

Only one single “tune up” adjustment is required—just set it, seal it and 
forget it. No wonder more and more manufacturers of tractors, trucks and 
engines are factory installing Century. Get the facts; write for Bulletin No. 153. 
CENTURY GAS EQUIPMENT CO., 11188 Long Beach Bivd., Lynwood, California 


CENTURY 


LP-GAS CARBURETION 





small, but when you use a multiply. 
ing factor of 551 to obtain your prod. 
uct you can readily see that the mein. 
tenance department has had its 
hands full. The engineering and 
maintenance staff at CTA are proud 
that they were given the opportunity 
to help, along with several other 
transit companies, in the pioneering 
and development of equipment to 
utilize propane as a transit bus motor 
fuel. It is felt that most of CTA’s 
major propane problems are solved, 
and we would like to recapitulate 
some of the solutions to our problems 
in the form of recommendations to 
pass on to potential users of LPG 
for motor fuel. 


Solutions to LPG Problems 


1. New tanks should have anbhy.- 
drous alcohol put into the tank with 
the original fuel charge. 

2. Propane specifications should be 
written around NGAA signified pe. 
troleum gas specifications. The bomb 
corrosion test in this specification, if 
enforced, will keep the harmful sul- 
phur at a completely safe minimum. 
The odorizing agent to be added 
should be completely stable. 

3. Use stainless steel fuel lines to 
provide a safety margin as regarding 
fuel sulphur content in order to 
eliminate corrosion if a delivery of 
higher-than-normal sulphur content 
fuel is received. 

4. Use a solenoid or a vacuum type 
fuel line shut-off valve to provide au- 
tomatic fuel shut-off with the igni- 
tion lock. Shut-off device should be 
of the “fail-safe” type. 

5. To provide-long life the regula- 
tors should have sturdy valves. There 
should be no soft soldeted joints on 
the fittings or connections in the reg: 
ulator-vaporizer unit. 

6. Fuel tank should be U-69 250 
pound working pressure type witha 
relief valve setting of 312 pounds. 
The propane fittings and valves in 
the tank and fueling system, such as 
shut-off valves, filler. valves, relief 
valves and gauges should be of high 
quality UL approved type for LPG 
use. : 

7. Use an engine designed for high 
compression operation. It is well to 
check with the manufacturer for his 
specifications for best engine oper 
tion. Intake manifold should be of the 
cold type design to obtain good vol- 
umetric efficiency. 

After less than three years of oP 
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INTERNATIONAL LEADS IN 
DEVELOPMENT OF LPG POWER 


International Harvester has led the transporta- 
tion industry in the development of safe, factory- 
installed LPG truck power. The INTERNATIONAL 
line now offers the widest range of LPG models 
in the industry, from the medium-duty RP-160 to 
models with 90,000 lbs. GVW rating. 


Up to 300,000 miles without engine overhaul. 
Maintenance costs of INTERNATIONAL LPG-pow- 
ered trucks are unusually low. Customer records 
indicate 100,000 to 300,000 miles on LPG trucks 
before major engine overhaul. 


More efficient power. High-octane, clean-burn- 
ing, and anti-knock qualities of LPG power are 
fully utilized by INTERNATIONAL engines with spe- 
cial pistons and high compression ratios. 





INTERNATIONAL Model RP-205 ROADLINER®. GCW rating 
55, 000 Ibs. 142 or 157-inch wheelbases. Famous Comfo-Vision cab with 
ght windshield. Green-tinted, non-glare safety glass optional. 





First in safety. New-type submerged relief valve 
and all safety features required by Underwriters’ 
Laboratories. INTERNATIONAL was the first truck 
builder to receive the UL listing. 


Tough-job engineered. Every INTERNATIONAL 
LPG truck has the long life and proved perform- 
ance that have made INTERNATIONAL the heavy- 
duty sales leader for 21 straight years. 


Ask your INTERNATIONAL Dealer or Branch for 
a demonstration of an INTERNATIONAL LPG-pow- 
ered truck for your operation. Time payments 
arranged. An INTERNATIONAL truck with factory- 
installed LPG equipment will give you new levels 
of performance because it is engineered by the 
leader in LPG power development. 


INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO 


International Harvester Builds McCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks... Industrial Power...Refrigerators and Freezers 


Better roads mean a better America 


| INTERNATIONAL TRUCKS 


) 
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eration it is too early to have com- 
piled reliable comparative engine 
maintenance costs because accumu- 
lated mileages on the higher mileage 
units have not reached the point 
where the average type bus engines 
require overhaul. However, some 
data on average cylinder wall wear 
and bearing conditions is available on 
an engine which has been torn down 
several times for wear inspection. 


Reading at 50,000 Mile Engine 
Inspection 

Cylinder sleeves, .0015 — average 
wear. 

Pistons, .001—average wear. 

Crankshaft rod journals—no wear. 

Connecting rod bearings, .0015 — 
average wear. 

Bearing clearance, .003. 

After talking about the various 
troubles encountered with propane 








The “Know-How” you need for 


Installations and Conversions 





Published by 





Butane-Propane 
POWER MANUAL 
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Here is the first authoritative guide ever 
published for the rapidly expanding LPG 
power market. Basic facts of engines, fuel, 
and power are given in easy-to- understand 
language; then careful directions and clear 
illustrations take you step- -by-step through 
installations, Foy goa servicing ... 
in a practical my 
copies of the BUTANE-PROPANE POW- 


everything need 


manual for pao te men. Nearly 5 


ER MANUAL have already been sold. 


@ A De Luxe Edition in handy 
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pocket-size, flexible binding. 


23 Chapters, 334 Pages, Completely Illustrated. 


OUTLINE OF CONTENTS 


. The Nature of L. P. Gas 

. Basie Engine Facts 

. Basic Facts of Fuel Combustion 
Engines 

. Factors Affecting Operating 
Economy and Power 

. L. P. Gas Carburetion Systems _ 

. Regulating Gas Pressure and 
Temperature 

. Fuel Supply System. Vehicle Tanks 
and Equipment 

. Natural Gas Carburetion 

. Planning the L. P. Gas Installation 

. Checking the Engine’s Condition 

. Raising the Compression Ratio 

. Cooling the Intake Manifold 


Order Your 
Copy Now 


N—-O0OeO ~4 AW & WN— 


_—— 


Price $3.50 


We pay postage on orders accompanied by remittance. Orders 
from individuals must be 
unless credit has 


BUTANE-PROPANE News, 198 S. Alvarade St., Los Ang. 57, Cal. 


13. Ignition Problems 

14. Tractor Conversions 

15. Truck and Bus Conversions 

16. Passenger Car and Taxicab 
Conversions 

17. Industrial Engine Conversions 

18. Installing and Adjusting L. P. Gas 
Carburetion Systems 

19. Manufacturers’ Instructions for’ 

Adjusting L. P. Gas Carburetors 


20. Lubrication of L. P. Gas Engines 


. Trouble Shooting 
‘ iS aoe and Handling of 


. Selling L. P. Gas Carburetion 
Appendix (including Definitions) 


(in California add 
3% Sales Tax) 


accompanied by amount of purchase 
established. 
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let us now go to the other side of the 
list and mention the advantages thai 
CTA has found in operating with 
LPG. CTA has found that propane as 
an engine fuel offers: 

1. Excellent public acceptance. 
When clubs, picnic or PTA groups 
charter buses they invariably ask for 
“one of the new propane buses.” 

2. Excellent driver appeal. Opera. 
tors say “the propane buses have 
good acceleration and the buses do 
not have any fuel odors.” 

3. No exhaust smoke or obnoxious 
odors. As mentioned previously, this 
is an important item because of 
CTA’s ordinance with the City of 
Chicago which obligates CTA to take 
steps to reduce or eliminate exhaust 
gases and smoke resulting from the 
operation of its buses. 

4. Less frequent oil changes. Twice 
the mileage between oil changes. 
Consideration is being given to in. 
crease this mileage by 50 percent. 

_5. No crankcase dilution or sludg- 
ing even with protracted idling. For 
the past two winters over 400 of the 
buses were stored outside. For sev- 
eral months each winter the engines 
were run for 24 hours a day. 

6. Increased spark plug life. CTA 
obtains 24,000 miles of plug life with 
the propane fueled engines as com- 
pared with 6,000 mile plug life on 
gasoline fueled engines. 

7. Knocks or ping completely elim- 
inated due to higher octane rating 
of fuel. 

8. Decreased carbon formation on 
engine parts or in the mufflers. 

9. Last, and probably the most im- 
portant of all, lower fuel cost per 
mile than diesel fueled buses. The 
last comparative check between 
buses of the same size indicated that 
the fuel cost per 1,000 miles on pro: | 
pane fueled buses was $37.84 as com- 
pared with $41.48 per 1,000 miles on 
diesel fueled buses. 

CTA’s opinion of the use of LPG 
as a motor fuel is strongly evidenced 
by the fact that after 2% years and 
50 million miles of operation with 
propane fueled buses we have within 
the past year ordered 400 more pro- 
pane fueled ‘buses. The delivery of 
this second group of buses started in 
August of this year. The Authority 
feels that the exhaust smoke and 
odor free propane fueled bus with its 
fast acceleration and quiet operating 
engine is the ideal vehicle for Chi 
cago’s urban transit motor bus ope! 
tion. 
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Growing Use of LPG Buses 
Revealed By Recent Survey 


Reporting substantial savings in 
maintenance and oil costs and many 
other advantages, transport compan- 
ies operating buses on liquefied pe- 
troleum gas said they expect to add 
550 units powered by the new motor 
fuel in 1953, results of a survey by 
the Liquefied Petroleum Gas Associa- 
tion revealed. 

The poll was conducted by the 
LPGA market research committee, 
headed by A. F. Smith, A. O. Smith 
Corp., Milwaukee, Wis. Twenty-nine 
privately and municipally owned bus 
lines replied partially or completely 
to the survey questionnaire. The 550 
L. P. gas units they are adding to 
their fleets this year represent a 38% 
increase over the 1,434 in service at 
the end of 1952. 


Comparisons With Other Fuels 


Inasmuch as elimination of ex- 
haust odors, prevention of sludge and 
crankcase dilution, fewer overhauls, 
increased power and less driver fa- 
tigue are established advantages of 
L. P. gas contributing to its growing 
popularity as a bus fuel, these factors 
were not taken into consideration in 
the survey: Instead respondents were 
asked to supply comparative statis- 
tics on gas and oil consumption and 
maintenance costs with L. P. gas and 
other fuels, and to tell whether they 
are satisfied or dissatisfied with re- 
sults under LPG operation. 

The 1,434 buses covered in the 
study traveled a total of 55,785,205 
miles in 1952. Nearly three-fifths of 
the units were factory-built for LPG 
use. The remainder were converted 
to new fuel. 

Respondents reported that their 
LPG buses used an average of one 
gallon of oil per 1,000 miles in 1952. 
§ This figure includes both the amount 
consumed for oil changes and for 
make-up. 

The average oil change was made 
after 11,947 miles. Nineteen of the 
fleet operators said the interval be- 
tween changes was longer with L. P. 
gas, five said it was about the same 
and none found it shorter. It was 
asserted that the 11,947 figure would 
probably have been higher but for 
the tendency of some companies to 
adhere to the oil change practice fol- 
lowed under gasoline operation. 

The number of miles traveled per 
gallon of make-up oil required 
ranged from a high of 3,000 to a low 
of 408. The average was 1,049 miles. 
Eight operators said their make-up 
tatio was better than with gasoline 
and eight found it about the same. 
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None reported poorer results. 

On an average, the price of L. P. 
gas was 5.03 cents less per gallon than 
for gasoline. The fleets averaged 3.8 
miles to the gallon of LPG burned. 
Thirteen respondents to the question- 
naire reported they had obtained 
better mileage with gasoline, five said 
it was a standoff between the fuels 
and one asserted that L. P. gas was 
better even in this category. 

The LPGA committee interpreted 
these comparative figures as favor- 
able to L. P. gas. It was pointed out 


that the lower price of the fuel more 
than offsets the difference in mileage 
per gallon in most areas. 

Twelve operators asserted mainte- 
nance costs were down with LPG, 
five said they were about the same 
as with gasoline or diesel fuel and 
only one found them higher. Nearly 
three-fourths indicated that théy 
were “very pleased” or “satisfied” 
with their L. P. gas buses. Three said 
they were not sure and two expressed 
dissatisfaction. It is believed that 
these five operators may not have 








HOW TO 
GET THE BEST 
PERFORMANCE 


Best tractor performance on LP-Gas is the 





FROM 


LP-GAS 


result of air-fuel ratios for combustion which 
are exactly right for every operating condi- 
tion. For example, air-fuel mixtures for 
starting are entirely different from those re- 
quired for full load or for long periods of 
idling. 

The job of good carburetion is to vaporize 
the LP-Gas and to proportion it with correct 
volumes of air for perfect combustion; richer 
for starting, leaner for part throttle and 
slightly richer again for full load. 

Ensign equipment is designed to produce 
the correct mixture automatically for vari- 
able loads and at the same time obtain maxi- 
mum economy. When you convert a tractor 
to LP-Gas insist on Ensign, the carburetion 
leading tractor builders choose. You'll dis- 
cover why Ensign is “STANDARD OF THE 
INDUSTRY”. Send today for complete in- 
formation. 


CARBURETOR COMPANY 


7010 S. Alameda St., Huntington Park, California 
Branch Factary; 2330 W. 58th St., Chicago 36, Illinois 


DEALERS AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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LP-GAS TRACTOR 
MANIFOLDS 









FARMALL: “M”, W-6, |-6, T-6, U-6 
ae W-4, 1-4 0 


NATIONAL LIQUID 
TRACTOR KIT 


sri Do aes 


NATIONAL CARBURETION 


eS ooo 


% National Carburetion for all gas- 
gasoline engines. 


* Domestic, motor fuel, tractor custom- 
built tanks. 


| 

| 

| 

| 

| 

| 

| 

} *% 20#, 60#, 100# |.C.C. cylinders. 
| * L.P. fittings and regulators, valves. 
%* Flare tube fittings and copper tub- 
| ing. 

| %& Propane hose, igP. pumps, all ac- 
| cessories. 


Write, wire or call us for your National 
Catalog today. Contact our home office 


FORD: All Model for available dealerships and distribu- 
Write of wire FERGUSON: All Modes prices, | ‘orahips. THE COMPLETE LINE FOR 
Also Hi-Compression Inserts for increased SUTANE Sea 


compression. 


HI-COMPRESSION PRODUCTS COMPANY LPG Carburetion Division 
WASHINGTON, IOWA 6918 Lindberg Street, Houston 17, Texas 





UNIVERSAL PRODUCTS, INC. 

















4 CYLINDER MANIFOLDS 


JOHNSON’'S ge 


High Compression 
Pistons * Manifolds * Pumps 





Butane Manifolds for John Deere 
Models “q, ” “A, ” “B; ” es! af 

ry ge Manifolds for International 
Butane Manifolds for Allis Chalmers 
ve “W, ” “WC, ” “WA, ” Wr” 

Water Pumps for John Deere 
Models ike: ea” & “BRB” 


ALUM. 
DOME-HEAD PISTONS 





- For Price Lists and 
© Write Today Dealer Discounts 


COLD MANIFOLDS 


é ) 
Johnson Machine Shop 7zsts.i=;25.° 
Amarillo, Texas 
; Hd Implement Deal 
914 E. Howard St., Pontiac, Illinois ‘Suk Some” 
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had sufficient experience with L. P. 
gas to give an opinion, or have con- 
verted equipment not completely 
suitable to the fuel. 

More than three-fourths of the 
fleets own their own LPG storage 
tanks. The remainder use distribu- 
tors’ facilities. 

The Chicago Transit Authority, 
biggest user of LPG buses, now has 
573 propane-powered units in service. 
It has an additional 378 on order, 
scheduled for delivery in 1953 and 
nearly 1954. 


Texas Railroad Commission 
Adopts LPG Amendment 


The Railroad Commission of Texas 
has adopted an amendment to the 
Liquefied Petroleum Gas Docket No. 
1, which sets up rules and regulations 
governing the installation of storage 
and dispensing facilities for L. P. gas 
at service stations. 

The new regulations, contained in 
Division IX, are based on Pamphlet 
58, with additional requirements 
which the Commission has deemed 
necessary and proper for the safety 
and protection of the public. Several 
of the safety provisions which are 
outside the scope of Pamphlet 58 
follow suggestions made in the article 
“Planning the Service Station Bulk 
Plant,” in the June, 1953, issue of 
BUTANE-PROPANE News. 

In addition to the engineering and 
construction features specified for 
safety of installation, the amendment 
also emphasizes the need for trained 
personnel in the maintenance and op- 
eration of the storage and dispensing 
facilities. 


ATA Group Studies LPG 


The annual convention of the 
American Taxicab Association, 
which was held at the Shoreham 
Hotel, Washington, D. C., October 
26-28, devoted a major session to a 
panel discussion, of the use of pro- 
pane as taxicab fuel. With Carl Abell, 
Editor of Butane-Propane News, 
serving as moderator, problems aris- 
ing in connection with fuel supply 
storage, and service were discussed 
by Don Welch of Warren Petroleum 
Co. and Bab Mathews of Phillips 
Petroleum Co. Results of tests con- 
ducted for the association were pre 
sented by L. L. Welch, taxi operator 
of Morristown, N. J., and operating 
experience covering a two year pe 
riod was given by John Rouse, o! the 
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P. @ Wilmington Cab Co., Wilmington, 
yn- # Cal. Additional figures from the 
ly @ Boynton Taxicab Co., operator of 
235 converted vehicles in Milwaukee, 
he # were also presented. All reports 
‘2° B ceemed to agree that a differential of 
>» BS cents or more per gallon for fuel 
x justified conversion providing that : 
ag Satisfactory arrangements could be . @ NEW extra Lightweight 
ce, § set up for fueling the vehicles. 
er, The trade show which was held 
nd § with the convention included a joint 
exhibit sponsored by Warren Petro- 
leum Co., Dix Manufacturing Co., | “““~~ <i 
on § Bastian-Blessing Co., and Pressed Conversion of ; 
Steel Tank Co., and a separate carbu- TAXIS - FORK LIFTS - TRACTORS 
retion exhibit by Universal Products | DOOR-TO-DOOR DELIVERY TRUCKS 
Kas Co. These exhibits received more at- | The BEAM 120 was built to satisfy the 
he [| tention from the taxicab operators | Saaond.h ut tne oan conde 
No. than anything else in the show. A | ever offered to the carburetion field. This 
ons converted Ford, provided by Uni- unit has built in both power and idle 
age — versal Petroleum Co., Tulsa, and 





Check these Outstanding = 
© Weight. . . 3%, pounds 
© Capacity... . 110 HP. 
® Size 5%” Dia., 4” Deep. 
® Built-in Power Screw. 


® 100% § : 
pe ve wm when en- a 
: 


© Built-in Vacuum Shut-off, 


® No Priming, No Ch ki 
° No Idle Plates. — 


screws, three fuel outlets, two mounting 
bolts, with no primers or pang Y necessary 
I as starting aids. Other new features in- 
Bas Century Sales Co., Memphis, was on | clude a built-in vacuum shutoff which in- 
hand to demonstrate the characteris- | sures that the fuel is 100% locked off when 
‘ as ! the engine stops rotating. Use the Beam 
| in tics of L. P. gas in actual operation. 120 with any type or style carburetor or 
ilet as a very simple spud-in requiring oy | a 
LPG P pipe nipple and one length of hose be- 

nts ower Use tween regulator and carburetor. 
ned | Shows Steady Climb 
ety 








[en : 


gt Buy BEAM THE PARKDALE COMPANY 
Best Buy BEAM 





Farm tractors operating on L. P. 
ral gas showed an increase of 22% in 
are | 1952, survey figures released recently 


Manufacturers of BEAM LPG PRODUCTS 
2642 LACY STREET * LOS ANGELES 31, CALIFORNIA 


58 | by the Liquefied Petroleum Gas As- 





























icle | sociation reveal. The total number 
ulk | powered by LPG at the year’s end is 
of | estimated at 130,000. 
The LPGA study also showed that 
wil the number of L. P. gas trucks, buses 
ta and stationary engines increased 
more than 30%. Upwards of 50,000 
ent # such units were using butane, pro- 
ned § pane or mixtures of the two gases at 
op- @ the end of 1952. 
sing The survey was conducted by the 
association’s market research com- 
mittee, headed by A. F. Smith of A. I 
0. Smith Corp., Milwaukee, Wis. } 
Findings were based on reports from 
the 95% of the manufacturers of LPG &— 
é conversion kits and factory-equipped ; 

’ § LPG tractors. i 
1am a 
ber Bf Fall Sales Meet For Anco — 

“— Anco Manufacturing & Supply Co ’ . 
pro Hof Tulsa held its annual fall sales | A Carload of the World's Finest Cotton Loom 

, conference at the East St. Louis . 

‘WS; Bj branch offices of the company in COTTON LOOM Now Available For LPG Dealers! 

rls* Hj November. Salesmen and officials of SPECIAL Every automobile, truck, tractor or other mobile LP-Gas 

ply the company from Tulsa, East St. 500 installation requires this’ protective cotton loom insulating 

ssed Louis, Omaha and Minneapolis at- %"" Inside cathcrerall po - - poreg te ene <i mspat ous — = oa 
$ 0 “ : cotton loom e most effective sateguard agains ration, 

ee a The following subjec me were we tela, ——— aoe, friction, electrical shorts pos sessnahial damage. 

‘lips iscussed: plans for promoting sales $7500 Average passenger car or truck installation requires from 

con fg % Anco’s 949 Ib. ICC Pig cylinders; 25 10 to 20 feet—average tractor installation requires from 3 

ore: fg te development of sales of bulk pmo Pshiia tives a s. | 04 feet. 

ats Plants and equipment, and sales of ** | DON’T DELAY! RUSH YOUR ORDER TODAY! 

: motor fuel equipment. The confer- 

7 9 was seeaided over by W. M. DIX MANUFACTURING CO. 

BS ‘at i i E Manufacturers of DIX LPG Carburetors—Simplest of them all 

the Mi pany” “ie President of the com- | 3447 East Pico Boulevard  — | —  — Los Angeles 23, California 
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Display-classified advertising rates can be secured by writing 
publisher. For regular classified advertising, set in 7 point type 
without border or display, the rate is $1.00 per line per insertion. 
Count each letter and space between words and allow 46 letters 
and spaces per line. Minimum charge is $3.00 per insertion. 
Classified advertising payable in advance. Copy and payment 
must reach publisher's office prior to fifth of month preceding 


date of publication. 








HELP WANTED 


BUS. OPPOR. OFFERED — Cont. 





FOR SALE— TRUCKS - (Cont'd) _ 





OUR PREFERENCE IS TO WORK WITH 
experienced L. P. G. men. Write us. Oil In- 
dustry Employment Service, 405 Tuloma Bldg., 
Tulsa, Okla. 


NEED THREE GOOD, HONEST, HARD- 
working district salesmen for heaters and ranges 
to cover following areas: Georgia; Kansas; 
Southern Illinois. Job offers permanent employ- 
ment. Send references for character and experi- 
ence, Box 356, Malvern, Arkansas. 


EXPERIENCED SALES REPRESENTA- 
tives covering Ohio, Michigan, Indiana, Ken- 
tucky to represent western firm manufacturing 
cylinder valves, regulators and accessories for 
compressed gases. Can be carried with non-con- 
flicting lines. Prefer full time with contacts in 
LPG field. Established accounts—protected ter- 
ritory. State experience in letter to Box 490, 
BUTANE-PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Calif. 


WE NEED A GOOD BUTANE MAN WHO 
has his own 300 to 500 gallon truck to take over 
our butane distribution. Pavynis Butane, P. O. 
Box 65, Palm Springs, Calif. 





BUSINESS OPPORTUNITIES OFFERED 





DISTRIBUTOR TO TAKE OVER GOING 
propane business in Oregon. Investment required 
for trucks, inventory, etc. $15,000.00. Yearly 
sales: 400,000 gallons. Necessary facilities for 
complete operation provided. Write Box 440, 
BUTANE-PROPANE News, 198 S. Alvarado 
St., Los Angeles 57, Calif. 


WANTED: PARTNER TO MANAGE L. P. 
gas plant in Minnesota or will sell on easy terms, 
as owner expects call to Army Engineers. Write 
Box 480, BUTANE-PROPANE News, 198 S. 
Alvarado St., Los Angeles 57, Calif. 


FOR SALE: LPG AND APPLIANCE BUSI- 
ness, bottle and bulk, in central Missouri Ozarks. 
18,000 gallon storage, 1000 gal. Chev. tank truck, 
26 x 60 brick and tile building with large display 
room on main street and state highway. Will 
gross over $30,000 per year and plenty of poten- 
tial for expansion. Age and poor health reason 
for selling. Immediate possession : $42,000. Write 
Box 495, BUTANE-PROPANE News, 198 S. 
Alvarado St., Los Angeles 57, Calif. 


GOOD, HEALTHY, GROWING L. P. GAS 
business in the northwest. Approximately %4 
million gallons per year. Good profit on gas, gross 
sales approximately $200,000.00 per year. Only 
propane dealer in area. Must be able to pay 
$60,000.00 down. Write Box 505, BUTANE- 
PROPANE News, 198 S. Alvarado St., Los 
Angeles 57, Calif. 


FOR SALE: FLORIDA L. P. GAS BUSI- 
ness, wholesale and retail. 48,000 gallon bulk 
storage; 2 delivery trucks; 2 bulk trucks; pres- 
ent consumption in excess of 600,000 gallons per 
year; approximately 1000 customers. Will re- 
quire $100,000.00 to handle. Partial credit can 
be handled with parties having the proper finan- 
cial ability. Write Box 510, BUTANE-PRO- 
PANE News, 198 S. Alvarado St., Los Angeles 
57, Calif. 
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WANT TO BUY 


a Bulk Plant or 
BOTTLED GAS BUSINESS? 


A classified ad in BUTANE-PROPANE News 
will bring quick results at a minimum cost. Box 
145 got 28 replies to his $11 ad — less than 40¢ 
a reply! 





BUSINESS OPPORTUNITIES WANTED 


FOUND—A BUYER 


FOR BOTTLED GAS BUSINESS 


COST — $5.25 


An Ohioan did it with a one-time insertion of a 
6-line ad in the classified columns of BUTANE- 
PROPANE News. He found his buyer among 
the first eight replies! 


CONTACT US TODAY TO BUY OR SELL 
a gas business. We cover all states east of the 
Miss. River—from Minnesota to Maine to Miami. 
We're in Florida because it’s a good place to 
live-—it’s easy to reach your from here. Today we 
have a Miami company for $110,000 cash ; central 
Tennessee for $270,000 terms ; west coast Florida 
for $275,000 terms. SALES, APPRAISALS, 
FINANCING. MEMBER LPGA and AGA. 
EDWARD R. GOUDIE INC., Box 1177, 
Stuart, Florida. Tel. : 450. 


MANUFACTURER’S REPRESENTATIVE, 
now calling on the LPG trade and plumbing dis- 
tributors in New Mexico, Colorado, Wyoming, 
Montana, Idaho and Utah, desires companion 
lines. Territory being completely covered on 90 
day schedule. Write Box 500, BUTANE-PRO.. 
PANE News, 198 S. Alvarado St., Los Angeles 
57, California. 








FOR SALE— TRUCKS AND TRAILERS 





NEW: IMMEDIATE DELIVERY. 1400 WG 
U69 propane lightweight twin barrel delivery 
unit. Mounted on new 1953 2-ton, 2-speed Chev- 
rolet truck. Fill and vapor hose assemblies— 
Viking Mechanical Seal Pump—power take-off 
assembly. READY TO GO FOR $3845.00 tax 
paid. Also available at low extra cost: meters— 
fire extinguisher—motor fuel tank and L. P. car- 
buretion. American Tank & Manufacturing Co., 
2136 West Commerce Street, Dallas, Texas. 
P. O. Box 5525. Telephone Riverside 9183. 


NEED A WORKHORSE? WE HAVE NEW 
1953 Model 353 GMCs; 2 ton, 2 speed, w/8:25 
tires equipped with a 1400 WG Nor-Tex Stand- 
ard Twin Propane unit. It’s skirted, plumbed 
and perfectly balanced! Complete with recessed 
fuel tank, Viking KK190 pump with mechanical 
seal, 50’ filler hose, ICC lights and power take- 
off with spline jack shaft. Finish is aluminum 
paint over red oxide. Tax paid and ready to go. 
$4043.80 FOB North Texas Tank Co., Box 519, 
Phone Central 5416, Denton, Texas. 


A PACKAGE UNIT SPECIAL! A NEW 1953 
2 ton, 2 speed Chevrolet equipped with a 1250 
WG Nor-Tex Standard Twin Propane Unit. It’s 
skirted, plumbed and perfectly balanced! Com- 
plete with recessed fuel tank, Viking KK190 
pump with mechanical seal, 50’ filler hose, ICC 
lights and power take-off with spline jack shaft. 
Finish is aluminum paint over red oxide. Tax 
paid and ready to go $3919.85 FOB North 
Texas Tank Co., Box 519, Phone Central 5416, 
Denton, Texas. 


SPECIAL: AMERICAN “BETTER-BILT” 
lightweight 1400 water gallon U69 propane twin 
barrel delivery unit, with Viking Mechanical 
Seal Pump—Neptune Print-O-Meter—fill and 
vapor hose assembly—mounted on new 1953 2- 
ton, 2-speed GMC; 125 hp engine with 8.25 
tires—READY FOR SERVICE. PRICED AT 
$4475.00 tax paid FOB Dallas. Other sizes avail- 
able at comparable low cost. American Tank & 
Manufacturing Co., 2136 W. Commerce Street, 
Dallas, Texas. P. O. Box 5525. Telephone 
Riverside 9183. 


PERFECTION PLUS! A NEW 1400 WG 
twin Trinity model #103 propane unit with 
double door rear compartment, housing Neptune 
#433 Print-O-Meter and remote control Okadee 
valves; excise tax paid, KK190 Viking pump, 
PTO&DS, plumbng, ICC and directional lights, 
fuel tank, filler hose, white enamel, mounted on 
1953 2-ton 2-speed F-600 Ford or #6400 Chev- 
rolet chassis. $4550.00 FOB Trinity Steel Co, 
Inc., 3301 S. Lamar, HUnter 8321, Dallas, 
Texas. 


PROPANE DELIVERY TRUCK FOR 

sale. 1949 International K6 w/6 825 x 20 tires. 
Power take-off, Viking 50 gallon pump, 1200 gal- 
lon tank, Pittsburgh meter, hose, Algas carbur- 
etion, fire extinguisher, heater, complete. Reason 
for selling : purchased competitive business and 
don’t need all the trucks. A bargain if interested. 
WISSING’S METERED GAS, INC., 500 W. 
North Street, Salina, Kansas. Phone: 2254. 


USED PROPANE DELIVERY TRUCK 
for sale. 1952 Int. L-160 with 1400 gal. twin 
propane tank, piped complete. This unit has 
15,000 miles and has been used only 11 months. 
Price complete with pump, heater, propane cat- 
buretion, hose: $3,695.00. This is $1,000.00 un 
der new price. White River Distributors, Inc. 
Batesville, Ark. 


BEFORE YOU BUY A NEW PROPANE 
delivery truck, call us collect for prices. WE 
SAVE YOU MONEY. Immediate delivery 0 
any size single or twin, with or without new 
truck, Five models to choose from. White River 
Distributors, Inc., Batesville, Ark. 


A DELUXE TRINITY TWIN UNIT MOD: 
el 103, complete with KK-190 Viking pump, 
remote control Okadee valves, Neptune Print: 
O-Meter, 54 gal. fuel tank in rear compartment, 
50 ft. filler hose, white enamel and tax paid, 
mounted on new 1953 RP-160 factory LPG 
equipped International chassis, ready to go # 
$4,988.00, F.O.B. Trinity Steel Company, Inc, 
3301 S. Lamar St., Dallas, Texas. Phow 
HUnter 8321. 


FOR SALE: PROPANE TRUCK TAK 
1200 gal. Dodge 1946. Good condition. Price: 
$2400.00. Write Box 485, BUTANE-PRO- 
PANE News, 198 S. Alvarado St., Los Angeles 
57, Calif. 
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FOR SALE -— TANKS AND CYLINDERS 





FOR SALE: SEVERAL 200# ICC CYLIN- 
ders, used by the government. Write us for 
prices. Butane Gas Delivery Co., Inc., Box 14, 
Pauline, Kansas. 


BRAND NEW PRESSED STEEL ICC 
4BA240, 80 Ib. propane cylinders, tare wt. 66 


lbs. These cylinders were built for tractor con- © 


version units, but may be used as domestic 
cylinders. Complete with welded ring collar, 
Rego liquid and vapor valves, 10% valve, filler 
valve, and relief valve. Test pressure 4°0 PSI, 
working pressure 240 PSI. Present new cost of 
these cylinders : $21.00. We bought a “bargain” 
300 of these. Yours at a “close-out” price of 
$13.50 each or $12.50 each in lots of 50 or more, 
F.0.B. Batesville, Arkansas. White River Dis- 
tributors, Inc., Batesville, Ark. 





FOR SALE—MISCELLANEOUS 





COPPER TUBING—%” OD X .032 WALL 
—50 ft. coils, lots of 10 or more $5.35 per coil. 
Less than 10 add 50c per coil. Freight prepaid on 
20 or more coils. Home Gas Equipment Co., 
1301 Carnegie Ave., Cleveland, Ohio. Dept. 12B. 


FREE FREE FREE 
With purchase of six (6) “Leak Detecto 
Brushes” at $3.75 each, Free: one gallon De- 
tecto Solution. For limited time. Gas Appliance 
Stores, Inc., Box 5057, Columbia, S. C. 


FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P. O. Box 396, Beloit, Wisconsin. 


BAKER ALCOHOL PUMPS FOR HY- 
draulically injecting alcohol into any size cylin- 
der against any propane pressure. Saves drain- 
ing moisture-contaminated tanks, changing regu- 
lators! Pays for itself on several calls. Used by 
the leading gas dealers throughout the U. S. and 
Canada. A “tnust” tool for underground sys- 
tems. Be ready for your next freeze-up. Order 
today. Send check or M.O. for $44.95 for pump, 
complete with fittings. BAKER ENGINEER- 
ING, MALONE, N.Y. 


ALUMINUM CYLINDER PAINT. EXTRA 
heavy body, long lasting, 10 minute drying, for 
spray or brushing. List price $4.30 per gallon. 
Your cost $2.85 per gallon. Freight prepaid in 
lots of 20 gallons or more. Finest quality paint 
you can buy for bulk tanks or cylinders. Home 
Gas Equipment Co., 1301 Carnegie Ave., Cleve- 
land 15, Ohio. Dept. 12B. 


VAPOR RETURN LINES CAUSE INAC- 
curate metering. Smith Pumps will deliver effici- 
ently without a vapor-line. See our ad on page 
19. Smith Precision Products Company. 





PROFESSIONAL SERVICES 





LET MY LP EXPERIENCE WITH OVER 
100 operating properties increase your profits. 
Floyd F. Campbell, Management and Sales Con- 


sultant, 821 Crofton Ave., Webster Groves 19, 
Missouri. 


INDIVIDUALLY DESIGNED 
BULK PLANTS 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 
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W. F. Rockwell Heads 
University Fund Drive 


Col. Willard F. Rockwell, chairman 
of the board of Rockwell Manufac- 
turing Co., has been named chairman 
of a seven-man committee heading 
the business and industry phase of 
the Duquesne University Diamond 
Jubilee Fund Campaign here. 

Appointment of Col. Rockwell, 
who is also chairman of the Du- 
quesne president’s advisory board, 
was announced by the Very Rev. 
Vernon F. Gallagher, president of 
the school. 

The fund campaign, which will at- 
tempt to raise $4,250,000 to finance 
construction of three new buildings, 
opens next month. The new buildings 
will include a Hall of Law and Busi- 
ness, a Hall of Science and addition to 
the present library. 


Top executives of six other leading 
Pittsburgh firms will serve on the 
business and industry committee 
with Col. Rockwell. 


Group To Study 
Underground Storage 


A committee whose main objective 
will be the solving of petroleum stor- 
age has been named in Kansas. Dr. 
J. M. Jewett of the State Geological 
Survey at the University of Kansas 
is chairman of the state committee. 

Dr. Jewett announced his commit- 
tee as David Chambers, the Carey 
Salt Co., Hutchinson; G. H. Lan- 
caster, district engineer, Stanolind 
Oil and Gas Co., Ellinwood; Joe Ras- 
kaskas, district geologist, Cities Serv- 
ice Oil Co., Wichita; A. T. Slagle. 
Phillips Petroleum Co., Wichita; and 
Rieman S. Webb, consulting geol- 
ogist, Wichita. 

The committee will operate as a 
unit of the Interstate Oil Compact 
Commission research and coordinat- 
ing subcommittee, and much of the 
basic research will be done through 
state committees charged with de- 
tailed study of underground storage 
of petroleum and its products. 


New LPG Firm 
For Florida 


Recently opened in Miami, Fla., is 
Clement Gas and Appliances, dis- 
tributors of Aconomy Super Gas. 

The new firm carries a complete 
line of gas appliances and installs 
both underground and aboveground 
metered gas service. 

Clement Gas and Appliances is 
owned by Ray and Gordon Clement. 
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The G-50 
Stock Tank Heater 











‘ 


CUTAWAY SECTION 
OF HEATING CHAMBER 
SHOWING BAFFLES 


The G-50 Bottled Gas Stock Tank Heater 
gives economy, perfect operation and elim- 
ination of condensation to the greatest 
possible degree because of the baffling 
system as shown in the cutaway section. 
hese baffles reduce heat loss, prevent the 
burner from being blown out, and hold 
condensation directly above the burner 
where it is vaporized and passes out the 
stack. 

It is simple to install as it clamps to the 
side of the tank with two screws. Both 
Automatic and Manual controls available. 
Weight approximately 70 Ibs. Patent Pend. 


Manufactured by 


Nebraska City Iron Works 


Nebraska City, Nebr. 
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New "ECO-TEMP” Portable 
Heating Unit...Uses L-P Gas 


. . . Has Automatic Firing 


Instant, safe, clean heat—up to 500,000 BTU’s—is pro- 
vided by the new ““ECO-TEMP” LP Gas Portable Heat- 
ing Unit with automatic firing. Gas tanks store fuel on 
the job, with hose connection to heater. Just plug in 


| and turn the valve. The unit goes instantly into oper- 
| ation, with quick rise to temperature and wide-coverage 


| 
| 
| 
| 
| 


| 


heat that has no smoke or odor. Can be furnished with 
durable flame-proof vinyl coated canvas heat duct, for 
spot heating. 

Available in three regular sizes—140,000 BTU’s, 250,000 
BTU’s, and 500,000 BTU’s—for all ordinary heating- 
drying-thawing operations; and in two super-sizes—650,- 
000 BTU’s and 950,000 BTU’s—for exceptionally heavy 
duty, including crop drying. Built to provide superior 


| strength, durability and safety, assuring long, reliable 


| service with 
| information and prices. 


Write for complete 





ARTHUR C. BAUMANN, Mfr. 
7012 Grays Avenue, Philadelphia 42, Pa. 
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Use SHERLOCK 


5-Second Leak Detector 


Used By More Than 
4000 Gas Companies 


CONVENIENT .. . 4 0z. bottle 
with dauber cap fits hand tool 


kit. No mixing. No waste. 


SAVES MONEY .. . Reduces 
Cuts fire hazards. 


call-backs. 
Saves time. 


ALL TEMPERATURES... 
Regular for above freezing. 
Low-Temp for below freezing. 


FREE SAMPLE 


Winton Products Co. 
Box 3332, Charlotte, N. C. 


Try It. 


(America’s largest manufacturer 
of chemical-type leak detectors) 














LOW COST 
PORTABLE HEATERS 


For Winter Con- 
struction — Portable 
Sonic Ray Salaman- 
der. 85,000 BTU. 
Model D—complete 
with hose and regu- 
lator. 


Special — $22.50 


Unvented Space 
Heater--25,000 
BTU. Limited 
quantity. 


$12.75 





Write For Dealer Price List 
on L. P. Equipment. 
Lowest Prices in United States. 


2 











HOME GAS EQUIPMENT CO. 


Dept. 12B, 1301 Carnegie Ave. 
Cleveland, Ohio 


SU. 1-5717 
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